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Sparks 


State of the nation’s economy: 
Up 

Stee. Mit Activiry—If the na- 
tion’s mills last week turned out 
their projected output of 100.6 per- 
cent of capacity (2,090,000 tons), it 
would have been the second largest 
week in history. The week of Jan. 
17 last year beat the current figure 
by 7,000 tons. A month ago the rate 
was 98.3 and 96.7 for like ’51 period. 


Buyinc on Time—Although con- 
sumer installment sales for last 
year gained $227 million in De- 
cember to bring the year’s ag- 
gregate to $13,488,000,000, a shade 
over the previous 12 months, auto 
time sales dropped for the third 
month in a row. 

Lonpon Securities—The index for 
30 industrial ordinary common 

stocks in most recent week was 
114.6, against 113.6 percent in the 
preceding week, 121.9 a month pre- 
vious and 121.5 a year ago. July, 
1935, is used as a base of 100 in this 
barometer prepared by the London 
Times. 

Paper Output—Latest weekly re- 
port by American Paper & Pulp 
Assn. shows paper production was 
99.1 percent of capacity, as com- 
pared with 98.6 percent in prior 
seven-day period. But it was off, 
however, from the 101.3 percent a 
year ago. 











* * 


Down 


TURNOVER IN Bic Stores—Depart- 
ment store sales volume for the 
week ended Jan. 26 dived 14 per- 
“cent from the corresponding week 
last year. There was also a 15 per- 
cent drop in the four-week period 
ended on that date. All federal re- 
serve districts were off. 


Business INpEx—The New York 
Times weekly composite barome- 
ter eased in the week of Jan. 19 
to 178.4 from 179.3 a week earlier. 

HovuseHoLp CLEANERS — Factory 
shipments of vacuum cleaners slid 
22.7 percent last year from the 1950 
total to 2,729,104 units, states 
Vacuum Cleaner Mfrs. Assn. 

* = 7 


General 


Are You LicHt on CasH?—U. S. 
tax collections in the last half of 
1951 were nearly 30 percent ahead 
of the same period in 1950. Total 
for the final six months of 1951 
was $24,220,000,000 versus $18,792,- 
000,000 in same 1950. 





Top Cars 


New-car registrations for 11 
months, plus 34 states for De- 
cember: 
1951 Pos. 
1—1,045,663 
2— 845,191 

534,233 
383,984 


Make 1950 Pos. 
Chev. 1,384,494— 1 
Ford 1,139,468— 2 
Plym. 527,085— 3 
Buick 518,644— 4 
Pontiac 427,877— 5 
Dodge 289,645— 8 
Olds. 359,864— 6 
Merc. 309,572— 7 
Stude, 260,882— 9 
. 145,013—11 
Nash 171,035—10 
DeSoto 109,843—13 
Hudson 131,018—12 
Cadillac 99,511—14 
Packard 
Kaiser 
Henry J 
Willys 
Lincoln 


70,807—16 
$4,214—15 
13,053—19 
33,023—18 
33,211—17 
Crosley 6,760—21 
Austin 5,287—22 
Ang.-Prf. 1,819—23 
Frazer 11,775—20 
Total All Makes 
4,958,812 6,144,462 

For further details see page 

38, today’s issue. 


25,620 
25,386 
5,236 
3,595 
3,414 
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Market Sq 
Cuts °52 Dealer 
Total by 1,424 


Drop to 46,119 Outlets 
Reflects Big Gain 
In Dualed Franchises 


By Mac Gordon 
Associate Editor 

— between rising over- 

head and a soft market, at- 
tributed by many dealers to 
Regulation W and higher prices, 
an estimated 1,424 passenger-car 
dealerships went out of business 
last year and were not replaced by 
new dealers. 

Overall dealer turnover was un- 
doubtedly higher, but other closed 
dealerships were replaced by the 
factories. 

The mortality climb is the out- 
standing finding of Automotive 
News’ annual dealership fran- 
chise census, which disclosed a 
grand total of 46,119 dealerships 
as of Jan. 1, 1952. There were 
47,543 dealerships a year earlier. 

Actual franchises issued by U. S. 
car makers declined by only 561, 
however, with nearly all the reduc- 
tions emanating from the inde- 
pendents. 

* * * 

N THE other 863 cases of dealer- 

ship decline, the factories did 
not discontinue franchises. Instead 
franchises were assigned to dealers 
in other makes, causing a gain in 
the number of dual deals of about 
12% percent. 

More recent information, be- 
yond the Jan. 1 dates for the 
survey, confirm a continuing 
trend toward greater dealer mor- 
tality. (See NADA’s Better Busi- 
ness Management clinic on page 
18 and NPA Dealer Advisory 
committee report in Feb. 4 issue.) 

The survey reflected substantial 
decreases in the franchise totals of 
Hudson, Kaiser- Frazer, Packard 
and Willys-Overland. Big Three 
and Studebaker totals held steady, 

(Continued on Page 43, Col. 1) 


ueeze (Extra Copper, Aluminum Due... 





More Auto Materiats 


By William Uliman 
Washington Correspondent 


ASHINGTON.—The auto indus- 
try will get more vital mate- 
rials for the second and third quar- 
ters of this year, it was learned on 





good authority b, oTiveE News 


last week. 

While the allotments mailed to 
auto makers Tuesday night were 
based on copper and aluminum 
for 800,000 cars, steel for 900,000 





CHRYSLER CORP. 
Chrysler-Plymouth 
DeSoto-Plymouth 
Dodge-Plymouth ..... 

FORD MOTOR CO. 
Ford i scmee 
Lincoln-Mercury 
Mercury Mel 

GENERAL MOTORS 
Buick . ; 
Cadillac 
Chevrolet 
Oldsmobile 
Pontiac .... 

CROSLEY 

HUDSON ...... ye 

KAISER-FRAZER ..... 

NASH ac 

PACKARD ............ 

STUDEBAKER 

WILLYS-OVERLAND 


Passenger-Car Dealers in U.S. 


1952 vs. 1951 and 1941 
(Estimated by Automotive News) 


10,7677 


20,9647 


1951 
10,7707 
3,470 
3,165 
4,135 
8,3337 
6,658 
1,030 
645 
20,9687 
3,475 
1,683* 
7,635 
3,925 
4,250* 
706* 
2,350* 
2,790* 
1,427 
1,557* 
2,811 
2,185* 


3,481 
3,113 
4,173 
8,443+ 
6,716 
1,044 
683 


3,502 
1,712* 
7,641 


1,440* 
2,847 
1,952* 





Total U. S. Franchises 
Minus Dual Franchises ... 


53,897*7 
6,354 


47,336*7 


7,217 4,050 





Net Grand Total 
U. S. Dealerships . 
tIncludes Duals. 





; 46,119* 
*Includes Distributors. 


47,543* 43,286* 
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97,302 Weekly 


Still Short of 


By Bernie Thomas 
Associate Editor 

Ave plants, with Ford and Nash 

notable examples, continued to 
find the production going rough 
last week and the outlook was that 
things will get rougher before mid- 
year. 

Meanwhile, car makers drop- 
ped further off the pace needed 
to build up to allowable produc- 
tion levels on a unit basis in the 





Output | 
Quota 


first quarter of the current year. 
U. S. plants last week built 73,575 
cars and 23,727 trucks for a total of 
97,302 vehicles. The previous week’s 
build was made up of 72,480 cars 
and 24,605 trucks—a total of 97,085 
units, according to AUTOMoTIvE News’ 
revised tabulations. 
* * * 
T= past week’s car production 
effort represented a slight im- 
(Continued on Page 42, Col. 2) 





DeSoto Introduces V-8 Models with 160 Horsepower— 


Fire Dome is the title of the new eight-cylinder engine on DeSoto cars, which will go on display with such equipment at 
DeSoto-Plymouth dealerships this week. Accompanying the V-8 DeSotos will be an array of extra equipment, including power 
steering, a new torque-converter transmission, power brakes and electric window lifts. Note the new air scoop combined with 
the hood ornament to bring in fresh air over the engine. Above is a four-door sedan model. Story on page 16. 
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DETROIT 








and a roof of 930,000 for the sec- 

ond quarter, it was learned that 

the makers will get some addi- 
tional copper and more alumi- 
num. 

The extra material would bring 
the top limit of 930,000 cars closer 
to realization. 

This information was backed up 
by an atmosphere of optimism in 
the Motor Vehicles Department of 
NPA. 

* + * 
OURCES there indicated it was 
just possible that DPA’s require- 
ments committee could scrape up 
some additional material for the 
auto makers. 

However, from another source 
AvuTOMOTIVE News learned that the 
granting of the additional mate- 
rials was almost a dead certainty. 

Earlier in the week officials 
of DPA and NPA had conferred 
on the Detroit unemployment sit- 
uation and the reduced auto out- 
put which auto makers have said 
threatens to throw a large seg- 
ment of the economy out of kilter. 

Auto makers had told a govern- 
ment task force a week earlier that 
the only thing that would prevent 
additional unemployment in the 
auto industry was a go-ahead to 
build additional cars. 

New defense orders, they said, 

(Continued on Page 41, Col, 2) 


OPS Is Pressing 
Dealer Probes 
Under CPR 83 


EW-CAR dealers were bracing 

last week for national and local 
compliance investigations by OPS 
enforcers. 

Nationally, OPS Enforcement 
Chief Edward P. Morgan reported 
a “substantial” number of Form 98 
delinquents among new-car dealers. 
He said he was considering a com- 
pliance survey, with a view to- 
wards seeking Federal Court in- 
junctions against non-filers of the 
report on preparation and condi- 
tioning charges. 

Minnesota, North Carolina, Ohio 
and Virginia produced reports of 
inquiries by local OPS district 
offices. 

*” ” * 


N THE Gopher state, General 

Manager Leo B. Faricy of the 
Minnesota Automobile Dealers Assn. 
warned of OPS plans to check all 
dealers on new-car sales made be- 
tween March 3 and Oct. 15, 1951. 
Faricy said the agency had in- 
vestigated some Minnesota dealers 
and reported uncovering ceiling- 
price violations on charges made 
for installing accessories and pro- 
viding new-car preparation services 
not requested in writing by pur- 
chasers. 

The period in question, Faricy 
noted, was that during which Sup- 

(Continued on Page 44, Col. 3) 








Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 


108,451 


I 


1951 
Week 


97,302 97,085 


ia 


Last 
Week 





Prev. 
Week 

For complete production totals 
by makes, see table, page 42. 
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Omen of Things to Come in Auto Industry? 





Steel Balks at Annual Wage 


‘i= first CIO blueprint of a pro- 
posed guaranteed annual-wage 
program received a stormy recep- 
tion last week from industry repre- 
sentatives. 

In a likely omen of things to 
come in the automotive and other 
heavy industries, President Ben- 
jamin Fairless of U. S. Steel de- 
nounced an annual-wage demand 
by the CIO United Steelworkers. 

Fairless and other steel execu- 

tives challenged CIO estimates that 
the plan would cost steel mills 6% 
to 7 cents an hour per worker. One 
mill official dismissed the demand 
as an invitation to a “loafer’s para- 
dise.” 
s J > 
yee by five-year contracts, 
the UAW-CIO has shelved pres- 
entation of guaranteed wage pro- 
posals until 1955. But President 
Walter P. Reuther has served no- 
tice that they will be the first 
order of business when present 
automotive agreements expire. 
Since working periods in the long 
run are less steady in autos than 
in steel, Reuther can be expected to 
promote an annual-wage scheme 
with much more vigor than the 
United Steelworkers has shown to 
date. 

The steel union is not anticipat- 
ing an annual-wage windfall in 
its current economic dispute with 
the The annual - wage 
scheme was outlined on the final 
day of the USW’s presentation 


Bill by Maybank 
Includes Capehart, 
Herlong Measures 


WASHINGTON. — Beating the 
White House to the punch, so to 
speak, Sen. Burnet Maybank, 
South Carolina Democrat and 
chairman of the Senate Banking 
and Currency committee, last week 
introduced legislation to extend the 
Defense Production Act for one 
year beyond its expiration date, 
June 30, 1952. 

Both the Capehart and the Her- 
long amendments are_ included, 
despite President Truman’s oppo- 
sition to them. Dropped from the 
act, however, are restrictions on 
imports of fats, oils and dairy 
products, 

The Maybank bill continues pro- 
visions of the present law for 
price, credit and rent controls, 
material allocations and operation 
of a Small Defense Plant Adminis- 
tration. 

While an Administration draft 
of an extension bill was momen- 
tarily expected on Capitol Hill, 
Sen. Maybank said he had offered 
his measure early “so that there 
will be no excuse for Congress not 
to‘act in plenty of time.” 

President Truman was expected 
to ask for a two-year extension 
and to demand elimination of “that 
terrible” Capehart amendment and 
the likewise distasteful (to him) 
Herlong provision, giving retail 
dealers their customer sales profit 
mark-up. 








before a WSB panel hearing the 
issues in the wage controversy. 

Actually, Philip Murray’s steel 
union threw in the annual-wage 
proposal as “groundwork” for a 
more intensive drive later, possibly 
when the UAW is ready to go after 
pay guarantees. 

The steel union proposed that 


benefits under a guaranteed wage | 


system be limited to persons laid 
off or “terminated” because of cur- 
tailment of work. Benefits would be 
payable for no longer than 52 con- 
secutive weeks in any spell of un- 
employment, and the plan would 
try to bridge the gap between any 
state unemployment benefit and the 
overall benefit. 
+ + * 

phar gpa could not get benefits, 

and employes could retain their 
eligibility only if they were avail- 
able for work and kept a live appli- 





Auto Makers List 
Headquarters at 


Chicago Show 


CHICAGO.—Following is a list of 
headquarter rooms various auto 
manufacturers have designated 
for the Chicago auto show this 
week. All quarters will be open 
daily throughout the _ exposition 
Feb. 16-24. 

Buick—At exhibit. 

CapitLac—Palmer House. 

CHEvROLET—Stock Yards inn, sec- 
ond floor. 

CuHRYSLER—At exhibit. 

DeSoto—Stock Yards inn. 

Dopce—At exhibit. 

Forp—Stock Yards inn. 

Hvupson—Stock Yards inn, room 
408. 

Kaiser-FRrazer—Palmer House. 

NasH—At exhibit. 

O.psMosBiILE—Drake hotel. 

Packarp—Stock Yards inn. 

PiyMouTH—At exhibit. 

Pontiac—Drake hotel. 

StTupEBAKER—At exhibit. 

Wittys-OverLaNnp—Blackstone 
hotel. 





cg * * 


©& 


cation at the local employment of- 
| fice. 

Fairless and Joseph L. Block, In- 
land Steel executive president, con- 
tended that the steel industry could 
not grant union demands for a 15- 
|eent hourly pay raise without in- 





| creasing prices. 

Fairless warned that accession 
to the full USW demand for pay 
adjustments would deprive the 
government of $11,000,000 in tax 
revenues from industry in gen- 
eral. 

Block denied Murray’s charge 
that steel profits were “exhorbi- 
tant.” Rather, Block said, they are 
really “inadequate.” 
| + . * 
| OTHER labor developments, an 

agreement at the last minute on 
production standards averted a 
threatened strike at nine Briggs 
Mfg. plants. But wildcat strikes 
halted production Thursday at the 
Dodge Truck- Detroit and Har- 
vester - Louisville plants. 

Continuing negotiations Thurs- 
day drove toward an agreement in 
the trucking strike that paralyzed 
over-the-road hauling in 22 South- 


Contracts were renewed amicably 
in the Midwest and Eastern regions 
before the Feb. 1 strike deadline. 

The Michigan regional WSB 
was named to process and decide 
all wage adjustment petitions in- 
volving nine major automobile 
and auto parts companies head- 
quartered in Michigan. 

The companies involved are Gen- 
eral Motors, Ford, Chrysler, Nash, 
Hudson, Kaiser-Frazer, Packard, 
Briggs and Murray Corp. 

The UAW Thursday revealed the 
ouster of T. A. Johnstone as GM 
department director. The post will 
be filled by UAW Vice-President 
John W. Livingston. 

—Mac Gorpon 





Want a Future? 


PROVIDENCE, R. I.— Upon 
attaining a record of 48 years 
of driving with a perfect safety 
record, 70-year-old Andrew B. 
Blackinton here passed out this 
advice on what to look for on 
the road: “Always expect the 
unexpected.” 











eastern and Southwestern states. | 


| 


| 


| 


| 
| 


own product. 





|Germans Short of Copper, Too— 


Copper is apparently a thorn in the side of German producers, too, since it is re- 
ported that the radiator core of this 134-ton truck from the German Opel unit of Gen- 
eral Motors is composed of steel tubes. It is an advanced model of the former 1'/-ton 
job. Prices start with the pickup model, which costs about $1,900. The wheelbase has 
been extended to 3,300 mm. Also new are telescopic shock absorbers, which are Opel’s 





Laid to Trust 


NEW YORK.—Sales officials of 
the Chrysler Corp. divisions ex- 
plained to dealers last week that 
exclusive-territory rights were elim- 
inated from their selling agree- 
ments because of government anti- 
trust rulings. 

This change and others in the 
new selling agreements had led 
to widespread dealer protests. 

In an attempt to clear up the 
matter, A. vanderZee, sales vice- 

president of Chrysler Corp.; J. B. 
Wagstaff, vice-president in charge 
of DeSoto sales, and R. C. Somer- 
ville, Plymouth general sales man- 
ager, met with a group of eight 
dealers from each of the Chrysler 
divisions during the NADA con- 
vention. 
| One of the dealers present 
brought out the point that a good 
deal of the unrest that resulted 
could have been avoided had the 
sales staff taken the time to ex- 
plain to the dealers why the 
changes were made. 

Earlier, a group of 66 Dodge 
|dealers from Virginia and North 
jand South Carolina had adopted a 
| resolution requesting the new Dodge 
| dealer council and factory officials 








Chicago Show Shoots for Half a Million 


CHICAGO.—The eyes of the mo- 
tor industry, the Chicago area and 
Midwest public are focused upon 
America’s largest and most spectac- 
ular 1952 automobile show, the 44th 
Chicago annual, upon which the 
curtain will rise Saturday (Feb. 16) 
at the International Amphitheater. 

The glamorous exhibits, augment- 
ed by “Motor Modes of 1952,” the 
central arena revue, will continue 
for nine days through Sunday, 
Feb. 24. 

Manufacturers have scheduled 
more get-togethers than in many 
years, starting Friday, the day 
of the evening preview which will 
draw 20,000 dealers, manufactur- 
ers and other guests. 


Three affairs are set for Friday, 
* = 7 





4 
4 








te. 


Preview of Chicago Auto Show Stage— 


e 


In reality, this picture of the model prepared by Becker Bros. Studios, creators and 
builders of the 44th annual Chicago auto show, will be a stage, 150 feet wide and 75 
feet high. It will contain a 60 by 50-foot terrace, a cluster of lighted columns 6 feet 
in diameter and 60 feet high, a set of 10 by 22 foot movable mirrors and a turntable 





on which each of the 19 p 


cars pr 


ted will revolve between episodes of 


the revue, ‘“Motor Modes of 1952." The show will hold the spotlight Feb. 16-24 at the 
International amphitheater under sponsorship of the Chicago Automobile Trade: Assn. 


including a General Motors lunch- 
eon, a tour of Chrysler Corp.’s “New 
Worlds in Engineering” at the 


tail party and dinner, and a cock- 
tail party and dinner given by Hud- 
son at the Saddle and Sirloin club. 

On Saturday, the opening day of 
the show, Ford Motor Co. will hold 
a luncheon at the Saddle and Sir- 
loin club. 

Monday’s functions will be an 
Oldsmobile breakfast and a Stude- 
baker dinner; Tuesday’s, a Cadillac 
luncheon and a Pontiac dinner, and 

Wednesday’s, a Willys - Overland 
dinner. 

The Amphitheater will be a bee- 
hive of activity throughout this 
week, with installation of the 
stage, decorations and other ef- 
fects by Becker Brothers Studios, 
Chicago, and final pre-show re- 
hearsals under direction of Doro- 
thy Hild, who has been assigned 
this role by Barnes-Carruthers 
Theatrical Enterprise, Inc., Chi- 
cago, producer of the 55-minute 
stage revue. 

Frank H. Yarnall, chairman of 
the executive show committee, said 

the attendance goal has been set 
at a half million visitors, as com- 
pared with last year’s total of 
457,000. 

James F. Goodwin, president of 
the Chicago Automobile Trade 
Assn., which has sponsored the 
show since 1935, pointed out that 
predominance of this exposition is 
due to four major factors, which he 
listed as completeness of lines ex- 
hibited; record-breaking attend- 
ance; special displays, in the crea- 
tion of which the factories have 
gone “all out,” and the type of 
showmanship as _ revealed 
central arena stage revue. 

Edward L. Cleary, show manager 
and general manager of CATA, an- 
nounced the series of special days 
during the show, as follows: 





Saturday, opening day; Sunday, 


show, followed by a Chrysler cock- | 


in the| 


Midwest states day; Monday, mo- 
tor truck and North Side day; 
Tuesday, old timers day; Wednes- 
day, manufacturers day; Thurs- 
day, engineers and South Side 
day; Friday, Washington’s birth- 
day, West Side and Northwest 
Side day; Saturday (Feb. 23), 
safety day, and Sunday (Feb. 24.), 
closing day. 

One advantage from a crowd 
| drawing standpoint also named by 
| the show committee is that it will 
have the benefit of virtually five 
| holidays—two weekends and Wash- 
| ington’s birthday. 

The 152,000 square feet of exhibit 
space will be given over to lines of 
19 makes of cars, nine of trucks 
and 42 accessory, engineering, parts, 





equipment and educational dis- 
plays. 
Features of the automobiles, 


which will be spotlighted in a dark- 
ened arena, will be told in 50 words 
by an off-stage voice. 








A Ford Made in Texas?— 


The 1952 Maid of Cotton, Pat Mullarkey 
of Dallas, Tex., smiles as she receives the 
keys to a new Ford from A. E. Klem- 
medson, Memphis district sales manager. 











Chrysler Pact Changes 


Rulings 


to hold a conference to consider 
amending the selling agreement. 

However, while the changes in 
the agreement dominated the in- 
formal discussions of the dealers 
attending the Dodge conference in 
Detroit a week ago, it is understood 
that the matter did not come up 
formally before the representative 
body. 

It was said that this was due to 
the fact that the agenda for the 
meeting had been made up in No- 
vember. 





Kentucky Tries 
Again to Enact 
Car Title Law 


FRANKFORT, Ky.—A proposal 
to establish an auto title law in 
Kentucky has been introduced in 
the general assembly by Sen. Paul 
J. Stapleton. It will be the third 
time the state will attempt to pass 
such measure. 


In introducing the bill, Stapleton 
recalled a recent statement by 
William J. Davis, manager of the 
National Automobile Theft Bureau, 
who said that Kentucky is a per- 
fect “dumping ground” for stolen 
automobiles because it does not 
have the title law, while other 
states around it do. 

Under the law, county clerks 
would issue title certificates in 
quadruplicate, with blue colored 
ones for new cars and brown for 
used cars, 

While certificates for new cars 
would be numbered, those for used 
cars would be unnumbered, and the 
original number would follow the 
car until it ceased to exist. 

Any liens on the auto would be 
indorsed on the reverse side by the 
clerk, and no duplicates would be 
issued and the clerk would be the 
only authorized person to issue a 
duplicate, unless officially trans- 
ferred to another clerk. Ownership 
of a car also would be verified by 
state police. 

Persons attempting to obtain a 
title by false pretense would be 
liable to a fine of from $500 to 
$5,000 or jailed for one year, or 
both, under the law. 

According to Stapleton, the bill 
would curb auto thefts, stabilize the 
markets for legitimate motor ve- 
hicles, parts and accessories, pro- 
tect auto financing firms and sim- 
plify the recovery of stolen autos. 





Fisher Contract Off; 
Bigger Job in Works 

WASHINGTON.—NPA can- 
celled last week a $69,000,000 
contract for Fisher Body to 
build turret lathes on subcon- 
tract from Bullard Machine Co. 

However, DPA officials invited 
Fisher representatives to come 
to Washington Feb. 13 to dis- 
cuss an even bigger defense con- 
tract for the facilities Fisher 
had prepared for the machine- 
tool job. 

















AUTOMOTIVE NEWS, FEBRUARY 


11, 1952_ 












4 





\ 


“Srealers tell me 


By John O. Munn 





it was one of the most successful| largest and most important mer- 


ever held. The dealers who did not | 


attend can form their judgment of 
the quality of the convention by 
reviewing the recent issues of 
AUTOMOTIVE News. We have at- 
tempted to bring you the “conven- 
tion in print.” 

This conductor has _ attended 
every NADA convention each year 
starting in 1917, with the exception 
of the first one held in San Fran- 
cisco, The first conventions were 
held in Chicago as a part of the 
Chicago Automobile Show. The as- 
sociation headquarters were located 
either in the LaSalle or Congress 
hotels. 

These early meetings were at- 
tended mostly by distributors and a 
few dealers located around metro- 
politan Chicago. In the early meet- 
ings the attendance ran from 60 to 
200. The sessions lasted one day 
and wound up with a banquet. 

The banquet was always a part 
of the proceedings until the final 
one at the convention in Detroit 
in 1936 in which more than 1,600 
dealers were seated at tables in 
the Masonic Temple and were 
addressed by Donald R. Richberg. 

There is a great similarity of 
projects before the association each 
year of its entire history. It was 
formed by a few distributors who 
went to Washington in 1917 and 
attempted to defeat proposed in- 
creases in excise taxes. They were 
successful in reducing the recom- 
mended amount. 

Each year much of the conven- 
tion discussion is on the profitable 
merchandising of used cars as well 
as appointment of committees to 
negotiate better contracts with the 


factory. 


* ® * 


Volume Roster Came Later 


| ge THE early years the associa- 
tion leadership was exercised al- 
most entirely by distributors. In 
fact, it wasn’t until the depression 
years, in the early ’30s, that the 
policies were influenced almost ex- 
clusively by retail dealers. In the 
early years, due to the cost of 
obtaining membership, solicitation 
was limited to distributors. 

In fact, the membership cam- 
paign slogan for one year was “One 
in a Thousand,” sort of a Rice 
Leaders of the World affair. It was 
soon recognized, however, that for 
the association to exert any influ- 
ence, numbers were necessary, but 
it wasn’t until the OPA days that 
the membership became represen- 
tative. Then more than 33,000 deal- 
ers joined. 

The association has since be- 
come recognized as one of the 
strongest trade groups of the na- 
tion. It now represents, as Sax 
Lloyd, the new president, recently 
put it, “The last stronghold of 
independent merchants remaining 
on Main Street.” 

We must bear in mind that auto- 
mobile dealers handle a _ greater 
volume of business than any other 
merchant, save food merchants. 
Now that such a large share of the 
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chant remaining on the main 
streets of America. 

American economy is based upon 
the great middle class, and the im- 
portance of the dealer is_ fast 
becoming recognized as the largest 
single contributor of strength and 
influence in our local, state, and 
national economy. 

It is a far cry from conventions 
of the early years to the smooth, 
well-rounded affairs of the present 
—a convention that is so big that 
only a few towns in America can 
entertain it—a convention that for 


the last five years has included an r 


outstanding equipment exhibit—an 
affair so large that the program 
has been divided into clinics so that 
dealers can get direct information 
on the subjects in which they are 


most interested. 
* + * 


Policies Are Stabilized 


THINK the association is fortun- 

ate indeed to have such an 
expert as Ray Chamberlain as show 
manager. Chamberlain knows deal- 
ers, their wants, their needs, their 
expectations. He knows how to 
work with committees. His recom- 
mendation of speakers and enter- 
tainment is based upon a vast fund 
of experience. His advice gives con- 
tinuity to the programs. His efforts 
assure a well-rounded, smooth 
working convention. 

NADA policies have become sta- 
bilized. The administration is en- 
tirely democratic because it is 
sponsored by directors elected by 
each of 54 sections in which the 
country has been divided. That 
NADA is progressive was indicated 
this year by the fact that there 
were 11 new directors placed on the 
board as compared with but five 
who were elected last year. 

Conventions are valuable to 
dealers for the information and 
inspiration they get from the ses- 
sions. They are valuable in that 
they give a dealer an opportunity 
to look at his operation from the 
long-range viewpoint. It presents 
an opportunity, too, to have his 
staff grow and develop by run- 
ning his business while he is 
absent. 

But even more important is the 
fact that at a convention he re- 
news acquaintance with old friends 
and makes a lot of new ones. The 
opportunity to talk over problems 
with other dealers is exceedingly 


beneficial. 
* 


* 

Off Balance at Times 
| conductor enjoys a conven- 

tion most by meeting and talk- 
ing with practical operators located 
throughout the land. It is thrilling 
and inspiring to meet friends you 
haven't seen for many years. 

It cornes to mind right now that 
during the recent New York meet- 
ing I ran onto such old-timers as 
J. Leo Johnson, of Montpelier, Vt.; 
J. A. Thackston, of Huntington, W. 
Va., and Earl Hunt, of Beeville, 
Tex. - 

I was glad to meet for the first 
time such new leaders as Don Suhr, 
of Great Falls, Mont.; Carl Ander- 
son, of Devils Lake, N. D.; Fred 
Boston, of Enid, Okla., and R. E. 
McCoy, of Carroll, Ia. 

I said NADA had been stabilized. 
That is a good quality. I am sure 
that the directors will be progres- 
sive and will change plans to meet 
present conditions. 

It is frequently said that we 
must not be thrown off balance. 
I point out that the only progress 
a human ever made was by the 
very act of being thrown off bal- 
ance. We can’t make one for- 
ward step unless we throw our 
own weight off balance tempor- 
arily until the new step is firmly 
on the ground. 

No association, therefore, can 
progress without occasionally get- 
ting off balance. Directors were 
elected to represent dealers. They 
must make commitments. 

They were elected to take leader- 
ship and they must accept this 

(See JOHN MUNN, Page 42, Col. 3) 


OST dealers who attended the | food distribution is in the hands of | 
- New York convention felt that chains, the automobile dealer is the | 








Edmonton Dealer Fined 
On 4 Credit Charges 

EDMONTON, Alta.—R. Robert 
Guy, car dealer here, has been 
fined $400 and costs in police 
court after pleading guilty to 
four charges of failing to require 
a down payment of 50 percent 
in car sales. 

Officials explained these four 
charges were the first prosecu- 
tions in Alberta under recent 
changes in federal credit regu- 
lations. 





; 
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To Go to Congress... 





All-Out Battle Opened 
To Repeal Reg. W 





ASHINGTON. — Adoption of a 
“fight - to - the - finish” 


stalment credit was announced here 
last week by the National Founda- 
tion for Consumer Credit. 

“The NFCC will seek outright 
repeal of Regulation W at this 








Pittsburgh Show Draws Near— 


Pittsburgh Automobile Dealers Assn. board recently met to map plans for annual 
show at Hunt armory March 8-15. Last show attracted over 100,000. Standing (left to 
right): Ed Connell, Bill Reithmiller, Alex McClinchie, John Coen. Seated (left to right): 
PADA president Jack Lawlor, Charlie Tyson, Fred Haller, Ed McKean jr., Herb Berner, 
Ken Thompson and Bob Gunn. Space was completely sold out with all manufacturers 
represented, within hours after announcement, it is reported. 


policy | 
against government controls of in-| 





Reg. W Misused by Gyps 


Akron BBB Exposes Sharp Practices; 
Reputable Dealers Hurt 


AKRON. — While most new and 
used-car dealers have a clean slate, 
there are a few who are using 
tricks to evade Regulation W and 
“reap a bumper crop of suckers,” 
it has been disclosed by the Better 
Business Bureau here. 

The bureau devoted an entire is- 
sue of its official publication, 
Facts, to show how the “sharpie” 
dealers operated following an un- 
precedented number of complaints 
from automobile buyers. 


In each case, the buyers charged 
they had been lulled into paying 
higher prices than originally bar- 
gained for with a dealer. 

“Some practices of a few Akron 
dealers already have forced a 
regulatory group to give special 
attention to the whole auto in- 
dustry in the city,” the bureau 
said. 

Cases cited were those where a 
buyer offered his old car as a 
tradein on another, but didn’t have 
the difference to meet the whole 
down payment. This is when the 
gyp dealer pulls the sleight-of-hand 
in an attempt to really cash in, the 
bureau said. 

Here’s how the sharp operator 
deals, using what the Federal Re- 


McWhirter Heads 


Wenatchee Assn. 


WENATCHEE, Wash.—Don Mc- 
Whirter, Chrysler-Plymouth deal- 
er, has been elected president of 
the Central Washington Automo- 
bile Dealers Assn. 

New vice-president of the dealer 
group is Joseph Welty jr. (Ford), 
and secretary-treasurer is B. L. 
Childress (Oldsmobile). Don Mil- 
ler (Chevrolet) was elected as the 
association’s representative on the 
Washington State Automobile Deal- 
ers Assn.’s board of directors. 








Buffalo Dealer Awarded 


$10,380 Tax Rebate 


BUFFALO. — Justice Motor 
Corp. has received $10,380.89 
from the Internal Revenue Bu- 
reau for overpayment of excess 
profits taxes in 1942, according 
to a judgment filed in Federal 
Court. 

The automobile dealer brought 
action against the revenue bu- 
reau to recover the alleged over- 
payment and won the judgment 
last July 24 before Federal 
Judge John Knight. The judg- 
ment included interest that had 
accrued since the date of the 
overpayment, Oct. 20, 1942. 








serve Bank calls a “double push- 
up,” BBB stated: 


“Suppose the old car is worth 
$50 at the most and the buyer 
doesn’t have the cash to make up 
the down payment on a car 
marked $1,000. The dealer says 
the buyer’s car is worth maybe 
$100 as scrap, but that he’ll give 
him $150. The buyer will need a 
couple of hundred more to make 
the third down under Regula- 
tion W. 

“If the prospective buyer is still 
hesitant, the dealer starts some 
more figuring and finally offers 
$500, saying he can afford to sell a 
few cars at a loss ‘since it’s the 
end of the month and we’ve made 
our profit.’ He tells the buyer he 
can pay off the balance at a few 
dollars a month.” 


Later, BBB states, a finance 
company sends the buyer a thick 
packet of papers and the buyer 
finds himself with a $60 or $70 pay- 
ment due on the car he bought. The 
price of the car that the dealer sold 
was pushed up to $1,500 and not 


$1,000 or $1,100 as the buyer 
thought. 
“The dealer, who gave the 


buyer $500 on the tradein car to 
meet the down payment, says he 
had to raise the price of his car 
to $1,500, pointing out that it was 

still under ceiling price,” BBB 
explained. 

Said the bureau further in its 
publication: “We think it may be 
partly that customers are lulled 
into a false feeling of security by 
all of the widely publicized govern- 


mental controls and _ regulations 
which are supposed to _ protect 
them, 


“Most used cars sell for many 
dollars under the ceilings, but buy- 
ers get careless, thinking that 
under the cover of the ceiling, they 
can’t be overcharged.” 


“The value of the used car is 
still based on its condition, not 
on the price set by government 
edicts,” BBB pointed out. 

“If a salesman offers an allow- 
ance on the tradein car to make 
up for the lack of down payment, 
somewhere along the line he will 
boost the price of the car so that 
he loses nothing,” BBB declared. 

The bureau pointed to the Fed- 
eral Trade Commission rules on 
auto financing, which compel 
dealers to give the buyer a com- 
plete breakdown of all the 
charges in financing the car be- 


| fore the sale is finally made. 


Some dealers, BBB stated, claim 
that their used-car business is not 
in interstate commerce so the rules 
do not apply. 


| session of Congress,” John M. Ot- 
ter, president of the organization, 
stated, 

(Meanwhile, on a more limited 
| scale, NADA was also preparing to 
|take issue with the Federal install- 
ment credit restrictions.) 

The NFCC, he explained, is a 
non-profit research organization of 
manufacturers, retailers, bankers, 
distributors and lending agencies, 
“engaged in educating the public 
in the intelligent use of instalment 
credit.” 

Among the 36 NFCC trustees who 
participated in the policy state- 
ment, Otter said, were: 

Robert A. Seidel, vice-president 
of Radio Corp. of America; C. R. 
Lincoln, treasurer of Simmons Co.: 
C. S. LaRue, vice-president of Ster- 
chi Bros. Stores; M. I. Behrens jr., 
executive vice-president of Ludwig 
Baumann; J. Hudson Huffard, fur- 
niture, Bluefield, Va.; Paul Tilles, 
vice-president, Michaels Bros., 
Brooklyn; Nathan S. Sachs, presi- 
dent of Sachs Stores, New York, 
and I. B. Brodie, chairman of Re- 
liable Stores Corp., Baltimore. 

+ * * 


AID Otter: “It is obvious that 
the President’s economic advis- 
ors have given him a vastly errone- 
ous picture of the present economic 


]| situation on consumer credit, and 


politically they have given him 
wrong advice as to the American's 
attitude about his right to choose 
what he considers necessary or un- 
necessary to him. 

“The President asks power to 
stop the people from buying wooden 
furniture, wool and rayon rugs and 
carpets and necessary bedding, all 
articles produced without scarce 
materials. 

“The foundation’s determination 
to fight continuance of this free- 
dom-killing power over the Amer- 
ican people is based on _ the 
economic truth that there is no 
shortage of such things as radios, 
televisions, refrigerators, washing 
machines and vacuum cleaners, 
even though they do contain a 
negligible percentage of our sup- 
ply of comparatively scarce ma- 
terials. 

“The warehouses of manufactur- 
ers and retailers are adequately 
supplied with these articles, already 
produced but unsold, and current 
production is tremendous. The 
President’s advisors are deliberate- 
ly hiding the real production pic- 
ure. 


* * x 


“NJOW, for the first time,” Otter 

concluded, “the President’s eco- 
nomic advisors admit that there is 
nothing to the old inflation argu- 
ment in this picture, dropping that 
argument for another’ equally 
phony. 

“Their latest contention is that 
Regulation W is needed to ‘re- 
duce borrowing and spending for 
some of the less necessary kinds 
of goods,’ saying in effect that 
furniture, television sets, automo- 
biles and radios are less neces- 
sary than a trip to the mountains 
or Florida. 

“The foundation does not believe 
that the determination of what is 
necessary and what is unnecessary 
spending should lie in the hands 
of a few economic soothsayers 
around the President, nor that the 
power to curb these choices should 
rest with the Federal Reserve sys- 
tem, particularly when there is no 
foreseeable shortage of these prod- 
ucts. 


Streetman Named Aide 
In Alabama Assn. 


MONTGOMERY, Ala. — Harold 
Streetman, formerly with Commer- 
cial Credit Corp. here, has become 
assistant to Ex- 
ecutive Vice-Pres- 
ident Frank R. 
Broadway, of the 
Automobile Deal- 
ers Assn. of Ala- 
bama. 

Association 
President W. M. 
Turner, who an- 
nounced the ap- 
pointment, said 
Streetman will be 
engaged in vari- 





Harold Streetman 
ous phases of the ADAA work. 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 

4 ™ the dealers on every used vehicle accepted in partial payment for a new 
A A car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
L governments applied to the building and maintenance of highways. § 4. The 
' . elimination of government and bureaucratic controls over this industry. 
2 15. A return to the precepts of independence and the rewards of applied 
R energy and ability, which made America and gave more of her citizens 


NEWS more of the better things of life than anywhere else in the world. 


McKay Deserves Pat on Back 
From All Dealers 


We THINK R. D. McKay deserves a hearty pat on the 
back from all auto dealers as he retires from the presi- 
dency of NADA. 

Under his administration, NADA made notable progress. 
We'll mention that later, but first we’d like to pay our re- 
spects to him as a man. We 
liked his friendliness, his 
forthright manner, his cour- 
age and his insistence on 
keeping the channels of infor- 
mation open. 

To mention but one in- 
stance: A less courageous 
man might have tried to keep 
secret the results of the opin- 
ion survey on dealers. Under 
McKay, NADA stepped up to 
the challenge, released the re- 
sults of the survey and chart- 
ed a program to set matters 
right. 

Anyone who knows the 
facts of that case cannot but 
help thinking better of all 
R. D. McKay dealers, for we all admire 

men of courage and honesty. 

Of course, NADA did not do all the things all dealers 
wanted it to during the past year. No association can. 

But it did push through the Herlong amendment to pro- 
tect dealer discounts. It ob- 
tained relaxation of Regula- 
tion W. Granted, of course, 
that further relaxation is 
needed now, and the West 
Coast has a special problem 
which requires special atten- 
tion. 

NADA also carried on an 
excellent campaign to estab- 
lish the automobile as essen- 
tial, and helped prevent an 
even greater increase in ex- 
cise taxes than was imposed. 

There are plenty of prob- 
lems left. J. Saxton Lloyd as 
new president takes over in a 
year that promises to be a 
crucial one for auto dealers. 

We wish him well. He ap- 
pears to be getting off to a 
good start. The vigorous campaign for dealers that he 
pledged will be needed. 








J. Saxton Lloyd 














Auto 
Forum 


Romantic Latins 

Speaking in opposition to a 
plan to recruit Italians to work 
in Britain’s undermanned coal 
mines, Victor Raines, M. P., said 
British miners are opposed to 
the idea because Latins have too 
much sex appeal. 

* * * 


“We (the Senate) have the 
power to do any damn fool 
thing we want, and we always 
seem to do it.”—Senator Fut- 
BRIGHT, Arkansas Democrat. 

+ * a 
‘Bafflegabb’ 

OPS Boss Michael DiSalle 
gave an award to Milton A. 
Smith, who originated the 
word “bafflegabb” to describe 
government jargon. Smith’s 
definition of “bafflegabb” is: 

“Multiloquence character- 
ized by consummate interfu- 
sion of circumlocution or 
periphrasis, inscrutability, in- 
cognizability and other famil- 
iar manifestations of abstruse 
expatriation commonly u til- 
ized for promulgations imple- 
menting procrustean  deter- 
minations by governmental 
bodies.” 


* = * 


Another Entry 


“We'll give them a hell of a 
race in 1952, The Progressive 
Party is terribly concerned over 
corruption in government.”— 
—C. B. Baldwin, national secre- 
tary of the Progressive Party. 

* . * 


Git Up, Dobbin! 


“In horse and buggy days, 
New Yorkers traveled 11.5 
miles an hour. In their mod- 
ern autos they go only six 
miles an hour.”—E. E. Kearns, 
addressing the American In- 
stitute of Electrical Engi- 


neers. 
* * bl 


Ghost Story 


“Most of the great speeches 
we hear are written in whole 
or in part by someone back- 
stage. It is time we recognized 
the fact and offered suitable 
training in the art of writing 
speeches.”—Dr. Walter P. 
Bowman of the American uni- 
versity, in announcing his 
school would offer a course in 
“ghost” writing. 

o x x 


Unhappy 

“I am not happy to be here, 
because I believe in collective 
bargaining. I believe that col- 
lective bargaining is, in the long 
run, the process by which work- 
ers can best secure the wages 
and working conditions which 
they need.”—CIO President 
Philip Murray, appearing before 
WSSB in the steel wage hearings. 


x x * 


“The greatest breeding point 
for Communism is in the pit 
of an empty stomach.”—Curry 
W. Sroup, sales manager of 
Harry Ferguson, Inc. 

« * * 


Unwelcome Adulation 


Russian Foreign Minister An- 
drei Vishinsky recently called 
American Ambassador-at-large 
Philip C. Jessup “a most ardent 
defender of the American way 
of life.” 


Congress urged that President 
Truman recall Jessup from his 
United Nations post immedi- 
ately, “because his usefulness is 
over.” 
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‘Ode to a Sad 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 
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Unhappy Heap 

At our last monthly meeting one 
of our members read the enclosed 
poem, that was composed for him 
by a disgruntled customer. 

All of the attending members got 
quite a laugh out of it, and we 
thought perhaps that other dealers 
may enjoy it too. 

We have substituted the word 
Sad Hack for the brand name of 
the car mentioned in the poem.— 
E. R. Parkinson, president, Mt. 
Carmel Automobile Dealers Assn., 
Mt. Carmel, Iil. 

Eprror’s Note: Below is_ the 
story of the unhappy heap: 
- a 


A man bought a Sad Hack, 
He drove around a square and 
brought it back. 
It had no music in the radio, 
The thing was broke to tell how 
fast to go. 
He drove to the station to get a 
map, 
There he found he had no gas cap. 
In this car there was no heat, 
Icicles would freeze in either seat. 
He took it back to the Sad Hack 
joint, 
There they put on some ignition 
points. 














10 Years Ago... 





The Big Story 


Retail ceiling prices have been set on the sale of new cars by 
Leon Henderson, head of OPA. The limits were set at 5 percent, or 
$75, above factory list prices. Dealers may add 1 percent, or $15, for 
each month that the car is held in stock . . . Chrysler and General 
Motors were awarded additional contracts for the production of bomb- 
ers and airplane engines . .. Dealers and finance companies are rally- 
ing to fight the FRB’s proposed amendment to Regulation W—cutting 
the time limits to 15 months and requiring that one-half of the down 


payment be in cash. 


—From the files of Automotive News. 











I will not say what all was said, 
When he looked at the clock and 

it was dead. 

Another thing that did appear, 
It would not stay in high gear. 

Going up the road he had to 

cough, 
That was when the horn button 
fell off. 

In the back end is a roar, 
Sounding like a mad boar. 

Oh the gas that it does take, 
But it does have some real brakes. 

Now the reason I can plainly see, 
Why a man with a Sad Hack keeps 

a model T. 

This is a story I will admit, 

It may be exaggerated just a bit. 

If this story is not all bunk, 

It looks like he got a pile of junk. 
* x = 
Slips 

On page 16 of the Jan. 21 issue, 
under the title of “Exhibitors at 
NADA Show,” you have our prod- 
uct listed as “Lubricating Equip- 
ment.” 

This, as you know, is incorrect. 
Aro Sales & Service is the 
company that manufactures lubri- 
cating equipment.—J. H. Hamuin, 
vice-president, Aro Mfg. Co., Bos- 
ton. 

Epiror’s Note: Sorry. Aro Mfg. 
Co. makes replacement convert- 
ible automobile tops. 

. * a 

In Feb. 4 issue under Dealer Do- 
ings an item on us is not correct. 

This must have come from a local 
correspondent, as this was errone- 
ously run in a Baltimore paper 
also. Joe Kerr is new-car sales 
manager; Vernon Phelps, used-car 
manager; E. M. Norris, parts and 
service director; Joe Luers, parts 
manager; Frank Glenn, service 
manager, and C. B. Carpenter, office 
manager.—CHARLIE Ryan, presiden:®, 
Boulevard Motors (L-M), Balt’- 
more. 
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1 Expert help in solving your service problems with 


Availability of a well-balanced stock of precision- 
built Chevrolet parts for all models that 


% Help increase your customer’s satisfaction and 


4 Help raise your service efficiency 


Your Chevrolet dealer is ready, 





willing and able to give you all 
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During NADA Convention Week 


> 
=. “) 


Universal Underwriters Trustees Meet in New York— 


A record of continuing growth and expansion highlighted the semi-annual report of J. J. Lynn, president, to the Universal 
Underwriters committee of trustees at its meeting in New York during the NADA parley. Since its founding in 1922, 
company has returned a 30 percent dividend every year to auto dealer policyholders and dealer savings exceed $10,000,000, 
he stated. The committee includes four past NADA presidents. (Left to right, seated): A. B. Smith, A. B. Smith Chevrolet; 
land, Ore; James A. Davis, Davis-Child Motor, Hutchinson, Kans.; Lynn; L. S. Snow, chairman, Snow Brothers, Oak Park, 
Billy Hughson, William L. Hughson Co., San Francisco; W. B. Swaney, Swaney Motor, Ft. Dodge, Ia., and J. P. Kraemer. (Standing 
left to right): G. R. Fleming, Rudy Fick, Rudy Fick, Inc., Kansas City; Fred R. Beasley, Beasley-Matthews, Athens, O.; Chip Barwick, 


Chip Barwick Chevrolet, Memphis; Bill Froelich, Bill Froelich Motor Co., 


11, 1952 _ 
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Washington; G. S. Suppliger, J. P. Hollabaugh; Lester C. Thomas, Thomas-Hickerson Motor Co.. Denver. 
7 —_—— - & 


Ford to Construct 
Jet Engine Plant 
Near Detroit 


DETROIT.—A $50,000,000 final as- 
sembly and engine testing plant for 
production of the Navy’s J-40 jet 
engine, will be built at nearby 
Romulus, Mich., it was announced 
last week by Benson Ford, general 
manager of Lincoln-Mercury divi- 
sion. 

The new plant will be used in 
connection with the Lincoln-Mer- 
cury assembly plant now being 
built in Wayne, Mich., Ford said, 
which has been modified to provide 
space for the jet engine operations. 

The Navy has begun condemna- 
tion of 160 acres as a site for the 
new Romulus plant. Construction is 
scheduled to begin in March, with 
completion in the spring of 1953. 

According to Ford, the new plant 
will consist of a main building con- 
taining about 500,000 square feet of 
floor space, and a test building with 
18 engine test cells. The Romulus 
unit will be a Naval Industrial Re- 
serve plant, built under supervision 
of Ford, but owned by the Navy 
and operated by Lincoln-Mercury. 

It was estimated that the Wayne 
and Romulus plants, less than five 
miles apart, will employ approxi- 
mately 2,400 persons for jet engine 
production alone. Auto assembly op- 
erations will require an additional 
3,000 workers in Wayne. 





Flying Coupe 
National Roadster Show 


To See Aerocar 


OAKLAND, Calif.—The flying 
automobile, Aerocar, will be dem- 
onstrated at the third annual Na- 
tional Roadster Show here at the 
Oakland Exposition building Feb. 
19-24, it-was announced last week 
by Mary Slonaker, show manager. 

The coupe with wings, displayed 
by Moulton B. Taylor, Longview, 
Wash., will be here the weekend 
before the show, and will be dem- 
onstrated to the press and public. 

In the air, the flying auto is said 
to have a speed of 110 miles per 
hour, and a cruising speed of over 
100. It lands at 50 miles per hour, 
and fuel consumption at cruising 
speed is eight gallons per hour. 

On the ground, the speed of the 
car is 60 miles an hour. Included in 
the unit is a trailer, which carries 
the folded wings when not in use. 
Taylor claims the conversion for 
flying is no more difficult than 
changing a tire. 


NASCAR Sets July 4 Race 


DAYTONA BEACH, Fla. — The 
National Assn. for Stock Car Auto 
Racing (NASCAR) has sanctioned 
a modified championship race on 
July 4 for the international race- 
way at Darlington, S. C. Although 
distance of the race has not been 
set, a purse of $7,500.00 will be 
posted. This gives NASCAR three 
sanction dates so far this. year at 
the modern mile and a quarter 
banked asphalt track. 





good drivers’ 
drive safe cars 





Bullis; Richard Bullis, 
Hudkins, Burlingame, Calif., 


of western dealers gathered to talk things over. 
Nash dealer at Palo Alto and San Francisco, 





Safety Poster Shown at Parley— 


Standing before 24-sheet safety poster erected by General Outdoor Advertising at 
the NADA convention, in New York are (left to right): Walter M. Kiplinger, director of 
public relations, NADA; R. D. McKay, past president; William Frame, convention chair- 
man, and Ray Chamberlain, convention manager. 


Western Dealers at Nash Reception— 
At the Nash reception for dealers at the NADA convention in New York, this group 


From left to right is Mrs. 
Calif.; 


the 


Port- 
Hl.; 


Los Angeles; Stanley H. Horner, Stanley H. Horner, Inc., 








Richard 
Ww. F. 
dealer; and L. T. Kouns, Nash western sales manager. 





NEW YORK.—Overstocked parts 
jobbers drew a firm warning last 
week to take corrective action im- 
mediately. 


The Motor and Equipment 
Manufacturers Assn. urged that 
they stop buying until over- 
stocked items are down to normal 
turnover quantities. 

“You can’t pay taxes with any- 
thing but cash,” an MEMA bulletin 
to jobbers cautioned, while remind- 
ing that all jobbers have a date 
with “Uncle Sam” in March. 

“Too many jobbers,” said MEMA, 
“are starting the year with one 
foot behind the eight ball and the 
other foot had better make up its 
mind fast which way to jump. 
There are some road blocks ahead 
and it’s not too late for many to 
meet the situation. Others are 
going to have a tough struggle.” 

MEMA said that today some job- 





bers find themselves so overstocked 





MEMA Sounds Warning 
To Overstocked Jobbers 


that working capital is frozen and 


bills are running past due. 


“Funny thing,” said MEMA’s 


bulletin, 
how a high stock is the cause 


“we are told so often 


of 


inability to pay accounts on time. 
Yet, subsequent balance sheets 


show a still increasing 
tory.” 


inven- 


“Unless a business is adequately 


financed,” said MEMA, 
plain foolish to go overboard 
many have done in jiggering 


“it is just 


as 
up 


their working capital to the extent 


that their credit is jeopardized 


by 


inability to meet current obliga- 


tions. 





Berry Buys Armour 


KANSAS CITY.—Berl Berry, Inc. 


(Lincoln-Mercury), 
the former Armour Motors h 


has purchased 


ere, 


and has become the only Lincoln- 
Mercury dealership operating 
the city. 


in 











facturers, 


British Makers Gloomy 


25-Year Backlog in Orders Seen Possible 


As Government 


LONDON. — British auto manu- 
who had been building | 


Cuts Steel Quota 


| the quantity of steel which can b 
used by the industry at a late 


itheir hopes for a bigger allocation | | date, 


of steel 
|for the long waiting list of buyers, | 
| suffered a big 
| announcement from the Chancellor | 


to turn out automobiles 


letdown with the} 


lof the Exchequer that steel sup-| 


plies .for the 


industry are to be | 


shaved off one-sixth from the 1950 
allocation. 


Thus, 


manufacturers’ plans to 


turn out more than the present 
100,000 trucks and 80,000 cars have 


been 


shattered and the future 


clouded. They are being asked to 
keep up exports of cars and trucks 
at the expense of the U. K. market 
and restrict sales to 60,000 cars and 


a 


of Motor 


similar number of vehicles. 


It was estimated by the Society 
Manufacturers and 


Traders that it would take 25 
years at that rate of sale to clear 
the buying list, 


Export will not be affected so 


far as volume is concerned, but it 


impossible to operate an over- 


seas market without relating it to 


a 


home market. A sound British 


market for cars is considered es- 
sential by the industry if the best 
is to be made of export opportuni- 
ties. The manufacturers will find 


Jit 


increasingly difficult to keep 


prices down in export sales. 


Agreement has been reached be- 


tween U. K. auto manufacturers on 
the definition of production models 
for production car races. The new 
rules cut out freaks and experi- 
mental prototypes from competi- 
tion. 


Shortages of steel for the indus- 


try have already hit production. 
The average cut in allocations for 
the first quarter of this year was 
15 percent, and there is little hope 


that American steel 


imports will 


help until toward the end of the 
year. It might be possible to review 





NPA Integrates 
Wrecker Orders 


WASHINGTON.—NPA last week 


amended Order M-20, which con- 
trols iron and steel scrap. 


sary because Order 


NPA said the action was neces- 
M-92, issued 


Dec. 11, 1951, which limits inven- 
tories of auto wreckers, contains 
the same basic provisions for such 
auto wreckers as does M-20. There- 
fore, the amendment was made to 
bring the two orders in line, pre- 
venting any duplication of controls 
or reporting requirements. 


| Complaints from manufactur- 
ers about the steel shortages 
| have been pouring into the gov- 
ernment, and some factories have 
had to go on short time. Morris 

Motors has started a four-day 
working week in_ sections of 
their Cowley works because of 
the lack of materials to build 

the cars. About 1,300 workers 
have been affected. 

L. P. Lord, chairman and man- 
aging director of Austin Motor Co., 
has gone to Australia to study the 
car market and have a look at the 
firm’s assembly plants. While there 
he will meet Lord Nuffield and will 
talk over the effect of the merger 
of the two companies. 

Before leaving, Lord said he 
thought there were better export 
prospects for U. K. cars in Canada 
as a result of the relaxation in 
Canadian credit restrictions. 


Knoxville Lot 
Wins $15,000 in 


Insurance Suit 


| KNOXVILLE.—A $15,000 insur- 
ance judgment favoring Elmer Nor- 
ris, used-car dealer, has been up- 
held by the state court of appeals 
in a damage suit against Southern 
Fire & Casualty Co. 

Norris sued the insurance com- 
pany after James L. Davis had ob- 
tained a $25,000 judgment against 
him. Davis claimed he was injured 
in an accident involving Norris’ car 
in 1947. 

Norris’ insurance coverage was 
for $10,000, the amount the insur- 
ance company paid. However Tay- 
lor H. Cox, Norris’ attorney, said 
that before the Davis suit the in- 
surance company had rejected a 
proposal to compromise the case 
for $9,500. 

In the court of appeals, opinion, 
Judges Luke McAmis and Peabody 
Howard held that “an insurer was 
liable for an excess over the policy 
limit where as here it has exclusive 
control over investigation and set- 
tlement of claims and its refusal to 
settle within the policy limit is 
fraudulent or in bad faith.” 


Luttrell Heads Service 
Andress-Abbott (Ford), Alexan- 
dria, La., has announced the ap- 
pointment of Earnest N. Luttrell as 
service manager. 

















Used-Car Bulletin from Detroit .. . 





BUICK—’50 Special 4-dr., 


CADILLAC—'47 (61) 4-dr., 
CHEVROLET — 


DODGE—'51 Meadowbrook ‘4-dr.,_ 


MERCU RY—’ 50 club coupe, ‘$1, 140. 
860. 


NASH—'49 (600) 2- -dr., R 
OLDSMOBILE—'50 (88) 2-dr., 


PACKARD—'48 2-dr., 
PLYMOUTH—’'51 Cambridge 4-dr., 


PONTIAC — °49 SL 


Latest Auetion Prices 


Sale every Wednesday ) 


(Aptco Auto Auction. 


Feb. 6 


(Sold 77 units out of 101 offerings.) 
$1,030. °49 
$1,250. 
$1,200*. 
Deluxe 2-dr., 
$1,380; %-ton pickup, $1,035. ‘50 SL 
Deluxe club coupe, $1,210; 4-dr., $1,- 
290; Bel-Air, $1,455; FL Deluxe 
2-dr.. $1,240. °49 FL Deluxe 2-dr., 
$1,050, $1,005; FL Special 4-dr., 
‘48 FM 4-dr., $790, $770. ’ 
4-dr., $760; SM 2-dr., $610; %-ton 
panel, $355. '46 SM 4-dr., 


RM 2-dr., $1,175; conv., 


‘51 SL 


575*; %-ton pickup, $1,030. 50° Coro- 


net 4- dr., $1,350*, °49 114-ton stake, 
$635. '46 Custom 4- dr., $525; Deluxe 
4-dr., $405. 

FORD—’51 Victoria, $1,800*%; Custom 
(6) club coupe, $1,390. °'50 Custom 
(8) 2-dr., $1,175; 4-dr., $1,165; Cus- 
tom (6) 2-dr., $1,065. °49 Custom 
(8) 2-dr.. $900, $890, $825; 4-dr., 
$875; club coupe, $925; Custom (6) 
2-dr., $825. °48 Deluxe (8) 2-dr., 
$675. °47 Deluxe (8) 2-dr., $530; SD 
=. 2-dr., $630. ‘46 SD (8) 2-dr., 

KAISER—’51 —_ 4-dr., $1,555. °49 

00 


4-dr., 

, $1,150. 

"49 

2-dr., $865; 4-dr., 

$800, $755. 
$1,590°*, 

$1,815*. °49 (88) 
'48 (98) 4-dr., 

"47 (76) 4-dr., $600. 


$720. 
$1,- 
’47 Deluxe 


$1,560*; (98) 2-dr.. 
club coupe, $1,190. 
$1.080*, $985*. 


510; Suburban, $1,765. 


2-dr., $525. 

(8) Deluxe 2-dr., 
$1.285. °48 Torpedo (8) 4-dr., $1, 050: 
‘47 SL (8) 4-dr., $735; SL (6) 2- dr., 
$610. °'40 club coupe, $220. 


STUDEBAKER—’50 Champion 2-dr., 


2 
at $1,035; club coupe, $990; 4-dr., 
$1,075, $1,000, $975. °'49 Champion 
club coupe, $800; 4-dr., $800. 


Jan. 30 


(Market continued very active. Sold 
101 units out of 145 offerings.) 


BUICK—’50 RM 4-dr., $1,575*; Special 
4-dr., $1,240; Super 4-dr., $1.455*. 
’49 Super 4-dr., $1,040. '48 RM 2-dr., 
$910; 4-dr., $870; Super 2-dr., $835. 

CADILLAC — °'48 (62) 4-dr., $1,690*. 
'47 (60) oo 4 dr., $1,075*; (61) 
club coupe, $1,0 


CHEVROLET — 
$1,610*, $1,530. 


i: SL Deluxe 2-dr., 
'50 FL Deluxe 2-dr., 


$1,105. °49 SL Deluxe 2-dr., $925. 
48 SM club coupe, $750; FL aero- 
sedan, $830. 47 FM club coupe, 
$710; 2-dr., $700; SM 4-dr., $620. 
'46 SM 2-dr., $515. 

DODGE — '50 Wayfarer 2-dr., $1,055; 
Coronet 4-dr., $1,305. °'49 Wayfarer 
2-dr., $970. ’'47 Deluxe 2-dr., $600; 


Custom club coupe, $775. 


FORD—’51 Custom (8) club coupe, $1,- 
620; Crestliner, $1,625; Victoria, $1,- 
850*, $1,810. ‘50 Deluxe (8) 2-dr.. 
$1,040; Custom (6) 2-dr., $1,060. °49 
Custom (8) 2-dr., $975; Deluxe (8) 
2-dr., $840, $795; club coupe, $810; 
Custom (6) 2-dr., $805. ‘48 Deluxe 
(8) 4-dr., $700; 2-dr., $675. 

KAISER—’51 2-dr.. $1,300. $1,265. 

MERCURY—’51 4-dr., $1,670*. '50 club 
coupe, $1,360. ‘49 4-dr., $1,030*. 

OLDSMOBILE — °48 (98) club sedan. 
$1,035*, $930*; 4-dr., 1,030* "47 
el 2-dr., $500*. (76) "2. dr., 


$45, 

PLYMOU TH—’50 Deluxe 2-dr., $900; 
SD 4-dr., $1,200; club coupe, $1,165. 
'48 SD 4-dr., $760, $710. °'47 SD 
4-dr., $610; Deluxe 4-dr., $515. 

PONTIAC—’50 Chieftain (8) 4- dr., $1,- 
425*; sedan coupe, : SL (8) 
4-dr., $1,350, $1,285. (8) 
2-dr.. $1, 250°, *48 (8) sedan coupe, 
$960*; 4-dr., $810; (6) 4-dr., $875*. 
'47 (8) club coupe, $665; 2-dr., $690; ; 
conv., $630. ' 


$ 
"46 








STUDEBAKER — ’50 Champion 2-dr., 
$1,230*; club coupe, $1,040. i 


*Indicates automatic transmission or overdrive. 


Other Auction reports are on Pages 36, 37, 38 
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SELL Oper SAFETY 
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Capture Your Share of The School Bus Business 


















































“A CRADLE OF STEEL 
FROM WHEEL TO WHEEL” 


Oneida has been a famed hallmark 
of quality on silverware and other 
products for over a century. Oneida 
Safety School Bus Bodies represent 
craftsmanship—intrinsic value— 
exclusive design—a goodness of 
materials and workmanship found 
only in products that bear the dis- 
tinguished name of Oneida. 


SELL ONEIDA! 


L America’s Finest 
School Bus Body 





The eyes of educators throughout the nation are focused sharply on school bus transportation. 
It is the life-line between school and home for the boys and girls of rural America. 


Safety is uppermost in the minds of parents and school officials. Rigid N.E.A. rules govern safety 
school bus body construction. Oneida Safety is Endurance-Built! It is more than a phrase—it 
means a new, high degree of highway safety. 


When you sell Oneida Safety School Bus Bodies—you sell a product with nation-wide acceptance! 


The road record of Oneida Bodies, across the country, offers convincing proof of greater com- 


fort, longer life and lower passenger-mile cost—due to exclusive features of Oneida design and 
Flexi-Joint construction. 


Oneida Bodies, with capacities up to 72 passengers, are engineered for beauty, balance and 
ease of mounting on all leading bus chassis makes. 


Sell Oneida Safety with the chassis that you sell! Oneida Safety costs no more! Convince 
yourself and School Boards, too—by comparing Oneida—feature for feature, quality and price 
with any other school bus body. 


Decide now to get your share of school bus business in 1952. But government quarterly steel 
allotments make it imperative to place your orders early—this year! 


FOR YOUR CONVENIENCE... 





ONEIDA PRODUCTS CORP. 
SCHOOL BUS SALES DIVISION 
CANASTOTA, NEW YORK 


Gentlemen: We want to know more about Oneida Safety School Bus Bodies. We 





k Oe aeons ee Descriptive Literature [] 
Distributor’s Franchise [| (If Open Territory) 
& Name 
- Address 
& ee — Zone State 
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Indianapolis Auto Trade Assn. Officers— 


James D. Strickland (seated, left), Lincoln-Mercury dealer in Indianapolis, was elected 
president of the Indianapolis Auto Trade Assn. for 1952 at a.January meeting. The 
new officers, from left to right, seated, are Strickland, president; E. W. Tobey, vice- 
president (Oldsmobile); Bernard T. Gates jr., secretary (DeSoto-Plymouth); and Walter 
Hiser, treasurer (Ford). Back row: Paul Kuhn (Chevrolet); LeRoy C. Gale (Studebaker); 
Gale R. Fletcher (Chrysler); Sam Wolf (used cars), and Manager T. E. Hanika. 


AIRCRAFT 
ENGINE PARTS 


ROCKETS and 
OTHER PROJECTILES 


|Not a ‘Luxury’ Item... 
a 


‘Canada Survey Cites 


Vital Role 


OTTAWA.—Essentiality of high- 
ways and highway transportation 
lin national preparedness is illus- 
trated by a survey just completed 
at a plant engaged in vital defense 
production, according to the Cana- 
|dian Good Roads Assn., which re- 
newed its argument that cars are 
not “luxuries” and should not be 
taxed as such. 


The company, A. V. Roe (Can-| 
Ltd., at Malton, Ont., took a} 


ada), 
poll of its workers at the request 
of the association and found that 


WHEELS, BRAKES, HUBS and DRUMS 
FOR ALL MILITARY VEHICLES 


of Autos 


an overwhelming majority of them 
travel to work by road transport. 
The multi-million dollar plant is 
located 20 miles from Toronto and 
employs some 8,000 persons. 

The poll reveals that 40 percent 
of these workers come to work in 
private cars, about 20 percent drive 
by themselves and the other driv- 
ers carry an average of more than 
three passengers per vehicle. Some 
37 percent come by bus, a score 
| by motorcycle and over 100 walk to 
| work, presumably from nearby 


SHELLS and 
SHELL CASINGS 


(Also Electric Brakes, Brake Power Equipment, Power Chambers and Valves for All Military Vehicles) 


KELSEY-HAYES WHEEL COMPANY 


homes, according to the survey 

Workers come from far and wide 
and the following tabulation indi 
cates: 400 workers live within five 
miles of the plant; 1,900 worker 
live within five to 10 miles; 2,90 
live 10 to 15 miles; 1,600 live 15 t 
20 miles; 630 live 20 to 25 miles 
and 400 live more than 25 mile: 
from the. plant. 

Averaging the daily trips to work 
and return, the workers of this es- 
| sential plant travel in the neighbor- 
hood of 214,000 miles daily. Using 
an average transportation bill of 
|five cents a mile, these workers 
j}incur transportation expenses of 
| $12,700 a day, the survey revealed 
| In a brief submitted to the Ca- 
nadian government, the association 
states: 

“Roads carry by far the greatest 
| proportion of Canadian workers to 
|their jobs. Because of the recent 
|trend toward decentralization, in- 
dustry has become increasingly de- 
pendent upon automotive transpor- 
tation, upon private automobiles 
and buses that carry workers to 
plants in the suburbs and in rural 
areas.” 


Texas Title Law 
Is Clarified 


On Transfers 


| AUSTIN, Tex.—The Texas high- 
way department is sending all 
county tax assessor-collectors in- 
structions to accept applications 
for transfer of title without re- 
quiring current registrations re- 
ceipts, it was announced last week 
by the Texas Automotive Dealers 
Assn. 

The announcement follows a rul- 
ing by Price Daniels, attorney gen- 
eral, that the department cannot 
legally require a current registra- 
tion receipt before issuing a title 
on used vehicles which have been 
registered or licensed in some other 
state, but have not been used in 
Texas in such a manner to require 
current registration. 

In part, the opinion read as fol- 
lows: 

“The definition of first sale states 
only that it applies to a vehicle 
‘which has not been previously reg- 
istered or licensed in this state or 
elsewhere.’ The word ‘current’ does 
| not appear anywhere in the statute. 

“It seems apparent that the legis- 
lative intent was not to require 
a current registration or it would 
have so provided. Certainly, there 
was ample reason for the legisla- 
ture not to require a ‘current’ reg- 
istration. 

“You are therefore advised that 
the Certificate of Title Act does 
not authorize you to require a cur- 
rent registration for the state or 
county where a used vehicles was 
originally purchased.” 


Record Rrtion 
To ’52 Mercury 
Cited by Bayne 


DETROIT.—Public reaction to the 
1952 Mercury was more favorable 
than for any new Mercury ever in- 

troduced, accord- 
ing to Joseph E. 
Bayne, general 
sales manager of 
Lincoln-Mercury. 

A definite short- 
age of cars avail- 
able for delivery 
has already devel- 
oped, and seems 
to be the only 
problem facing 

J. E. Bayne the Mercury 

at sales organization 
he said. 

Reports from dealers in all sec- 
tions of the country have been uni 
formly enthusiastic, Bayne said 
Thousands visited the division’s 
1,700 dealerships on the first public 
showing, and placed orders for 
more cars than any single day in 
Mercury’s history, he added. 

“Many customers even bought 
cars from our catalogs, when the 
dealer didn’t have a complete line 
of all models in the showroom,” 
Bayne said. 

Several dealers reported selling 
their entire allotment of cars for 
the next six to ten months, and all 
dealers are requesting many more 
cars than can be supplied due to 
production limitations, he said. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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kK Ok Ok Ok Ok Ok Ok Ok Ok Ok Ok Ok Ok Ok OX Y: * * %* In which the doughty Dusty tells a fellow dealer how 


“Won a few bucks at poker last night, Dusty!” says my 
friend Tooey, sitting down across from me in the 
Waldorf lobby. “If my luck holds out I'll cover my ex- 
penses in coming to the convention.” 


“T’m enjoying it so much I don’t mind paying for it my- 
self,” I reply, “especially if the other sessions are as good 
as that one yesterday.” 


Tooey takes his eyes off the beautiful mink coat across the 
lobby long enough to ask, ‘‘You going to that Business 
Management Clinic this morning?” 


‘“‘Wouldn’t miss! It’s about More Profits—a subject I’m 
all in favor of,” I say, nonchalantly dangling a preposition. 


“As a matter of fact, I’m looking around right now for 
some way to make my business earn a few extra bucks,” 
sighs Tooey. He’s not even looking at the mink coat 
any more. 


“Talking about profits, Tooey, I guess you know I took on 
the Service Insurance Dealer-Agent setup. It’s the smart- 
est move I made all year!” 


He’s tuned in with both ears now. “Tell me, just how are 
you handling it?” he asks. 


he found a source of added profits right in his own 
dealership. UNIVERSAL C. I. T. 


‘Well, the Universal C.I.T. Representative suggested that 
I put one man in charge—making him the expert. I did— 
and I also make sure that he sees every customer who 
comes in my shop as well as in the showroom.” 


“And you’re really making it pay off, Dusty?” He still 
needs a little convincing. 

Tooey doesn’t know it but I have news for him. ‘“‘See that 
gal over there in the mink—that’s my wife and that coat 
was her Christmas present—paid for out of the extra 
profits I made selling Service Insurance!” 

“Glory be!” says Tooey, his eyes lighting up like neon 
lights, ‘don’t tell my wife. I’ve got other ideas for any 
extra profits I take in this year.” 


” * © 


If the Service Insurance Dealer-Agent Plan 
is available in your state, ask your Universal 
C.1.T. Representative for details. 
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Tests Chrysler Suspension— 


This gyroscopic ride recorder was developed by Chrysler Corp. engineers to measure 
the slightest rolling, pitching, or zigzag motions of cars under test. The engineers 
explained that the recorder is so sensitive and quick thinking that it evaluates certain 
important ride qualities instantly and without the need for mathematical calculations 
or allowance for centrifugal force on curves. 
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Boron Doing Good Job 
In Vital Defense Role 





Eprror’s Note: This is the first in a series of articles on boron steel, 
which is playing an unusual role in the defense period. Other articles 
in the series will appear from time to time. 


ORON steel is one of those rare materials that is just as 
good as the material it is replacing—only it costs less. 
In the minds of most Americans, substitutes are always 


inferior. Sometimes this is 


exceptions. 

Probably the most out- 
standing exception is boron 
steel—an example of a _ substitute 
or alternate material that is not 
inferior to the predecessor material 
and which asks for no significant 
compromise from the standpoint of 
strength, quality or serviceability. 

Just as important—the new 
boron steels actually cost less 
than the steels they are replacing. 

A situation in which an alternate 
material offers equivalent service- 





true — but there are many 





ability at less cost is rare and it 
deserves attention. 
* * * 


Substitute for Many Alloys 


ORON steels are designed to 

play an important part in 
America’s industrial future. Steels 
alloyed with a pinch of boron today 
are doing the work of steels that 
used to require many thousands of 
pounds of nickel, molybdenum and 
chromium. 

If this country should become 














Cehvel smooth 











Long torque converters offer the automotive manufacturer important advantages in design, 


performance and cost. 


Power transfer is smooth—dependably smooth—torque multiplication of better than 2 to 1 at stall. 
The converter is direct air-cooled for simplicity and trouble-free service. 


Assembly units are fabricated almost entirely from 
stampings, for low-cost manufacture, 


LONG MANUFACTURING DIVISION 
Borg - Warner Corporation 
DETROIT 12, and WINDSOR, ONT. 
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PRODUCTION 
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CLUTCHES « RADIATORS e TORQUE CONVERTERS 


OIL COOLERS 











involved in a shooting war, boron 
steels might represent the dif- 
ference between continuous oper- 
ation of our steel mills at capa- 
city and sporadic output of the 
highly alloyed steels that are 
needed in such huge quantities, 
particularly a war involving jet 
planes, heavily armored ships and 
tanks, guided missiles and atomic 
weapons. 

This series of articles tells briefly 
jabout the history of boron steel 
and explains in non-technical lan 
guage how boron functions t 
harden steel and make it more 
serviceable. 

There is some discussion of the 
problems that are faced by the 
automobile engineer and the metal- 
lurgist, who must use boron steels 
Some of the research work that is 
going on to make boron steels more 
serviceable is described. The final 
article tells how NPA in Washing- 
ton handles requests from auto pro- 
ducers (and others) for alloy steels 
The discussion also considers alloy 
steels for 1952. 

One reason why boron steels are 
of interest to the automobile indus- 
try is the fact that their use has 
expanded 650-fold since January, 
1951. Today they account for ap- 
proximately 5 percent of all the 
low alloy engineering steels being 
used in the country. 

* © + 


Buick First Experimenter 

| (HE birth of boron steels is some- 
thing of a mystery. The amaz- 

ing hardening response of steels 

| containing boron was observed long 

before the phenomena was under- 

| stood. 

Some of the earliest work on 
boron steels in this country was 
done at Buick prior to World 
War II under the direction of R. 
L. Schenck, who retired recently 
as Buick’s chief metallurgist. 
While Schenck may not have 
been the first to use boron steel, 
he was certainly among the first 
to experiment with it, using en- 
tire heats of steel. 

One story has it that discovery 
of the commercial possibilities of 
boron steels occurred entirely by 
accident. While attempting to eval- 
uate the effect of certain chemical 
additions to steel in controling 

grain size, it was noticed that the 
steels to which boron were added 
gave a phenomenal response to the 
hardening process. 

The researchers were not looking 
for ways and means to harden 
steel at the time, but rather for 
| effective ways to control its tough- 
| ness. 








* * * 


Used by Auto Firms 

URING World War II boron 

steels were intensively studied 
as a means of conserving alloying 
elements like molybdenum, nickel, 
chromium and vanadium, After the 
war, boron was used regularly by 
a few automotive companies, nota- 
bly Timken Detroit Axle Co., Mack 
Truck and Caterpillar Tractor. 

These companies accumulated 
much valuable experience that is 
being used to excellent advantage 
| in the latest development work 
on boron steels. 

During 1951 the work of a panel 
on boron steels established by the 
Society for Automotive Engineers 
had been greatly accelerated. This 
group, which meets regularly, cor- 
related the research and develop- 
ment work performed in this coun- 
try during the past 10 years. Steel 
consumers, steel producers and 
manufacturers of ferro alloys, used 


as steel addition agents, partici- 
pated. 
With the experience of such a 


large and representative group re- 
porting on the behavior of boron 
steels during fabrication and heat 
treatment, and the government con 
tinuing to exert strong pressures to 
use them, boron steels are here to 
stay. Their usefulness undoubted]; 
will benefit the present emergency 





Krafve Named Aide 
To Benson Ford 


DEARBORN.—Richard E. Krafve 
formerly director of the office of 
defense products, Ford Motor Co 
has been appointed executive as 
sistant to Benson Ford, vice-presi- 
dent and general manager of the 
Lincoln-Mercury division, and te 


Stanley Ostrander, division opera- 
tions manager, Ford announces. 

In his new position, Krafve will 
assist Ford and Ostrander in gen- 
eral administration and coordina- 
tion of divisional operations. 








- 
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Inventories Up Adaaeet 100% oe 

































Speakers Listed 
For Transport 


q _ * | 
Forum Feb. 13-14 | 
WASHINGTON. Names _ of | 
speakers and discussion leaders for | 
a national transportation forum to| 
be held Feb. 13-14 have been an-| 
nounced by the U. S. Chamber of | 
Commerce. | 
A discussion of the pros and cons 
of the “Desirability of Less Rate 
Regulation” will be moderated by 
Charles L. Dearing of the Brook- 
ings Institution. Introductory re- 
marks will be made by E. ftie, U.| 
owman, vice-president, traffic 
S. Steel, and Arthur C. Schier, vice- | 1916 Studeboker Takes the Roads— 
president, traffic, General Foods | Park Motors (Studebaker), Williston Park, N. Y., entered this 1916 model Studebaker | bay pee gy 3,050,301 on hand 
Carp. lin the jubilee parade commemorating the 25th anniversary of the founding of the | he e ene o = 
Also slated for discussion is the | community. Although 36-years-old, the car is still in excellent running condition. 
possible organization of a “Single 


ee eer oie “tenths | resentatives from all forms of car- | Outlook” will be discussed by Fin- | 


director, Chicago Assn. of Com-| riers and users will direct questions | | cial J. me Leek Bheres, ont | 

merce and Industry, as moderator. | in the panel. cla _ B err New York. 

Charles H. Beard, general traffic| Martin R. Gainsbrugh, chiet | 2" eane, Ne 

manager, Union Carbide & Carbon | economist, national industrial con- 

Corp., New York, will present the | ference board, New York, will talk 

subject. on “The General Economic Out- 
A “quiz panel” made up of rep- 'look,” and “The 


26 Percent 


NEW YORK. Manufacturers’ 
shipments of passenger casings dur- 
ing 1951 totaled 61,811,110, a de- 
crease of 26.78 percent from the 84,- 


ing to the 
Assn. 


was down 16.49 percent to 65,634,- 
104 from the 78,598,174 a year ago. 
Inventories increased to 6,976,792 as 


Shipments of truck and bus cas- 
ings during the year amounted to 
16,799,654, 10.78 percent above last 
year’s shipments of 15,164,208. 
Production increased 25.86 per- 
cent to 17,816,305 casings against 
the 1950 production of 14,155,842. 
Inventories increased to 1,796,442 

The back pages of every issue of AUTO- from 743,216. 

MOTIVE NEWS contain the WANT AD | Shipments of automotive inner 


| Section. Others are profiting from AUTO- 
Transportation | MOTIVE NEWS W WANT ADS! Are you? | tubes during the year were down 








Mis 7er- this /S / This outtit brings 
wheel aligning right down to its ABCs / 


Suep-on*. 


s\MPLE | 
PORTABLES 


NGS 
IT’S OK to invest thousands in 
elaborate wheel alignment installations 
IF you have the solid volume to 
warrant it! For shops that haven’t, 
this Snap-on way és more than OK... it’s 
emphatically the answer! The equipment is portable— 


MAGNETIC 
CASTER-CAMBER GAUGE 


Multiple magnets grip firmly 
on machined surface of hub— 
instant reading—no tricky ad- 
justments — no computations ! 
Spring-tensioned centering 
finder automatically centers 
gauge! 


use it anywhere in the shop! It’s accurate... none more 
so when it comes to checking Caster—Camber—Toe-In 
— Steering Geometry. It’s simple to use. It’s fast. It’s 
Snap-on guaranteed! And the price is good news in any 
shop’s budget ! 


d? L Snap-on Man d trate right 
Interested? Let your Snap-on Man demonstrate rig TURNTABLE SET 


Precision built. Turning plates 
“free-floated” and mounted 
Bs on ball bearings. Large point- 
complete Snap-on catalog of more than 4,000 quality ers give accurate degree 
readings for caster and ge- 
ometry. 


in your shop, right on the job. If you’d like full informa- 
tion immediately, send for descriptive bulletin and the 


hand-and-bench tools. 


SNAP-ON TOOLS CORPORATION 
8082-B 28th Avenue, Kenosha, Wisconsin 


*Snap-on is the trademark of Snap-on Tools Corporation 


TOE-IN 
TRAMMEL BAR 


Seven-foot bar with traveling 
gauge gives you a fast method 
of checking toe-in. The travel- 
ing gauge is calibrated in 
inches for easy reading. 








422,966 shipped during 1950, accord- | 
Rubber Manufacturers | 


P . | 
Production of passenger casings | 


& Tire Shipments Drop 


Below ’50 


22.44 percent to 65,710,990 from last 
year’s shipments of 84,722,883. Pro- 
duction decreased 15.84 percent to 
67,476,744 tubes from 80,178,950 
manufactured a year ago. Invento- 
ries were up to 10,115,742 from 
;}the previous year’s 6,725,075. 

For December, 1951, shipment of 
| passenger casings was 3,309,397, 
29.01 percent below November's 4,- 
661,525. Production of 4,875,982 cas- 
ings was 14.43 percent below the 
previous month’s 5,698,036 while in- 
ventories increased 28.66 percent to 
6,976,792 from the 5,422,543 casings 
on hand a month ago. 

Shipments of truck and bus cas- 
ings in December decreased 14.90 
percent to 1,208,197 from 1,419,784 
in the previous month. Produc- 
tion declined to 1,543,384 from 1,- 
652,383 the month before, or a de- 
crease of 6.60 percent, Casing in- 
ventories totaled 1,796,442, an in- 
crease of 22.59 percent from the 
end of the previous month when 
1,465,456 casings were in stock. 

Shipments of automotive inner 
tubes for the month decreased to 
3,563,023 tubes, down 25.96 percent 
from November when 4,812,397 tubes 
were shipped. Production decreased 
6.48 percent to 5,148,858 units com- 
pared with 5,505,601 the month be- 
fore. 

Inventories of inner tubes were 
up 20.74 percent to 10,115,742 units 
from the 8,378,457 units on hand at 
|the end of November. 


Humphreys Asks 


U.S. to Lease 
Synthetic Plants 


| NEW YORK.—H. E. Humphreys 
|jr., president of U. S. Rubber Co., 
|last week recommended that the 
| government immediately offer pri- 
| vate industry an opportunity to 
|lease all government-owned GR-S 
| synthetic rubber plants, including 
| feedstock facilities, as a step to- 
| ward eventual sale of the plants to 
private operators. 

Humphreys also recommended 
that the Rubber Act of 1950, which 
expires June 30, 1952, be amended 
to give the government authority 
to sell the plants to qualified oper- 
ators and that it be extended for 
a maximum of one year to June 30, 
1953, at which time the offer to sell 
would become subject to immediate 
acceptance. 

“I make these recommendations,” 
Humphreys said, “sharing the same 
belief which prompted Congress to 
declare in the original legislation 
of 1948 that ‘the security interests 
of the U. S. can and will best be 
served by the development within 
the U. S. of a free, competitive 
enterprise’ and further that ‘gov- 
ernment ownership of production 
facilities . . . be ended and termi- 
nated whenever consistent with na- 
tional security.’ 

“In my opinion, there is now no 
| problem of national security stem- 
|ming from the rubber situation. 
We already have enough natural 
rubber in the stockpile to carry us 
through a five-year war, and we 
are producing so much rubber in 
our synthetic plants that we are 
| exporting it. 

“The problem, if any, is that the 
U. S. will have more rubber in 1952 
than it will know what to do with.” 

Humphreys said that the sooner 
the government gets out of the 
rubber business, the better. 


Ford Pays W orkers 
$1 Million for Ideas 


DEARBORN, Mich.—More than 
$1,000,000 has been paid to Ford’s 
employes through the suggestion 
| system program since its establish- 
|ment in 1947, the company said. 
| The number of acceptable sug- 
gestions submitted last year was 
|up 18.2 percent over 1950 and to- 
|taled 28,407. The number of awards 
|paid increased 28.7 percent over 
| 1950 and the amount of awards for 
| the year increased 17.8 percent to 
| $366,677. 
| Since inception of the plan in Au- 
| gust, 1947, employes have turned in 
| 85,228 ideas of which 23,326 have 
| been adopted for trial, the company 
said, 
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Dealer Business Counsel | 


Fast Buck Dealers Cash 


Hibernate When Going Gets Tough 


By J. B. Van Tassel 





— are comparatively only a 
few new-car dealers who give 
he entire 40,000 dealers in this 
ountry a bad name with the buy- 
ing public. They 
are usually the 
type of operator 
who can turn the 
key in the door 
and lock up for 
a period of de- 
pression without 
losing a dime. 
They are only 
in the _ business 
while there are 
lots of new cars 





J. B. Van Tassel 


once the signs of a new-car short- | 


age appear on the horizon they 
usually look for another business 
or take a vacation until the pro- 
duction of new cars starts again. 

They are very seldom concerned 
about customer goodwill or good 
service follow-up because they 
are only interested in new-car 
gross profits. They very seldom, 
if ever, merchandise their used- 
car trades at retail because they 
figure the way to make easy 
money is to turn their new-car 
buck fast, make a small new-car 
profit and dump used cars at 
wholesale. 

They make no provisions in their | 
scheme of operations for repeat | 
customer business; once over and| 
that’s all. This is why they must 
of necessity receive more new cars 
than the _ conservative operator | 
when new cars are plentiful. 

Of course, the conservative oper- 
ator who has a well established | 
business in his neighborhood and | 
a large permanent investment in| 
building, service and stockroom fa- | 
cilities can probably get by with 
fewer new cars and not make as 
much money in the boom period, | 
but he is usually in business when 
the other fellow turns the key in 
his door. 





} 
} 
| 
| 


* * * 


Keeps Cars Rolling 


= conservative operator is the| 
one who builds stability in his | 
business for the long pull, ey 4 
sells fewer new cars, makes a little 
larger unit profit but is in business | 
when the car owner returns for| 
the warranty and policy service 
that he paid for when he bought 
the new car. 

Also, he is the automobile man 
in his community who keeps the 
cars rolling when new-car pro- 
duction has been converted into 
war production. He is the man 
who has a service department 
which will fix the part as good 
as new when the part is no longer 
available. 

He probably doesn’t make as 
much quick money but he gets a 
great satisfaction and a _ good, 
steady profit from servicing his 
customers in good times as well 
as bad. 

His business is not a high-pres- 
sured “once over” business and the 
people who work for him are usu- 
ally paid a good living wage and 
a small share of the profits. Their 
average length of service is usually 
very high and their loyalty to both 
the boss and his customers is above 
reproach. 


* * * 


Unscrupulous Dealer 
I OWEVER, in the _ curbstone 
type of operation you will usu- 
ally find the highest priced, highest 
pressured type of general managers 
and sales managers who have little 
or no regard for owner goodwill 
because they are usually thinking 
along the same lines as their boss 
get all you can while the getting 

is good and then get out. 
These men will make anywhere 
from $25,000 to $100,000 or better 





Motor Sports Show 


NEW YORK.—The International 
Motor Sports Show will open at the 
Grand Central Palace on March 
29 and will run through Apr. 6, it 
is announced by Fred Pittera, man- 
aging director of the show. Exhibits 
will include specially built “cus- 
tom” and “classic” cars, sports cars, 
racing cars, special roadsters, “an- 
tiques,” foreign-made cars, the first 
flying auto and many others, 





available, but} — 


In During Good Times, 


each year during the boom and 
usually spend it as fast as they 
make it. Then when the boss 
turns the key in the door and 
heads for the tropics they are 
usually glad to take a job at any 
price to keep the wolf away from 
the door. 

Is it any wonder we develop a 
bad name in the minds of the pub- 


lic duri b sriod § ‘ ‘ 
aS ee ee ee ee Chrysler's Medal of Merit to Carr— 


we have been through the past 
few years? 

(Any questions you may have 
concerning dealer business man- 
agement will be gladly answered 
by J. B. Van Tassel, care of 
AU" TOMOTIVE News.| ) 


the presentation are, 


Take it from 

Ralph Ellsworth, Jr., 
metropolitan Detroit 
Ford Dealer, who 
knows what this 
mechanical marvel 


can de. 


regional service and parts manager. 





K. W. Carr Motor Co. (Chrysler-Plymouth), Indianapolis, was presented the Chrysler | 
medal of merit for excellence in all-around dealership facilities and management. At 
left to right, Harry McQuinn, Carr sales manager; K. W. Carr, 
owner; J. F. Fox, Chester F. Sylvester, Chrysler regional manager, and H. C. Venhern, | 


we have been in business. 


sales. 


water and detergent. 


Hauling Groups 
Merge in Ohio 


COLUMBUS, O.—Two of Ohio’s 
|major motor carrier associations 
the Ohio Trucking Assn. and the 
Highway Transportation Institute 
of Ohio—have merged into one ex- 
panded organization. 

J. R. Riley, president of Highway 
Transportation Institute, and Ken- 
|neth C. Herriott, Ohio Trucking 
| Assn. head, said jointly that the 
consolidation unites approximately 
2,000 Ohio trucking firms. 

The combined organization will 
be known as Ohio Trucking Assn., 
with present officers and trustees 
of OTA retained until an annual 
meeting scheduled for February is 
| held and new elections take place. 








Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
| MOTIVE NEWS gives you the entire story 
every week throughout the year, 





IGHT months ago— writes Mr. Ellsworth— we opened our new building with all 
4 modern service equipment including WASHMOBILE. 


Here are some results obtained by its use: 


Our wash rack has consistently operated at a profit, for the first time since 
It increased our traffic, which has resulted in a noticeable increase in service 
It enabled us to triple our previous performance and at a great saving on 


It makes it possible to keep our promises on new car deliveries, which we 
feel is most important. 


We are mighty pleased with WASHMOBILE and can recommend its purchase to 
any Ford dealer who wants to improve his service and build customer good-will. 


Get this Must Shop Equipment—Write Us Today! 


e Washmobile fits your present wash rack without struc- 
tural changes. © Only 8’ high and 8’ wide, it moves on its 
own 23’ track. © The car stands still while Washmobile 
moves over it. ¢ Fifty high pressure nozzles spray the car 
first with water, then with detergent, then with water. 
¢ Two high pressure water guns and two air guns clean 
e Washmobile can be installed 


in a morning and turn out 20 cars the same afternoon. 


wheels and under fenders. 


Washmobile Corp. of N. J. 


Washmobile Gere. of Chicago 
276 Halsey - St. 


2350 West 58th 


Newark Chicago 36, Il 

Washmobile Udall Co. Central States Washmobile Co. 
2161 Shattuck Ave. 700 South {2th St. 
Berkeley 4, Calif. Springfield, 1. 


Weshmeae of Colorado Kentucky Washmobile Co. 
1383 1817 S. Third St. 
Louisville, Ky. 
Washmobile Sales Corp. 
2300 Washington St. 


Denver :. “~~ 


Washmobile Corp. of Florida 
1034 N.W. 23rd St. 
Miami 37, Florida 





Newton Lower Falls 62, Mass. 


Washmobile Div. of Ace Dist., Inc. 
Ave. 


1030 Tenny 
Dearborn, Mich. 


Schoeller Sales Co. 
1163 Edmund Ave. 
St. Paul 4, Minn. 


Siggins Company 
704 Broadway 
Kansas City 6, Mo. 
Southern Washmobile Corp. 
2412 2nd Avenue, North 
Birmingham, Ala. 





Federal Washmobile Corp. 


225 eatexetie St. 
ew York 12, N. Y 
Western eb Co. 
280! Van Buren St 
Amarillo, Texas 

Ken Garff Company 
State at Fifth St. 
Salt Lake City, Utah 


Worth Service 
0. Box 894 
3B Barbara, Calif, 


Washmobile Div. of Acme Equip., Inc. 
Central Trust Building 
Altoona, 

Washmobile Co. of Eastern Texas 
3916 Fannin Street 
Houston |, Texas 

Merkle Sales Co., Manufacturer's Rep. 
4969 North Newhall St. 


Milwaukee t!, Wis. 
Woshaatie- MeBee oe 
1704 17th St. 


Washington, o ag 
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Tax Collections on Gas 
Continue to Climb 


NEW YORK. - 
collections are continuing their 
trek upwards, according to an 
analysis of state revenue reports 
from a sampling of states represen- 
tative of all sections of the country. 

Wyoming’s gasoline tax receipts 
reached a record high total of $5,- 
566,396 during 1951, an increase of 
$394,662 over the preceding year. 

That Virginia’s gasoline tax 
collections for 1951 would soar to 
an alltime high level was assured 
when it was reported that re- 
ceipts through November had 
surpassed the 1950 figure of $48,- 
872,877, the previous high total. 

Latest available report from Cali- 
fornia shows that revenues from 
taxes on gasoline and other motor 
fuels there reached an alltime high 
of $14,016,682 for October. 


Motor fuel tax 


ing the first half of the current 
| fiscal year, started July 1, as com- 
pared with the corresponding pe- 
riod of the preceding year. 

North Carolina’s highway fund, 
supported mainly by gasoline taxes, 
took in $10,051,091 in December, an 
increase of $218,255 over the same 
month a year earlier, and Alabama 
during December totaled $3,040,035, 
jan increase of $134,338 over the 
|same month a year earlier. 
| During the first eight months 
| of New York state’s fiscal year, 
| gasoline tax receipts totaled $72,- 
| 076,727, an increase of $5,140,618. 

Higher receipts from gasoline 
and several other state taxes are 
contributing to an anticipated $4,- 
500,000 overall increase in Massa- 
chusetts state tax collections. 

Kentucky’s road fund is off 7.8 
percent thus far this fiscal year, 


AUTOMOTIVE NEWS, 


Hall-Day Joins Hudson— 


L. T. Mortensen (left), Portland zone 
manager for Hudson, looks on as Roy Hall 
(center), and Don Day sign contract mak- 
ing them Portland's new downtown Hud- 
son dealership. Lee Sheller will be service 
manager, and Art Stack, parts manager. 





ber, Kentucky took in $22,411,464, 
as against $24,303,696 during the 
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Women Revisit Dealers 


Gas Stations Are Charged with Losing Sight 
Of Feminine TBA Market 


ST. LOUIS.— “The majority of 
women drivers return to their auto 
dealers when the car needs more 
attention than the purchase of gas 
and oil, and not to the gas station,” 
Casilda V. A. Wyman told tire, bat- 
tery and accessory salesmen at the 
annual meeting of the Oil Industry 
TBA group here. 

Mrs. Wyman told the group that 
TBA sales to women would grow in 
service stations as fast as TBA 
marketers recognize women as cus- 
tomers, and sell them through 
service. 

“Believe it or not,’ Mrs. Wy- 
man continued,” a great many 
women feel that they are in a 

man’s world when they drive 
into a gas station. Car dealers, 
evidently, have not allowed this 
feeling to develop.” 

Mrs. Wyman accused the oil com- 
pany marketers of being wholly 
ignorant of women’s buying habits 
in service stations. 


| furnish a breakdown of their credit 
jcard list as to the sex of the 
holder, Even government statistics, 
she said, offer no clue as to how 
many of the nation’s 62,000,000 driv- 
ers are women. 

She pointed out that there are 
only 48,000,000 men in the U. S. 
over 19 years of age, and assuming 
that every one is a driver, she 
added, that leaves at least 14,000,- 
000 women drivers by mathematica] 
calculation alone. 

Mrs. Wyman cited examples of 
services that women like at service 
stations: 

“She wants the car pumps at 
an angle that makes it easy for 
her to approach from the street. 
She wants the attendent’s uni- 
form to be clean so it won’t dirty 
the car if it is necessary for him 
to drive the car. She wants the 
steering wheel wiped off so it 
won’t soil her gloves. 

“She appreciates being warned 
that the tires are getting smooth, 








South Carolina’s take jumped 
from $15,998,166 to $18,151,876 dur- 


first five months of the preceding 
fiscal year. 


but officials reported that this is or that the fan belt is fraying. 
When the tires are checked, she 
wants the spare looked at, too.” 

Mrs. Wyman stressed the fact 
that women do not associate the 
service station with automotive 
iservice beyond gas and oil pur- 
chases. She warned that this atti- 
tude must be changed before gas 
stations will receive more of the 
feminine TBA trade. 


Rush of Orders 
For New Olds 
Cited by Jones 


LANSING. — Heavy order-taking 
and thousands of requests for dem- 
onstrations of new mechanical fea- 
tures highlighted 
the recent nation- 
al introduction of 
1952 Oldsmobiles, 
it was reported 
last week by G. 
R. Jones, general 
sales manager of 
Oldsmobile. 

“The 1952 Olds- 
mobile Classic 98 
has proved itself 
wwe the ‘most-wanted’ 

G. R. Jones sedan ever intro- 
duced by Oldsmobile,” Jones stated. 

“In spite of the comparatively 
small number of 1952 Oldsmobiles 
currently available for immediate 
delivery, motorists are still eager 
to take demonstrations and become 
| acquainted with the many new me- 
chanical advancements,” Jones de- 
| clared. 

He estimated that interest in 
demonstration rides is now twice as 
|great as during last year’s an- 
| nouncement period. 
| Jones attributed the increased in- 
| terest in demonstrations stems to 
jan increase of 25 horsepower, in- 
troduction of the Oldsmobile Hydra- 
Matic Super Drive with two driving 
|ranges and GM hydraulic power 
| steering. 


‘Court Delays 
Collections on 


'N. Y. Truck Tax 


AMSTERDAM, N. Y.—State Su- 

| preme Court Justice Christopher J. 
|Heffernan restrained the New 
York tax commission from enforc- 
|ing the collection of weight-dis- 
tance taxes on big trucks last week, 
| pending a decision on the levy’s 
| constitutionality by the appellate 
| division of the supreme court. 
| Justice Heffernan said that the 
| order was granted on the condition 
| that the truckers’ appeal be argued 
| at the March 10 term of the appel- 
| late division. The restraining order 
|was sought by the Mid-States 
| Freight Lines, Inc. 
| However, a tax commission 
| spokesman said that although the 
| commission could not compel pay- 
ment of the mileage tax, the stay 
| provided that truckers must comply 
| with every other provision of the 
|law, including filing monthly tax 
| returns, and keeping records as re- 
| quired by the comimssion. 

| Truckers must post a $10,000 bond 
by Feb. 12 to protect the state from 
any loss of revenue during the pe- 
riod, it was announced, 


She said that none of the many 
oil companies she contacted could 























In Chicago, 





it takes 2 to complete your campaign 


BECAUSE... Chicago has outgrown the power of any 
single daily newspaper to reach even half of your city and 
suburban prospects. * 


Today it takes two daily newspapers to reach a majority 
of the market—and for MosT net unduplicated coverage, 
one of your two MusT be The Chicago SUN-TIMEs! 


* See the Publication Research Service study, “Chicago Daily Newspaper 
Coverage and Duplication, 1951,” or write us for details. 





CONCENTRATED WHERE MOST OF THE BUYING IS DONE 


211 W. Wacker Drive, Chicago 6 250 Park Avenue, New York 17 


TOTAL CIRCULATION, 586,970 AVERAGE NET PAID DAILY (ABC PUBLISHER'S STATEMENT FOR 6 MONTHS ENDING SEPTEMBER 30, 1951) 
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uto Experiments in Substitutes Worry Suppliers of Scarce Metal... . 
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Will Copper Become a Has-Been? 


By Bernie Thomas 
Associate Editor 
s YOPPER producers are becoming 
\4 increasingly alarmed over pros- 
ects that they may lose the auto 
idustry as one of their biggest 
istomers. 


The alarm appears to be 
fied. 

Even before the end of World 
War II, auto makers saw that 
copper might become a scarce 
item for producing civilian goods. 
Since then, they have been ex- 
perimenting on use of substitutes 
such as plastics and aluminum, 
especially the latter. 


Other experiments have had as | 
their goal just the saving of copper | | 
without substitution. That is, mak- | 
ing the part or component smaller | 
witnout sacrificing performance or) 


quality. 

yoo of the experiments have 
7 been successful. Others have had 
heart-breaking results. Still others, | 
although temporary failures, have | 
at least pointed out what it is 
hoped will be the road to success. 


All the while copper has been in 
critical supply, but probably never 
so critical as now when defense 
needs are soaring. 

In recent months, the auto in- 
dustry has been working feverish- 
ly on aluminum radiators. The 
average postwar automobile has 
contained more than 40 pounds 
of copper, and in most models 
nearly half of it is in the radia- 
tor. 

There has also been a great deal 
of work done on radiators which 
effect a considerable copper sav- 
ings by coating copper on steel. 
Monroe Auto Equipment Co. report- 
ed recently that it had developed 
such a radiator, claiming that a 75 
percent copper saving is realized 
over conventional radiators. 

> « * 


F AN all-aluminum radiator, or 

one that effects a _ substantial 
copper saving, could become a 
near-term reality, it is almost cer- 
tain that many more cars would) 
be produced this year than now 
seem likely. 

It is the possibility of an all- 
aluminum radiator that gives the 
copper industry the most appre- 
hension. They fear that if auto 
makers do come up with such a 
development, it will be one they 
will use exclusively for years to 
come. 

Auto makers are on record that! 
they would if no sacrifices in per-| 
formance or quality are involved. 

The significance of such a devel-| 
opment as an all-aluminum radia- | 
tor is clear when it is noted that) 
the auto industry normally, direct- | 
ly or indirectly, accounts for about | 
16 percent of all copper purchases. 
a * * 


Aure makers say they can find 
ample reason for thinking that 
they would stay with an all-alumi- 
num radiator from the standpoint 
of supply alone. They believe cop- 
per will continue scarce for years 
to come, while the rate of alumi- 
num expansion forecasts a plenti- 
ful supply in a year or so. 

Another factor is that aluminum 
is essentially a domestic metal. 
More than 25 percent of all copper 
used in the U. S. has to be import- 
ed, primarily from Chile, Canada, 
Mexico and Cuba. 

Auto makers have already made 
great progress in their efforts to 
develop an aluminum radiator. 
Observers are confident that, if 
tradition prevails, any aluminum 
radiator the auto industry adopts 
will prove more satisfactory than 
any it ever made from copper. 

It is known that auto engineers 
have already licked the fabrication 
problems involved in an aluminum 
radiator. They say they have dis- 
covered how to weld aluminum to 


justi- 


. * * 


* * * 


be treated to resist corrosion, the 
only immediate solution seems to 
be an inhibitor for the water. How- 


ever, the auto industry will not set- 
tle for the latter method, unless as 
a last resort. 

There is, of course, the chance 
that the auto industry may adopt 
a radiator without aluminum, but 


one that realizes substantial copper | 
such as the copper-clad or | 


savings 
copper-coated types. Many auto en- 
gineers feel that these represent 
the best approaches so far to their 


problem. 


* + * 


TP TO now, two obstacles have | 


been faced in trying to perfect 
the copper-clad-on steel or copper- 
coated-on steel radiator. They are: 
1. Corrosion sets up very fast be- 
tween dissimilar metals in some 
coolants. 

2. The heat transfer co-effi- 
cient in steel is much lower than 
in nonferrous metals. 

The auto industry is by no means 
| the only big customer the copper 
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peg y List $2.85 


Worn out fans of every 





steel. 
At LAST report, however, other 
+4 difficult obstacles remain. One 
in particular is corrosion. 

Engine operation is tough on 
an automobile’s cooling system. 


Gases escape through cylinder | 


gaskets into the cooling system, 
where they join with water to 
form corrosive acids. Copper re- 
sists these acids. 


Right now, if aluminum cannot 


FE 
people fear losing in a peacetime | 
economy. There are others, and| =J 
their loss is a great deal dependent | 
on the success of research being 
done in auto plants 


* * 


business has al- | 
perhaps perma- | 


SOME copper 

ready been lost 
nently. 

Meanwhile, the electrical indus- 
try, which uses about 50 percent 
of the nation’s copper, is experi- 
menting with aluminum wire and 
cable. However, it takes a thicker 
aluminum wire to carry the same 
amount of juice as a thinner cop- 
per wire does. 

This factor might not be so ob- 
jectionable in automobile electrical | 
systems. For packaging reasons, it | 
has already been decided that alum- | 
inum wire could be made in square 


of T. V. West, 
through the building as they are serviced. 


steel. They plan to line the tanks 
jand vats with plastics to prevent 
corrosion. 


* * * 


YOPPER producers see all the 

4 current campaigns to substitute 
other things for copper, as having 
pinned their backs against a wall. 
They have started to fight back. 





Casco ViS-O-LITE 
THE FIRST AND ONLY LIGHTER 
WITH AN ILLUMINATED WELL! 


Terrific demand for this 
most modern of automatic 
pop-out lighters. Light 
from dashboard well 
guides hand back swiftly 


CASCO FAN HUB REPLACEMENT ASSEMBLY 
TREMENDOUS NEW MARKET EVERY DAY 
reliable CASCO Fan Hub Assembly. Merchandising pock- 
age includes 6 Fan Hub Assemblies — each 3 mounted 

display card. 
Ne. F-14 LIST $2.05 


DEPENDABLE PRODUCTS FOR OVER A QUARTER CENTURY 


strands. 
| Chemical Recently, they charged the Na- 


have already replaced copper coils | tional Production Authority with 
| with plastic tubing. They hope that | being “unrealistic,” because NPA 
ultimately tanks and vats, now | has strongly and consistently urged 
made of copper, may be made of | all kinds of civilian goods produc- | 


and processing firm 
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make are replaced daily with the 





who opened in Georgetown, 


“CASCO SPOTLIGHTS 
FINEST MADE! INNER CONTROLLED! 
Powerful sealed-beom light turns in a 
complete circle. Smort, streamlined 
design ... heavily chrome-picted. : 


Ne. $40 Thru-the-Post LIST 
Ne. $35 Thru-the-Door $18.00 


STANDARD: ie $41 Thru-the- 
Ne. $36 


15. 









fin 2 
905: ie 
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a 


t. V. West, Seerbibonn. s. - 


Both Chevrolets and Oldsmobiles will be sold and serviced at the new headquarters 


S. C. More than 5,000 residents visited 


the dealership. The service department is large enough to allow cars to move straight 


Parts storage is on the second floor. 


kers to substitute for copper wher- 
ever they can. 

In making such charges, cop- 
per industry people have never 
been so optimistic about the fu- 
ture supply outlook for their 
metal. 

They say now that copper will be 
running out of the nation’s ears 
within a few years. Within a few 
years, they insist, copper in all 
probability will be in better supply 
than aluminum, because of antici- 
pated heavy demands on aluminum 
from the aircraft industry. 





winter’ wonderland 








Post LiST# 
Thru-the-Door $18.50 


(Stendard Models also available for 12 volts) 


CASCO GLASS WINDSHIELD DEFROSTER 


Exclusive Switch Control plug provides 
positive “on ond off” heat control. De- 
froster, 8°x16", works wonders in sleet, 
ice, snow and fog. 

No. A-15 for 6 Volt eee 
Neo. A-16 for 12 Volt + rewcctmmage 


- 
10 
60 


CASCO 2-SPEED 6” 
RUBBER-BLADED AUTO FAN 
QUIET! DEPENDABLE! 


Fans have chrome-plated metal trim and 
swivel arm. Motor case is die-cast, has 
universal mounting brackets for — 


easy installation. 
Ne. F-11 {6 Voit)... 75 
No. F-12 (12 Volt)... ios 75 
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Chamber Assails 
Federal Policy 
On Freight Rates 


WASHINGTON. Tentative ap-| 
proval of a proposed new policy | 
against some types of testimony | 
by government agencies in trans- 
portation rate cases has been an- 
nounced by the U. S. Chamber of 
Commerce. 

The policy would express opposi- 
tion to major government depart- 
ments which appear before regu- 
latory commissions and agencies to 


attempt to block requests of car- | 


riers for rate and revenue adjust- 
ments. 

Such action frequently is taken 
under the guise of saving taxpay- 
er’s money, but no regard is given 
to the maintenance of adequate | 
transportation service, the proposed 
policy declaration says. 

“These policies and practices can 


only result in the deterioration of | 
our transportation system,” the | 
declaration says. “Government 


agencies should not try to influ- | 
ence the transportation regulatory | 
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DeSoto Chief Sees Ist Ones— 


1952 DeSotos came off 
|the assembly lines, President Clarence E. | 


As the initial 


Bleicher of the division, was on hand to 
see the cars powered with the new Fire 
Dome engine. 


proved contends that “state regu- | 
latory commissions should expedite 
their decisions with regard to gen- 
eral rate increases after such in- 
| creases have been found lawful by 


|the Interstate Commerce Commis- | 


sion.” 


| “such delays create problems in ad- 
justing for the differences between 





The Chamber’s transportation and | 
communication committee said that | 


| Power Steering, Fluid Torque, Electric Lifts All Optional . 





- V-8 DeSotos Reach Showrooms 


a? Fire Dome Eight, pow- 
ered by the new 160-horsepower | 
V-8 engine, will be shown to the 


outh dealers. 

Power steering, Tip-Toe Shift 
transmission with new Fluid 
Torque Drive, power brakes and 
electric window lifts will be op- 
tional with the new Eight. 

A unique functional style note 
ithe new “air-vent hood” —is de- 
signed to give the Fire Dome Eight 
|an appearance that distinguishes it 
|from all other cars. The vent sup- 
plies cool, dense air to the carbu- 
retor and materially increases the 
power output of the engine, ac- 
| cording to DeSoto. 

a . 

HE Fire Sadie V-8 is said to 

produce more horsepower per 

cubic inch than any “competitive” 
American auto engine. It does this 
on ordinary gasoline, says the divi- 
sion, with a compression ratio of 





bodies with pressure designed to | |intrastate and interstate rates fol-|7.1 to 1. 


affect transportation rates 
revenues.” 
Another policy tentatively ap- 


and | lowing the changes in the latter, | 
| which often results in hardships on /|sponsive power under the hood of 


the interstate carrier.’ 














DeSoto emphasized that the re- 


|the Fire Dome Eight makes it a 


=e 














“We increased service absorption 15% 





INLA 


Finds it produces more revenue 


per square foot than any other 


department 


“Frankly, we were skeptical at first, 


Wirth continues, 


ness derived from our complete INLAND 
RADIATOR DEPARTMENT has far 
exceeded my fondest hopes. In fact, com- 
paring this department with others, we 


were amazed to 


service absorption fifteen percent.” (See 


chart at right) 


“Then, too,” he 


in service section. 


” Mr. 


with an 


Radiator Department’ 
says Mr. Frank Wirth, 


Partner, Booth Motor Company, 
Harlan, lowa 


“But the volume of busi- ¥ rep ae PS 


find it alone increased 





Work from + 


, Service Floor « 


Chart shows figures on 
sources of revenue de- 
rived from radiator de- 


partment at Booth Motor 


says, “With the uncer- 


tainty of automobile production and sales 
our radiator department will help carry the load and keep our dealer- 
ship in the black no matter how much new car sales lag.” 


The demand for 
tial phenomenal. 


BLUE PRINT 
PROFIT 





Radiator Service is increasing . 
Now is the time to learn how an 
ATOR DEPARTMENT can 
and build extra profits for 


Name____ 


Company. 


. the market poten- 


INLAND RADI- 
increase business 
your dealership! 


Mail coupon below for your free copy of ““Blue- 
print for Profit” and get complete details. 


INLAND MANUFACTURING COMPANY 


1108 Jackson Street — Omaha 8, Nebraska 


ee 
Inland Manufacturing Company, Dept. AN-2 
1108 Jackson Street, Omaha 8, Nebraska 
Please send your free copy of ‘Blueprint for Profit.”’ 





Address 
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public this week by DeSoto-Plym- 








DeSoto Sportsman with Fire Dome— 


Like other V-8 DeSotos, the hardtop in the new line reveals an 


“air-vent hood" 


which feeds cool air to the carburetor of the 160-horsepower engine. The speedometer 
dial of the DeSoto Eight will record up to 120 miles an hour. 


* * * 


safer car because of its maneuver- 
ability in those traffic and highway 
situations where instant accelera- 
tion is needed. 

A conventional three - speed 
transmission is standard equip- 
ment on the new car. Available 
as special equipment are the Tip- 
Toe Shift with Fluid Drive or 
the new Fluid Torque Drive with 
Tip-Toe Shift which is said to 
provide even greater acceleration, 
particularly from a_ standing 
start. 

With new power brakes as spe- 
cial equipment, pedal effort has 
been reduced one-half, DeSoto 
claims. The division is continuing 
its “largest brakes in America” 
claim. 

Power steering enables a DeSoto 
Fire Dome Eight owner to turn 
the wheels with the pressure of one 
finger, even when the car is at a 
standstill. An added benefit is that 
power steering helps to resist wheel 
deflection when driving over rutted 
or rough roads. 

* . * 


LECTRIC window lifts on the 

door windows, special equip- 
ment on the new DeSoto, provide 
rapid and quieter operation with a 
minimum of effort. Individual elec- 
tric units are installed in each door 
and operate independently of each 
other. 

In addition to the “air-vent” hood, 
styling on the Fire Dome Eight in- 
cludes new hood lines, new crest 
hood medallion and _ identifying 
name plates. The hood lines now 


* * * 





Steering Assist— 


Power steering is available as special 
equipment on the new DeSoto Fire Dome 
Eight. It permits a DeSoto owner to turn 
the wheels of his car with the pressure of 
one finger, even when the car is at a 
standstill. In addition, power steering re- 
sists deflection of the front wheels when 
driving over rough or rutted roads. 

“ss "Ss 


flare back from the air-vent and 
blend into the body lines at the 


corner posts. The medallion is 
wider. 
The words “Fire Dome” with 


the numeral “8” beneath them ap- 
pear on both front fenders, and 
the same numeral appears mount- 
ed over the car’s deck lid orna- 
ment, 

The speedometer dial of the new 
Eight will record up to 120 miles 
per hour. Previous dials recorded 
up to 100 miles per hour. 

DeSoto Eights possess a number 
of additional features borrowed 
from the 116-horsepower six-cylin- 
der models. These include Oriflow 
shock absorbers; Safety-Rim 
wheels; new Solex glare-reducing 
glass as special equipment; nylon 
upholstery; chair-high seats with 
Air-Foam cushions; waterproof ig- 
nition; dual back-up lights; two- 
speed electric windshield wipers, 
and Cyclebond brake lining, 

~ - * 


T= new Fire Dome cars will ap- 
pear in five body styles—four- 
door sedan, club coupe, convertible 


tric units 





* * + 


coupe, Sportsman hardtop coupe 
and all-steel station wagon. 

New colors for the Eights are 
French blue, gulf blue, midnight 
blue, fern green, marine green, 
Dublin green, platinum gray, dark 
gray, Arizona beige, Morocco brown, 
sovereign maroon, black and, for 
the convertible and Sportsman only, 
ceramic yellow. Seven of these new 
paint colors are metallic enamels. 

DeSoto will continue to manufac- 
ture the Custom and Deluxe lines 
with the Powermaster six-cylinder 
engine. The cars will continue to 
carry the words “Custom” or “De- 
luxe” on both front fenders and a 
bust of DeSoto above the deck lid 
ornament. 


Custom body models include a 


* * * 





Just Push— 


Electric window lifts are optional on the 
DeSoto Fire Dome Eight. Individual elec- 
in each door operate inde- 
pendently. 

* * 8 


four-door sedan, club coupe, con- 
vertible coupe, eight-passenger 
sedan, all-steel station wagon and 
Sportsman. Deluxe models include 
a four-door sedan, club coupe and 
eight-passenger sedan. The carry- 
all sedan is no longer being manu- 
factured. 

Wheelbase of the DeSoto Eight 
is 125% inches; width, 74% inches, 
and tire size, 7.60x15 (super-cush- 
ion). 


Tobin Elected 
Edmund Tobin of Berkshire Mo- 
tors, Albany, N. Y., has been elect- 
ed to the board of directors of the 
Central Avenue Civic and Mer- 
chants Assn. of Albany. 





LICENSE PLATE 
FASTENERS 





On or Off With a Quarter Turn 


Heavy %-inch bolt (with T-head 
and square shoulder) fastens li- 
cense plate securely in place. Will 
not lose off. 

PLATED TO PREVENT RUST 
No. 51—Dealer Cost, each..... $ .20 
Packed 12 to Box- 
Money-Back Guarantee 
IMMEDIATE DELIVERY 


If Your Jobber Cannot Furnish 
Order Direct from... 


1s £0) Gad Oy aes OPAL Od Oa OF OF O DOLE: K 
MFG., INC., Bluffton, Indé 


100 Service Item : 
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ers in the U.S. and about 35,000 | 
of them belong to NADA. 
They are the “contact men” 
tween the industry and over 
000,000 owners .. . and voters. 


Every since that first farmer built | 
that “bump” in the road to slow} 
down the driver who was going 10 
miles per hour and scared his 
horses, the manufacturers, dealers 
and owners have been the victims 
of vote hunters. 

Now that farmer wonders how 
men who pretend to be leaders can 
still be thinking 50 years behind 
our time. 


be- | 
50,- | 









HAVE you A 


DocTor's LICENSE 


‘Put Up 
'To Fight Taxes 


| tax 


‘Canada Dealers 
$100,000 


TORONTO.—Charging that Cana- 


| dians are being taxed out of the 


new-car market, the Canadian Fed- 
eration of Automobile Dealer Assns. 
has launched a $100,000 fight to get 
relief for Canada’s auto in- 
dustry. 

New-car sales in Canada are sub- 
ject to a 25 percent excise tax, plus 
a 10 percent sales tax. 


17 


risen 





bile taxes in Canada have 


668 percent since 1930. 

Moore charged that, for taxation 
purposes, the Canadian government 
is putting automobiles in the same 
luxury class as fur coats and juke- 
boxes. 

Canadian dealers think they will 
be able to measure the effectiveness 
of their anti-tax campaign this 
spring, when a new federal budget 
will come up in the Canadian par- 
liament. 


Coffelt Opens 
Grand opening of Coffelt Motor 


is 











P.S. In my first “copy book” in 
the first grade was an old adage} 
which read .. . “He who runs may 
read.” 'Spose it applies even if the 


OR some years I’ve had a secret | : r Pres 
ambition to scale the Washing- | guy is running for a political office. 


ton monument with a can of paint | 
in one hand—a brush in the other | 

and inscribe on the pinnacle this | 
simple sum in arithmetic 

“Two plus two equals four... 
never five!” 

Then, I’ve dreamed of standing 
on Pennsylvania Ave. and hand- 
ing every government employe, 
appointee or representative, a 
broadside “dodger” which could 
readily be prepared by the Na- 
tional Automobile Dealers Assn. 
Not one word of political bias 
whatever — just facts — from the 
annual “Facts and Figures,” pub- 
lished by the Automobile Manu- 
facturers Assn. 

Of course the “Thirtieth Edition” | 
(1950), the only copy I’ve seen, is 
a bit ancient taxwise because it | 
mostly covers 1949. But, you may | 
add any minimum figure you will | 

have to pay if you need an auto- | 
mobile to keep going through 1952. | 
* * * 


One by One 

t ERE are the facts: There are 
more than 150,000,000 people in | 

the U. S., many of them potential 

voters. 

About 108,000,000 motor vehicles 
were produced in America between 
1900 and 1950. 

In 1949, 71 percent of all Amer- 
ican families owned automobiles, 
for which they paid over 87 bil- 
lion dollars. There were then 1.4 
cars per family. 

In 1949, $6,980,000 worth of used 
cars were purchased, and 42 per-| 

cent of all cars in use were 10 
years of age or over. | 

More than 4,500,000 persons regis- 
tered privately or publicly owned 
motor vehicles in 1949. | 

| 


Howard B. Moore, managing di-|Sales Co. (Packard-Willys), Atchi- 
rector of the dealer federation, said | son, Kans., was held recently. Part- 
his organization has earmarked {ners in the firm are Delbert Cof- 
$100,000 for a campaign to get auto- felt and Dale Williams. Others on 
|mobile taxes slashed. the firm’s staff are Edna Johnson, 
| He said the campaign would be|bookkeeper; Herb Johnson, parts 
based on the contention that auto- |manager; Wayne Blanton and Rob- 
mobiles are a necessity and not a/ert Peterson, service department, 
luxury. Moore said that automo-/|and Kenneth ‘Hartman, body nm man. 



















According to a statistician, 
= more babies are born in taxicabs 
The back pages of every issue of AUTO-| in New York City than are born 
MOTIVE NEWS contain the WANT AD| ; i ‘ ; F é 
Section. Others are profiting from AUTO- | in taxis in any other city in the 
MOTIVE NEWS WANT ADS! Are you? world. 














helping to put the AUTOMATIC 


in automatic transmissions = 
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Trucks increased 75 percent be-| 
tween 1941 and 1950 in 16 states, 
mostly in the west. 


| } a job so well done by B-W’s 
School buses carried 5,720,000 | : 
children in 1949. ; 

In 1949, 64,000,000 motor vehicles | 
were in use in all countries .. .| 
passenger cars were up 31 percent | division 
above 1940... trucks up 86 percent | 
and buses up 146 percent. 

There were 59,300,000 drivers in| 
the U. S. and over 4,000,000 new) 
babies were born in 1951...a ree-| 
ord of potential voters. 

One out of every five cars in use | 
was driven over 80,000 miles, and | 
average mileage on all cars was| 
51,000. | 

Fifty-two percent of car trips 
were for the purpose of making 
a living. Shopping accounted for 
another 13 percent, . 

Nine million, or one out of every A 
seven persons, were employed in | 
the transportation industry. 

The average weekly earnings in 
7 Se pea ge cag . ae This is one more outstanding example of how 
tive. Every state benefits from au- ‘Borg-Warner engineering makes it work— Borg-Warner 
tomotive material purchases. production makes it available.” It is a typical 
The 1949 Tax Story example of how Borg-Warner serves the automotive 


Py 1949, TAXES took 24 cents out industry—and the American public—every day. 


of every automobile dollar, or 
BORG - WARNER 


$475.75 tax on a $2,000 car delivered 
THESE UNITS FORM BORG-WARNER, Executive Offices, Chicago: 


a 
Borg-Warner’s Borg & Beck clutches for standard 

_ automotive transmissions are known and used 
_--—~ the world over. With the swing to automatic 
Ce: transmissions, Borg & Beck was ready again with the 
perfected Borg & Beck torque converter for that 
vital spot where power takes hold of the load. 
On leading makes of cars with automatic transmissions, 
power is transferred by this new, unique, 
simplified converter. Exceptionally light in weight, air 
cooled, with a torque ratio of 2.1 to 1, it is highly 
efficient, remarkably dependable in helping to put the 
“automatic” in automatic transmissions. 


AMERICAN BENEFITS EVERY DAY FROM THE 185 PRODUCTS MADE BY 


in Detroit. 

Special motor vehicle taxes to- 
taled $3,845,000. 

State motor vehicle fees and gas- 
oline taxes totaled over $1,400,000. 

Special truck taxes exceeded $1,- 


ALMOST EVERY 


105,000,000. BORG & BECK + BORG-WARNER INTERNATIONAL + BORG-WARNER SERVICE PARTS 
Average state taxes per vehicle CALUMET STEEL « DETROIT GEAR « DETROIT VAPOR STOVE « FRANKLIN STEEL 
was $52.31. INGERSOLL PRODUCTS « INGERSOLL STEEL + LONG MANUFACTURING 
a: eeaiat anne meee fanee were LONG MANUFACTURING CO, LTD. « MARBON + MARVEL-SCHEBLER PRODUCTS 
—— e total state pen borane JOINT » MORSE CHAIN » MORSE CHAIN CO. LTD. 
rs ; | rropucrion | + NORGE-HEAT + PESCO PRODUCTS + ROCKFORD CLUTCH 
Phas Bag ca pa ecg drgenneeg j sew uiee dir SPRING DIVISION » WARNER AUTOMOTIVE PARTS « WARNER GEAR 
000,000. WARNER GEAR CO., LTD. 


Motorists paid $1,300,000,000 
federal taxes. 
State sales taxes on auto prod- 
ucts reached $276,000,000. 
* * oJ 


Behind the Times? 
w-O-O-H what? There are more] | Met Oe ee 
‘~ than 46,000 car and truck deal-! — Sees rs 


in 
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NADA Attendees Told How ... 





Better Business Management 


Eprror’s Note: Following are 
excerpts from talks given by six 
speakers at the “Business Man- 
agement and Taxes” clinic at the 
NADA convention. L. M. Stewart, 
of St. Louis, was the moderator. 
Others participating were: Clark 
M. Moody, director of NADA’s 
dealer business management de- 
partment; George H. Jones, 
Corpus Christi, Tex.; E. A. Bo- 
gert, Pocatello; Martin H. Coch- 
ran, vice-president of Stokes Tax 
Controls, Inc., New York and 
J. M. Sanders, Washington. 

By L. M. Stewart 

ET us see what the dealers’ 

economic experience was this 

past year and what the outlook is 
for the year 1952, and first of all, 
ask ourselves this question: “What 
prompted you and me to go into 
the automobile business in the first 
place?” 

There may have been many 
and varied circumstances that 
contributed to our entering the 
business, but there was one mo- 





tive that was common to all of 
us and it was the deciding factor: 
We believed that the employment 
of our capital, time, effort and 
ability would produce a reason- 
able return. 

We didn’t go into this business 


just to be a good fellow or to fan| 


our vanity by having our name 
above the door, or to dispose of a 
given number of cars that some 
factory had the capacity to pro- 
duce. 

We went into the business to 
render a genuine service to the 
people of our community and to 
make a reasonable profit doing so. 
We were a party to the profit sys- 
tem, which is the spirit of free 
enterprise, and that is what makes 
the automotive industry a great in- 
dustry and what makes America a 
great nation. 

If the time should ever come 
when profits in our business are 
completely dissipated, it would be 
such a shock to the economy of 
the country that we might become 





vulnerable to the attacks by de- 
structive influence from abroad 
and from within our own borders. 


Our responsibility to see that this 
business of selling and servicing 
motor vehicles produces a reason- 
able profit is a very real one. 

* * * 
Te? CARRY out this responsibility 
we must constantly endeavor to 
bring about a closer and more 
friendly relatienship between the 
manufacturer and the merchant, 

The dealer councils should sit 
around the conference table and be 
prepared to replace old prejudices 
with up-to-date facts, if we hope to 
protect our business against profit- 
destroying policies. 

We must be willing to extend 
our wholehearted support to our 
trade association at the local, 
state, and national levels if we 
hope to defend our economic 
interests. 

In reviewing the dealers’ busi- 
ness record since 1949, with the 
view of detecting any alarming 








seporate entrances. 





Schwien's New Home in Townshend, Md.— 


Opened on the site where their father established a dealership 32 years ago, is the 
new home of Schwiens' Garage (DeSoto-Plymouth), Townshend, Md., operated by Kurt 
and Walter A. Schwien. The building is of steel and block construction and covers 
6,900 square feet. Service department, with 3,600 square feet, has eight bays with 





trends that might give us some 
indications as to the direction in 
which we are headed, profit-wise, 
I want you to know that it is not 
my purpose to appear before you 
as a pessimist, but I feel it is 
tremendously important that we 





take note of some of the storm 





EVERY CAR NEEDS A 


FRAM 





RADIATOR & WATER CLEANER 


Provides Complete Cooling System Protection 


Every customer’s a prospect. Every 
sale starts an endless chain of replace- 
ment profits. The new Fram Radiator 
& Water Cleaner offers you another 
great opportunity to build a huge new 
market for replacement cartridges — 
a market just as big, just as profitable 
as the one built by the famous Fram 


FRAMteBEST. .. by actual test! 


Here’s positive proof Fram outperforms other popular oil 
filter cartridges. In scientific laboratory tests Fram removed 
from 69% to 114% more dirt than all other popular brands 
tested. Ask your Fram Distributor to show you the whole 
story in “FILTER FACTS,” the amazing new book with all 
the answers to your filtration questions. Remember, Fram 
Sells Best because Fram Filters Best. 
FRaM CORPORATION, Providence 16, R.I. 
In Canada: J. C. Adams Co., Ltd., Toronto, Ont. 


F-4 Oil & Motor Cleaner. The facts 
show that the need for cooling system 
protection is already staggering. Each 
year motorists spend over $100,000,000 
on cooling system repairs. Turn this 
waste into maintenance dollars that 
bring you steady profits. Stock, sell 
the Fram Radiator & Water Cleaner. 





harmful solid 


Here’s how it works. It filters out 


particles. Softens the 


water to prevent scale deposits. Inhibits 


to-install kit. 


trucks. Strong 


the formation of rust. And it’s harmless 
to antifreeze. Comes complete in easy- 


Uses standard heater 


hose. Two models fit all cars and 


Fram national ads in 


Saturday Evening Post, Life, Collier’s 
& Popular Science are pre-selling your 
customers. Stock up and cash in, now! 








signals that are becoming very 
distinct on our economic horizon. 

I think the smart businessmen 
among the automobile dealers are 
going to study these signals with 
greater earnestness than they have 
for quite a number of years, and, 
if they find that their management 
or methods have become a little 
loose, I am sure they are going to 
take steps to tighten up on their 
controls. 

* * ? 
yo are some of the things 
that should concern the deal- 
ers today? 

Well, there is curtailed produc- 
tion dictated by government. That 
means drastically reduced sales vol- 
ume by the dealers. There are in- 
creased prices that have a ten- 
dency to restrict markets; there 
are the materially increased costs 
in operating a business. There are 
the ever-increasing taxes at the 
local, state, and national levels, 
which now absorb much more of 
your operating profit than you are 
allowed to keep. 

The running of an automobile 
business, so that it produced a very 
satisfactory profit, during the first 
three years of the post-war period 
was relatively easy. 

The easy profit years for the 
automobile dealer, in my judg- 
ment, are over, and the dealers, 
both large and small, are going 
to have to be good managers, if 
they hope to realize a profit in 
their business commensurate 
with the capital invested. 

The profit experience of the 
dealers, during the first quarter of 
1951, was most encouraging; but 
that was the period when the pub- 
lic was suffering from war hysteria, 
when they were buying automobiles 
from fear. 

On March 31, 1951, in bold head- 
lines, in almost every newspaper 
throughout the country, the public 
was informed that, instead of the 
production being curtailed during 
the first three months of the year, 
the industry had broken all pro- 
duction records, and, on Apr. 1, 
the buying attitude of the public 
completely changed. The profit ex- 
perience of the dealers, from that 
date, has steadily decreased. 

- z x 

j= operating profit of all deal- 

ers, large, medium and small, 
dropped in the second quarter in 
comparison to the first quarter, by 
almost 30 percent, and it continued 
to drop. The most recent survey 
made for November showed that 
the percentage of operating profit 
of all dealers, in comparison to 
the operating profit of all dealers 
during the first quarter of 1951, 
dropped 66 percent. 

The operating profit before 
taxes experienced by the dealers 
in the first three months of 1951 
was 88 percent of their total 
sales and, in November the profit 
was only 3 percent. 

Now let us estimate that the pro- 
vision for taxes was 55 percent of 
the operating profit, then the deal- 
ers’ net profit for November was 
less than 1% percent and, surely, 
we will all readily agree that when 
the merchandising branch of the 
automotive industry experiences a 
net profit of less than 1% percent 
of sales volume, we dealers are 
definitely in the economic danger 
zone. 

New-car sales dropped 25.8 per- 
cent in comparison to November, 
1950, but profits before taxes 
dropped 35.6 percent. In other 
words, the dealers’ profit is drop- 
ping at a more rapid rate than 
production is being restricted, 

(Continued on Page 19, Col. 1) 
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(Continued from Page 18) 
which means that the further cur- 
tailment of production contem- 
plated by the government will 
result in dealers operating at a 
loss unless the dealers can do 
something about reducing their ex- 
penses or increasing their margins. 
* x + 
OW let’s take a look at the 
.‘ used-car situation, as reflected 
by our survey of the dealers oper- 
ations for November, 1951, in com- 
parison to November, 1950. 


We find that last November 
the dealers sold two used cars for 
each new car, and in November, 
1950, the dealer had to sell only 
1% used cars for each new car 
sold. And we also find that 39 
percent of his used cars in stock 
at the end of November, 1951, had 
been in stock for over 30 days, 
and this warrants the dealers’ 
attention. . 
New-car and used-car inventor- 
ies haven’t increased very much 
nationally, but it is glaring that if 
the dealers hope to stay out of the 
red in 1952 they must find ways 
and means of improving their per- 
centage of gross profit, and it is 
imperative that they find ways and 
means of reducing their expenses. 

= » * 


By Clark M. Moody 


I WOULD like to talk to you 
about the composite averages 
we give you in the “Profit or Loss 
Facts” bulletins. 

We follow recognized professional 
methods in working out the figures 
we give you, and we take a great 
deal of pains to see that they rep- 
resent true industry averages. 

To do this we take into account 
all the various things that might 
have a bearing on each dealer’s 
operating results—the size of 
dealership, the make of car han- 
dled, and the geographical loca- 
tion. When we put them all to- 
gether in the proper proportions, 
we are told by the people who 
are in the business of conducting 
surveys of this kind that the 
final figures are as accurate as 
they can be made. 

They are designed only for one 
purpose—to help you to better 
profits by giving you an opportun- 
ity to make a quick comparison of 
the various phases of your own 
business. 

It will only take a short time for 
your bookkeeper to figure your 
own averages, and to put them 
down in the spaces provided for 
your volume group. There you have 
your comparison, and you don't 
have to be an expert accountant or 
mathematician to see at a glance 
those places where you are above 
or below the average. Each one of 
the averages then becomes a yard- 
stick with which to measure your 
own results. 

Start with the most important 
figure, and the only one that pays 
off in the long run—the percentage 
of operating profit to sales. If you 
are getting a smaller percentage of 
return from your business than the 
average, the chances are you have 
some weaknesses in your operation 
that you can do something about. 

Now, since the profit percentage 
is just the difference between your 
gross profit and your expenses, 
take a look at those two figures. 
They will point to trouble immedi- 
ately. Is your gross profit low, or 
your expenses high, or is it a com- 
bination of both? 

If your gross is low, there are 
two things that can cause it— 
either you’re not getting the 
margin you should on some of 
the things you sell, or your busi- 
ness is out of balance, so that 
you are long on lower margin 
sales, and short on the ones that 
bring in the most revenue. 

” + * 


NJOW suppose that you have a 
+ pretty well balanced operation, 
but your gross is still low. 

In nine months this year the av- 
erage dealer in your group made 
$32 gross on very used unit he sold. 
Did you make that much? The 
average gross on parts and acces- 
sory sales was 28% percent, How 
did yours compare with that? 

Did you gross as much as the 
average of 31.2 percent on your 
combined service and parts busi- 
ness? [f you are below average in 





one or more of these three compar- 
isons, the figures point the way for 
a further investigation to find out 
where the trouble lies. 

How is your ratio of used-car to 
new-car sales? 

Those of you who were in busi- 


ness before the war will remember | 


when you had to sell 2% or 3 used 
cars for every new one you de- 
livered. You will also remember 
that since you seldom made a profit 
on a used car, a high ratio of used- 
car sales simply added to your 
losses in that department. 

The average for group I dealers 
in November was 1.9 used ones to 
one new one—more than double 
the ratio in the first quarter of 
1949, when it was less than 1 to 1. 

As long as you can make 
enough gross on your used cars 
to at least pay all the overhead 
in that department the number 
you sell isn’t too important, It’s 
something to watch closely, how- 
ever, as used-car profits become 
smaller and smaller. 

I believe you will agree that the 


j}used cars that stick 


in inventory 
over 30 days are generally the ones 
that cost you money. That’s why 
we give you an average figure on 
30-day cars. 

This is something that will bear 
watching, as the average for all 
groups combined was 39 percent at 
|the end of November, and 44 per- 
|cent for group I dealers. 
| We give you figures showing the 
| average increase in parts and ac- 
|cessory inventories, and what that 
|investment represents in terms of 
the number of months’ supply on 
hand. 

Although you may be experienc- 
ing a shortage on certain items, 
your reports to us leave little room 
to doubt that parts stocks are at 
an all-time high, and that your 
turn-over of less than twice a year 
is the lowest in the history of the 
business. That’s something else to 
watch. 

We show you the average stock 
of new cars on hand, and how this 





| 
| 
| 








Chevrolet for Nurses— 


Dr. J. J. Lightbody (left), medical direc- | 


tor of the Michigan chapter of the Arthritis 
and Rheumatism Foundation, presents the 
keys of a new Chevrolet to Emilie G. Sar- 
gent, executive director of the Visiting 
Nurse Assn. of Detroit. Helen M. Lehman, 
physical therapy supervisor of the nurses 
association, looks on. The car was donated 
by Henry T. Ewald, chairman of the Mich- 
igan chapter of ARF. 





compares with some previous 
period. 
* * * 
AST, but by no means least, we 
show you the average figures 
on service absorption. 


I know you will all 





recognize 
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that old friend — or enemy — of the 
dealer, as the case may be, and 
know that it is a measure of your 
ability to cover your operating, or 


fixed, expense with the revenue 
from your service and parts opera- 
tions. 


I need not remind you that the 
average of 63 percent at the end 
of nine months last year is not 
good. That means that most of you 
are making up a very sizeable 
deficit with gross from your new 
car business before you can show 
any profit at all for yourselves. 

That is the most serious problem 
dealers are facing today, and it will 
become increasingly difficult as 
further production cuts promise to 
bite more deeply into your new-car 
business. 

* * * 
By George H. Jones 

VERYONE of you has a finan- 

cial statement. You should 
understand them. But they do not 
show the stop and go signals— 
they’re too slow. You must have 
some sort of a daily report to tell 
you where you were yesterday and 
show the results of the month to 
date. 

Regardless of the size of your 
dealership, you must have figures. 

(Continued on Page 28, Col. 1) 
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Any doubts? 
Here’s proof: 


Even in times like these, there are some 
things you can count on—for sure. One of 
them is what to expect when you make 
your NAPA Jobber your source for parts 


and supplies. 


@ QUALITY PARTS: “Equal to or surpass- 
ing in quality the parts they replace’’... 
that statement of policy has governed 
every NAPA line since NAPA began. 


@ BROAD COVERAGE: The lines your 
NAPA Jobber stocks will meet the vast 


NATIONAL AUTOMOTIVE PARTS ASSOCIATION « 





and trucks of all 


majority of your requirements for cars 


makes and all ages. 


@ FAST SERVICE: In addition to his own 


stocks, the NAPA Jobber commands 
master stocks of every line in the nearby 


NAPA Warehouse. Even rarely used 


@ SELLING HELP: 


numbers can be in your hands fast. 


Organized cataloging, 


strong national advertising in The Post 
and Collier’s, powerful, practical display 


material . . . your NAPA Jobber offers 


 B) 
Ma. the Gaigee 
Shilependind Faria. Chganizaiton un the Frduddy ! 


DETROIT 1, 


them all, not on a single line or group of 
lines, but on a// NAPA lines. 


All these advantages become your ad- 
vantages when you concentrate your pur- 
chases with your NAPA Jobber. Think 
about it. Call your NAPA Jobber frst. 


MICHIGAN 
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Dealer 





Doings 








Huntley Lloyd jr., president of 
Suburban Nash, Inc., Baltimore, 
has opened his new dealership at 


7101 Belair Rd. Dolly Heinz, said | 


to be the first car saleslady in 
3altimore, is employed there. 
* * * 


Cavanaugh Shop Opens 


Leo A. Cavanaugh, Inc. (Chrys- 
ler-Plymouth), 557 Second St., 
Manchester, N. H., announces the 
reopening of its auto body shop. 
Paul Boisvert is in charge of the 
shop. The staff also includes 
Maurice Godbout and Fred Carig- 


nan. 
* * * 


Rootes Appoints Two 


Henry Henkel, manager of Rootes 
Motors in Beverly Hills, Calif., has 
announced appointment of Peter 
Gooch as field representative and 
addition of Ed Koske, who has 
been transferred from Rootes New 
York office, 


* * * 


Scott Heads Chamber 


Lloyd W. Scott, head of Scott Mo- 
tor Co. (Chevrolet), Topeka, Kans., 
has been elected president of the 
board of directors of the Topeka 
chamber of commerce. 

+ * * 


New York’s Hallman Buys 


Dealership in Johnstown 


Maynard W. Hallman, president 
of Hallman’s Central Chevrolet Co., 
Inc., 200 E. Ave., Rochester, N. Y., 
has announced the purchase of 
Motor Sales Co., Johnstown, Pa. 

J. Wesley Rose, of Rochester, 
general manager, secretary and 
treasurer of Hallman’s’ Central 
Chevrolet Co., is also serving in the 
same capacity at Motor Sales Co. 

* ok ok 


Davis Sells L-M Deal 


Gordon Davis, owner of Gordon 
Davis Motor Sales (Lincoln-Mer- 
cury), Utica, N. Y., has announced 
the sale of the business to Edward 
A. Cater, of Rochester, N. Y. The 
firm will be known as Cater Lin- 
coln-Mercury Sales, Inc. 

* * a 


Lare Names Scheel 

Howard Lare, president of How- 
ard Lare, Inc. (Ford), Detroit, has 
appointed Fred Scheel general sales 
manager of the dealership. Scheel 
has been in the automotive business 
for 31 years. 

* * * 


Dixie Olds Deal 


Dixie Auto Sales, Brookhaven, 
Miss., has announced its ap- 


advisory council. Hyer is chairman 
lof the 1952 Denver auto show, 


Swanson Buys Rupp 
| §tock and equipment of Rupp Mo- 
|tor Co., Inc., Hays, Kans., has been | 
purchased by S. J. Swanson, of | 
|Manhattan, Kans. The company will 
| be operated as Swanson Motor Co. | 
| * + * | 

Hose Sells to Brother 
W. B. Hose has sold his Harring- 
ton (Wash.) Motor Co. to his 
brother, Howard. The firm has been 
operated by the former for a 
quarter century. 

* 


} 
* * - 
| 
| 


* 


Willys Names Mazzoni 
Ed Mazzoni Motors, Inc., Milwau- 
kee, has been appointed southern 
Wisconsin distributor for Willys- 
Overland cars, trucks and parts, it 
has been announced by Howard P. 
Grove, Willys sales vice-president. 
* a + 


Clayton Moves 
Clayton Motors (DeSoto-Plym- 





ling at 8455 Maryland Ave. in Clay- 
|ton, Mo. The new location provides 
|}enlarged service and parking facili- 
|ties, according to Granville Bates, 
president of the new dealership. 

* * * 


Arrow Pontiac Building 

A $300,000 building is being 
erected in Anderson, Ind., for Ar- 
row Pontiac, Inc., and is expected 


| to be ready for use in February. 
* * * 


Bronson Motors Sold 


Jim and Earl McLaughlin have | 


Co. 
from 


purchased Bronson Motors 
(Packard), Grants Pass, Ore., 
George Bronson. 

* * x 


Packard in Brookhaven, Miss. 

The first Packard dealership in 
Brookhaven, Miss., has been 
opened by Harry Drury and 
Avery Dille, who was formerly 
with Minn Motors Oldsmobile 
agency in Washington, D. C. 

ca + + 


Hall’s Three Rules 


P. W. Hall, head of the DeSoto- 
Plymouth dealership in Riverside, 
Calif., says that he believes that 
his success is due to three simple 
rules. They are: (1) He shares his 
profits with his organization. (2) 
He uses the Golden Rule in every 











K-F's First Buyer Repeats— 

The owner of the first Frazer car produced by Kaiser-Frazer was back last week for 
his second K-F product purchase from Norris Motor Sales, Ypsilanti, Mich. Harry C. 
Peet, Ypsilanti realtor (second from left), is taking delivery on a 1952 Kaiser Virginian. 
With him (left to right) are the three partners in the dealership, Robert Lowry, sales 
manager; Ron Norris, president, and Sam Lambdin, service manager. Peet bought the 
first 1947 Frazer in June, 1946. 





operation. (3) He employs no pusil- | off partnership in Northwest Dis- 

lanimous people. | tributing Co. and Northwest Motor 

* * ie Ziegelmeier will continue North- 

° | west Motor Co. Associated with 

Break Off P artnership [him are Owen Dragt, manager; 

C. E. Harrison and C. B. Ziegel-| Bert Dragt, parts; Ferd Schroeder, 
meier, Colby, Kans., have broken | (Continued on Page 21, Col, 1) 





outh) has moved into a new build- 














Now passenger car 





pointment as an Oldsmobile deal- 


ership. 
* * 


Long Names Skainek 

Al Long, president of Al Long, | 
Inc. (Ford), Detroit, has announced 
appointment of George Skainek as 
truck sales manager. Skainek has | 
been with Long since January, 1947. | 
x ck & | 

Nordhus Sells K-F Deal | 


Nordhus Motor Co. (Kaiser-Fra- | 
zer), Marysville, Kans., who recent- | 
ly purchased the Buick dealership 
from the Thompson company there, 
has announced sale of its Kaiser- 
Frazer franchise to the Parry 
Automotive Service of Marysville. 
* * * 


Buell Buys Kansas Firm 


Lloyd H. Buell, Nickerson (Kans.) 
Ford dealer for 23 years, has pur- 
chased Welch Motor Co., Lyons, 
Kans., from Howard Welch. The 
name of the firm will be changed | 
to Buell Motor Co. 


* * * 


Mills-Morris Cited 


Mills-Morris Co., Memphis, has 
received the American Legion 
national citation award for em- 
ploying more physically handi- 
capped veterans in proportion to 
its total number of employes than 
any other firm in Tennessee. 

* ” * 


Thomas, Hyer in New Firm 





Lester Thomas, president of 
Thomas-Hickerson Motor Co. 
(Dodge-Plymouth), Denver, and 


Jack Hyer, secretary-treasurer, 
have purchased a substantial inter- 
est in the Robert F. Clark Co., 
appliance distributors in that city. 
Thomas has been in the auto busi- 
ness in Denver for 30 years and is 
a member of the national Dodge 





operating ease, conve 
comfort for the driv 





manufacturers can offer 


braking that is comparable to the accelerator in 


nience and fatigue-saving 
er. Treadle-Vac gives an 


. entirely new type of passenger car brake control, 
using the proved operating principles of the 
Bendix*Hydrovac; the world’s most widely used 
power brake. An easy ankle movement, much 


like working the acce 


lerator, is all the physical 


force needed for normal braking. And what is 
equally important, the brake treadle can be on 


about the same level 


as the accelerator, so that 


the foot moves from one control to the other by 
simply pivoting on the heel. Thoroughly proved 


by years of testing, t 


his latest development of 


Bendix engineers gives car manufacturers an 


opportunity to offer t 


heir customers for the first 


time the easiest, safest, and smoothest braking 
that can be imagined. From the standpoint of 


both appearance and 


performance, it is one of 


the finest new selling features available in years. 


Get the detailed story 
passenger car control 
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The old fashioned, long travel, high brake pedal requiring a lifted foot and 
leg power pressure can now disappear from the floor boards of modern cars. 





With Treadle-Vac the heel never needs to leave the floor. The low pedal, 
short travel and toe touch action mean that the swing from accelerator to 
brake can be made merely by pivoting on the heel. 










Braking with Treadle-Vae is not only easier, but it is faster as well. Shifts 
from "go" to “stop” control are made in one fourth less time. This can 
mean five feet shorter stopping distance at 60 miles per hour. 























Dealer Doings 
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bookkeeper, and Kenneth 
shop foreman. 


Grant, ;the president of the new dealer- 
ship. G. Ralph Terry is his partner. 


* * * * 


a " 
Rudd Opens Lot 

A 12,000-square-foot open air 

“showroom” for used cars has 

been opened by Rudd Buick Co., 

Burlingame, Calif. Denny Cordott 

is in charge of the new quarters, 
according to R. E. Rudd. 


* * * 


Thompson Buys Talbot 
W. Stuart Thompson jr., for- 
mer Ford dealer in Kirkwood, 
| Mo. has bought Talbot Motors 
| (Chrysler - Plymouth), Easton, 
Md. The transaction was handled 
through David Jaret Co., Inc., 
business brokers, Brooklyn, N. Y. 

Opens New Facilities * * * 

Louis A. Domingue, owner of : 
Willys-Overland Studson Sales Co., | Persia Remodels 


Lafayette, La., announces that the| Mike Persia, of Mike Persia | air 
company has opened its new facili- | Chevrolet Co., Inc., 317 N. Rampart | are Clay-Dutton, Inc., and Riverside | 


keeper, W. G. Emmert. 


ties on W. Simcoe St. The new | St., New Orleans, has doubled the | Motors, Inc. 
building is 100 by 150 feet. |size of his parts department and) * * * 
2) ae oe has remodeled his showrooms. Copeland Dissolution 


* * + 


€i ; | | Copeland Chevrolet Co.,_ Inc., 

Kimbel-Terry Dealership | Delta Motors (Mercury) | Leesville, La., has filed notice of 

Opens in Elyria, 0. | Delta Motors, Inc., 3901 Banks | dissolution of its charter of incor- 
Kimbel-Terry, Inc. (Lincoln-Mer- | st. New Orleans, has opened as g | poration. —a 

cury) has opened at 69 Broad St.,| Mercury dealer under the manage- | oeee 

Elyria, O. ‘ment of Denis J. Bergeron. This | Phillips Sells Out 
George F. Kimbel, who has been | marks the third Mercury outlet in| The Pontiac dealership in El- 





in the auto business 27 years, is|the Crescent City. The other two! lensburg, Wash., formerly . held 








—A Low, Light-pressure Brake pedal 





Comparable to the 
Accelerator in Operating Ease! 








| Quiz for Minneapolis Chevrolet Salesmen— 

This group of Chevrolet salesmen from the Twin Cities attended the 1952 Product 
| Quiz conducted by C. R. Fike, city manager. Judges were dealers L. S. Grossman, 
R. R. Kriesel and W. H. Crossland jr. Quizmaster was H. B. Brellenthin, and score- 


by Phillips Motor Co., has been 
taken over by a firm headed by 
J. D. Saad and Joe Hughes. 


* + + 


Sellars Named at S. and C. 


Raymond G. Sellars, formerly of 
New York City, has been appointed 
sales manager for S. and C. Mo- 
tors (Ford), Oakland, Caiif., ac- 
cording to Al Schlesinger, head of 
the firm. Sellars replaces Bill Cham- 





| 
| 
} 
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bers, who has been promoted to 
fleet and truck manager. 
* * * 


Kiwanians Cite Beaupre 


Robert Beaupre, proprietor of 
3eaupre Motor Sales, Rochester, 
N. H., has been given a one-year 
perfect attendance pin by the 
Rochester Kiwanis club 


* , ‘ 


Park Square Gets Nash 

Park Square Motors, 103 Em- 
pire Blvd., Brooklyn, N. Y., has 
been appointed an _ authorized 


Nash dealership. The firm is 
headed by Mike Boras. 
* * * 


Smith Opens Nash Deal 


Shelton Smith, dealer in Mis- 
sissippi and Louisiana during the 
past 30 years, has been appointed 
a Nash dealer in New Orleans and 
is operating under the firm name 
of Shelton Smith Nash Co., 1018 
Baronne St. or 

* 


Realty Firm Buys Building 
Of Springfield Noyes Co. 


One of the larger of the record 
number of property transfers re- 
corded recently in Springfield, 
Mass., was that of Springfield 
Noyes Co., Inc., formerly Spring- 
field Buick Co., to Clifton Realty 
Corp. for land and buildings at 
Gardner St. and Columbus Ave. 





This is the present home of the 
|late Springfield Buick Co., over 
|which William C. Lynch presides. 
| The company occupies the property 
as a tenant. Prior to the final 
transfer, the property was con- 
veyed to H. K. Noyes & Son, Inc., 
;}and thence to the last grantor, 
| Noyes Realty Co., Inc., of Boston. 
| Stamps on the document indicated 
a sale price of $170,000, and at the 
same time, there was recorded a 
mortgage of $150,000 given back to 
the last grantor. 
* * * 


Hartman Nash 


John L. Hartman is the new Nash 
dealer in Grass Valley, Calif. The 
dealership is known as Hartman 


Nash. 
o = = 


Byron-Wood Honored 

| Clyde Riley, regional manager of 
the Pacific division of Studebaker, 
has announced the award of a five- 
year plaque to Byron-Wood Motors, 
South Gate, Calif. John Van Trigt, 
district manager, presented the 
plaque to Lester W. Wood, secre- 
tary-treasurer of the dealership. 

* * * 


Pasadena Likes Mercurys 

Harlan G. Loud of Foothill Mo- 
tors, Pasadena, Calif., says that 
| during the third quarter of 1951, 
|Mercury sales in Pasadena out- 
|numbered those of all other cars 
jexcept the three lowest-priced cars 
| Ford, Chevrolet and Plymouth, 


* * “ 





| Denver Hudson Distributor 


| Announces Personnel 


| Lowen - Thompson - Brown, Inc., 
}1300 Lincoln St., Denver, recently 

named Rocky Mountain distributor 
| for Hudson, has listed the following 
|personnel in its organization: 
| Charles J. Lowen jr., president: 
| A. D. Thompson, vice-president and 
|secretary; Fletcher Brown, vice- 
|president and treasurer, and Leo 
Walton, retail sales manager. Ed 
Lilley is used-car manager; Swede 
Ahlstrom, service manager, and 
Joe Lambrecht, parts manager. 

Clay Garrison has been made 
southern territory district man- 
ager; Clifford Kniffen, manager of 
the northern territory, and William 
Figy, office manager. 
* * 


Erhart Handles Willys 


Erhart Motor Car Co., Inc., 1570 
Main St., Buffalo, has been named 
distributor of Willys cars and 
utility vehicles. Harry J. Erhart is 
president and treasurer, and his 
son, John H. Erhart, is vice-presi- 
dent and secretary. Erhart has 
given up its Kaiser-Frazer distribu- 
torship. 

* * * 


Beverley Hills Buick Firm 
Purchased by Wallace 


Appointment of Wallace Buick 
Co. as dealer at Beverley Hills, 
Calif., has been announced by R. J. 
Kelly, Los Angeles zone manager. 

The new dealership is owned by 
William A. Wallace, who has pur- 
chased the interests of Robert S. 
Howard Buick Co. The _ business 
will be conducted with the same 

(Continued on Page 22, Col. 1) 
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facilities and no change in location. 
Irving White, service manager, and 


the majority of the Howard per-| 


sonnel, have been transferred to the 
Wallace organization. Wallace has 
been a Studebaker dealer at Burl- 
ingame, Calif., for the past three 
years. 

+ * * 


Jacobs Motors Formed 


Andrew Jacobs jr. has announced 
the purchase of Lawrence Motors, 
Inc., Dodge-Plymouth dealership at 
586 Main St., East Aurora, N. Y., 
and the appointment of Charles 
Kamper as general manager of the 
new firm, to be known as Jacobs 
Motors, Inc. 

* * a 
Rogers Buys 2 Buildings 
From Kenmore Motor 

Andrew Rogers, owner of A. 
Rogers Studebaker dealership, 2548 
Elmwood Ave., Kenmore, N. Y., has 
purchased two buildings from, Ken- 
more Motor Co., Inc., at 2965-73 
and 2959 Delaware Ave. The pur- 





There’s a big difference between a 


possul 


chase _ price approximately 
$105,000. 
Rogers said he will move his 


sales and service operations, in ad- 


was 


new location 
ruary. 


in January or Feb- 


* * * 


| Portland (K-F) Used Cars 


A used-car bargain center is be- 
ing set up by the Portland Street 
Garage (Kaiser-Frazer) in down- 
town Boston, adjacent to its new- 
car dealership. -Thomas Brodlieb 
and Harold Shore, partners in the 
firm, announce that Bernhardt 
| Leviton will be sales manager. 
| * * oa 

Montgomery Motor 
Montgomery Motor Co., Brook- 
lyn, Ia., has been sold to Frank 
D. Potts, Des Moines. 
* * * 
Latimer Nash Closes 

Latimer Nash Motor Co., Port 
Arthur, Tex., has gone out of busi- 
ness, according to James L. Lati- 








dition to two used-car lots, to the} 


and a 
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|mer, president of the firm. Al G.| 
| Jenkins, of E. P. Baker Co. (Dodge- | 
|Plymouth), has leased the building | 
there and started operations. 

- * * 


Burton Buys Chevrolet Deal 
Myers Chevrolet, Adel, Ia., has 
been sold to William Burton, | 
Kansas City, it has been an- 
nounced by Bert Myers, former 


owner, 
+ - + 


Frank-Willys Sales | 


Frank-Willys Sales, Inc., Bowling | 
Green, O., has been granted incor- 
poration papers, it was announced 
in Columbus. Incorporators are 
Homer Frank, S. W. Leverson and 
Moses Lane. | 


* * x 


Hallman Buys Pa. Deal 


Maynard W. Hallman, president 
of Hallman Central Chevrolet Co., 
Rochester, N. Y., has announced 
the purchase of a Chevrolet dealer- 
ship in Johnstown, Pa. 

+ * * 


Dahl Motors Formed 


Dahl Motors Waterloo, Inc., La- 
Crosse, Wis., has been formed with 
a capital stock of 1,000 shares of 
common at par value of $100 a 
share. Incorporators are Howard 











a3 : FY 


Dealers Serving 


Pittsburgh March of Dimes— 


Handling the distribution and collection of coin boxes for the March of Dimes in 
the Pittsburgh area are these members of the Pittsburgh Automobile Dealers Assn. 
Seated left to right are: Robert G. Gunn, J. J. Lawler jr., president; William F. Chase, 
county campaign chairman; Sidney Skillman, associate chairman, and W. F. Reithmiller. 
Standing are A. McClinchie jr., C. P. McKee, Hartley Graham, Edgar McKean jr., Earl 
N. Jamison and Max Bloom. 





and Kenneth Dahl, and Russell 
Loeser. 


* * + 
Thompson for Sheriff 
E. S. Thompson, president of 


Thompson Motor Sales, Charleston, 
W. Va., has thrown his hat in the 











blossom 


—and there is a powerful difference, too, 
between performance and “ETHYL” performance! 





ANTIKNOCK 
COMPOUND 


—ETHYL 
CORPORATION 


TRADE-MARK 


gasoline’s higher antiknock 


.Yes, there’s a powerful difference between the 
performance of an engine using just gasoline 
and one using “Ethyl” gasoline. When you set 
the timing to take full advantage of “Ethyl” 


quality, your cus- 


tomer gets ‘‘Ethyl’”’ performance—more power, 
quicker starting, more mileage. And you get 
happier, more satisfied customers. 


ETHYL CORPORATION, New York 17, New York 


Other products sold under the ‘* Ethyl” trade-mark: salt cake...ethylene dichloride...sodium (metallic)...chlorine (liquid) .. .oil soluble dye... benzene hexachloride (technical) 





ring for the Democratic nomination 


for sheriff. 
* + 


a 
Dealer’s Display 
San Gabriel Valley Motors, Lin- 
coln-Mercury dealer in San Gabriel, 
Calif., used its entire showroom 
window as a gigantic Red Cross 
display, which depicted U. S. fight- 
ing troops in Korea. It received a 
great deal of favorable comment 
over the holidays, according to 
Tom Sherlock. 
. * * 


Brewbaker Sells Dealership 


In Buchanan, Va. 


Ray Brewbaker, operator of 
Brewbaker Motor Co., Inc., Bu- 
chanan, Va., has announced sale 
of the firm to A. D. Hawkins and 
J. A. Nininger, of Roanoke. 

The Brewbaker firm was organ- 
ized in 1917 and is reported to be 
the second oldest dealership in 
the state to be operated under 
the same name for that length of 
time. Ray Brewbaker has headed 
the company for the past 10 
years. 

* coll a 


Miller Sells to Sutton 
Roy Miller, Dodge-Plymouth deal- 
er in Sacramento, Calif., since 1934, 
has sold his business to William A. 
Sutton for a reported sum of more 
than $1,000,000. 


* * ? 


30th Anniversary 


Jenkins and Batterson, Perry, 
Ia., has celebrated its 30th anni- 
versary as an auto dealership. 
M. E. Jenkins, owner, is a former 
mayor of Perry. 

* . © 


Booth Motor Co. 


Frank L. Wirth is the new oper- 
ator of Booth Motor Co. (Ford- 
Mercury), Harlan, Ia. Bruce C. 
Johnson, former partner, has with- 
drawn. 


* 7 * 
Brouwer Opens K-F Deal 
Brouwer Sales and Service Co. 
(Kaiser - Frazer), Pella, Ia., re- 
cently held the grand opening of 
its dealership facilities there. 
2 ae . 


From Gridiron to Showroom 


Tom Fears, star end for the Los 
Angeles Rams professional football 
team, has been named Lincoln sales 
manager for Lincoln-Mercury Co. 
of San Fernando, Calif., it has been 
announced by Jimmy Vann, presi- 
dent of the firm. | 4 


Shenango Valley (Pa.) Deals 


Offer Cars to Schools 


The Sharon (Pa.) board of edu- 
cation has appointed Superintend- 
ent C. M. Musser to study an of- 
fer of Shenango Valley automo- 
bile dealers to provide cars free 
to any Valley school district 
which adds a  driver-training 
course to its curriculum. 

a . 


Hudson Sales Drive Leaders 
In N. California Listed 


Results of a two-month sales 
campaign among northern Cali- 
fornia Hudson dealers have been 
announced by Frank Hart, assist- 
ant zone manager in San Francisco. 

The leader was Lloyd Johnson, of 
Harry King Co. San Jose. Al 
Monahon, of Walter W. Anderson 
Co., Oakland, and Clarence Krieger, 
of Harry Krieger & Sons, San 
Francisco, tied for second. 

Next in order were Ben Davidian, 
of Ted Schmall & Sons, Fresno, 

(Continued on Page 23, Col. 1) 
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business in 1940 at Cleveland and 
later was appointed district man- 
ager of Shell Oil Co. He also served 
jas district sales and service repre- 


Doings 
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id Cc. C. Frederickson, of Walter 
. Anderson on, Oakland. 


MacBride Siubsboher 


Appointment of Robert MacBride 
1s Studebaker dealer in Burlin- 
game, Calif., has been announced 
by San Francisco Regional Man- 
ager Carl Revelle. The firm is Mac- 
Bride Motor Co. 

* > 


Fisher (Dodge) to Head Sales 
Of New Refuse Truck Firm 


A new Oregon industry to man- 
ufacture a newly-devised truck 
for refuse and garbage collectors 
has been announced in Portland 
by Haskell C. Carter. Principals 
of the new concern are Joe Fish- 
er, Portland Dodge dealer, and 
Carter, a vice-president of Iron 
Fireman. The new company is 
Joe Fisher-Carter, 1235 S.E. Di- 
vision St. 

Refuse trucks equipped with 
the sanitary packer mechanically 
pack twice as much material as 
can be hand-packed in the same 
space, Carter said. Original idea 
for the packer came from Am- 
brose Calcago, a Portland sani- 
tary collector. It was designed 
and engineered by Carter, who 
will also supervise production. 
Fisher will be in charge of sales. 

* 


Dahlem Elected 


Earle C. Dahlem, partner-man- 
ager of William L. Hughson Co. 
(Ford), San Francisco, has been 
elected president of the Golden 
Gate breakfast club. He is also 
president of the San Francisco 
Motor Car Dealers Assn. 

- = = 


Memorial Fund Set Up 


Honoring Hart in N. H. 


The Wolfeboro (N. H.) chamber 
of commerce has established a 
memorial fund in honor of the late 
Col. Harold H. Hart, owner of Hart 
Motor Co. (Chevrolet), in Wolfe- 
boro. 

The chamber said that Hart was 
one of the leading businessmen of 
the community, and an outstand- 
ing member of the state legislature. 
Income from the fund will be used 
to award prizes at Brewster 
Academy there. 


Buffalo pon Sines Court 


Booklets on ‘Motor Manners’ 

Lawrence E. Read, president of 
the Buffalo Automobile Dealers 
Assn., has presented city court 
Judge Jacob A. Latona a supply 
of Emily Post’s “Motor Matters” 
for distribution in Buffalo traffic 
court. 

The association’s board of di- 
rectors authorized the purchase 
of the booklets for this purpose 
to assist in efforts by Judge 
Latona and traffic court in cut- 
ting down the accident rate in 
the Buffalo area. 

* - 


Rayl Buys $20,000 Bull 

A. D. Rayl, auto dealer in Hutch- 
inson, Kans., purchased a Hereford 
bull at the national western stock 
show held in Denver recently for 
$20,000. Rayl is also a stockman at 
Hutchinson. 

» 


s . 
Ashland Nash Sales 
Ashland Nash Sales, Ashland, O., 
has been opened by B. F. Shen- 
berger, who will act as service and 
parts manager, and Arthur A. 
Vanosdall, sales manager. 
2 


Chevrolet Deal to Barleen 
Lloyd Barleen, of Riley, Kans., 
has purchased the Chevrolet deal- 
ership in Waterville, Kans., from 
Lowell Finley. 
aa 


* * 


Poole-Gable Motors 


Charles S. Brooking, owner of 
Brooking Motors (Dodge - Plym- 
outh), Gainesville, Fla., has taken 
two former employes into equal 
partnership, Tarry T. Poole and E. 
Everett Gable. The firm will now 
be called Poole-Gable Motors, Ltd. 

* ~ . 


Humes Buys I-H Deal 
Garold L. Humes, Studebaker 
dealer in Concordia, Kans., has 
purchased the International truck 
and farm dealership from Gene 
and Hallie Baulthaup. Humes has 
operated the Studebaker dealership 


|sentative and general sales man- 
|ager for Kent-Moore. 


| * * * 
in Concordia for four years and ; ° 
will continue to operate this busi- Caves Named Buick Dealer 
ness after moving it into the same| Af Madison, Wis. 


building with the International | 
dealership. Hallie Baulthaup stated és Te Gee ak adie, wis, 
that he will retain the Buick|has been announced by R. P. Bar- 
dealership with his son, Gene. He| pata, Milwaukee zone manager for 
had been in the International busi- | Buick division. Caves replaces Roy 
ness for the past 11 years. | Ward, who died. 
* * * 
Gilbert on Directorate 
Charles B. Gilbert has been 


| Caves was a Buick dealer at 
| Dodgeville, Wis. Prior to the war 
|he was employed by his father, 
elected a director of the First- |i. L. Caves, — Motor Sales, 
Mechanics National Bank of |Green Lake, Wis. 

Trenton, N. J. Gilbert is presi- es oe 


On, a - Hal Casey, South Park Chevrolet, 

, . Buffalo, has been appointed chair- 
Oiler Named Buick Dealer man of the membership committee 
In W atertown, Wis. of the Automobile Club of Buffalo. 


+ * * 
Appointment of Willard E. Oiler ° 
as Buick dealer at Watertown, Wis., Strang Fire Damage 
has been announced by R. P. Bar- Investigators are probing the 
bata, Milwaukee zone manager of| ruins of Strang Garage Co., Buick 
Buick. Oiler replaces John Funke,| dealer in Colorado Springs, in an 
who has retired. attempt to estimate damage 
Oiler started in the automobile’ which resulted from a fire that 








gutted the building when a gas 
pump was struck by a car. 
* * 


Houser Chevrolet Is 25 


Houser Chevrolet Sales, of Bluff- 
ton, Ind., celebrated its 25th anni- 
versary coincident with the showing 
of the 1952 Chevrolet. Miles Houser 


is manager of the firm. 
* * * 


Retires from Chamber 


Forrest Balsiger, manager of 
Balsiger Motor Service (Oldsmo- 
bile), and Mayor of Berne, Ind., 
has retired as president of the 
Berne chamber of commerce. 

+ * * 


King Surprises Prowler 


Fred King, owner-manager of 
Fred King Motors, Ltd. (Stude- 
baker), Lethbridge, Alberta, sur- 
prised a prowler in his office while 
making a routine check of the 
premises. King held the intruder 
until police arrived. 


Hyland "Sold ps Teters 


Burnie Hyland Motor Co. (Hud- 
son), Spokane, has been sold to 
Jack Teters, president of a Kaiser- 
Frazer distributorship. Teters said 
that although the name of Burnie 
Hyland Motor Co. may be changed, 
it will remain a Hudson outlet. 








Chief Likes Hudson— 


Lovis Lionshows, 


tribal leader on the 
Crow Indian reservation near Billings, 
Mont., accepts delivery on a Hudson 
Hornet from R. B. Fraser, Hudson distribu- 
tor in that city. There are many Hudson 
owners on the Crow reservation, the firm 
states. The Montana state highway patrol 
uses Hudsons exclusively in policing the 
third largest state in the union. 





Actual Tests Prove FRAM Best 


In identical scientific laboratory tests, 
Fram Cartridges removed more dirt, and 
removed it faster, than all other pop- 
ular brands tested. The chart below 
shows the results at a glance. It’s 
positive proof that Fram Filters Best! 

This product superiority coupled with 
gigantic advertising and merchandising 
support makes Fram your most profit- 


and hers the PROOF! 





able bet. Sign up now, if you haven’t 
already, as a Fram Dealer. Cash in on 
Fram’s Western Union Operator 25. 

Ask your Fram Distributor to show 
you “‘Filter Facts’. . 
with further proofthat Fram Filters Best! 


Fram CorRPORATION, Providence 16, R.I. 
In Canada: J. C. Adams Co., Ltd., 
Toronto, 






















tridges are used by the Armed 


come clean. . 


and bigger profits. 
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Ontario. 























OIL © AIR 














ADDITIVE 
(detergent) OILS 


(1) Additive Oils need filtration 
(2) FRAM keeps them physically clean 
(3) FRAM won’t remove the additives 


Some additive type oils turn dark in color even though 
they may be physically clean. FRAM REPLACE- 
MENT CARTRIDGES REMOVE HARMFUL CON- 
TAMINANTS FROM ADDITIVE OILS AND 
KEEP THEM PHYSICALLY CLEAN. Fram Car- 





ring 





Services because they 


meet their exacting specifications, one of which is that 
they have no harmful effects on oil additives. So let’s 
. additive (detergent) oils and Fram 
Cartridges are a perfect team for better protection 
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Texas Governor 
Raps ‘Burden’ 
Of Check Law 


AUSTIN, Tex.—-The present auto- | 
mobile inspection laws in Texas | 
should be either modified by the | 
public safety commission or re-| 
pealed by the legislature, Gov. | 
Allan Shivers has urged. 

| 
} 
| 


In a letter to Hoxie Thompson, | § 


chairman of the commiss‘on, Gov. 
Shivers said: } 

“In view of the widespread dis- | 
satisfaction over the provisions and | 
enforcement of House Bill 223, the 
automobile inspection law, I request | 
that the public safety commission | 
begin an immediate re-examination | 
of the statute to see if its enforce- | 
ment can be so modified as to make 
it less of a burden and inconven- 
ience to the people of Texas.” 

Col. Homer Garrison jr., public 
safety director, told a San Antonio 
luncheon club the department was 
doing its best “to make the law a 
little easier.” 
ernor to take the issue under 
advisement with legislators. 


PUMFOR 


helped sell cars in 1904, 
when shock absorbers 
were introduced... 


| since the war, Canada’s auto indus- 
Garrison was urged by the gov-|try is faced with an increase in 
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College Moftor’s Rodeo Parade— 

College Motor Co. (Studebaker), Dillon, Mont., entered this float in the county rodeo | 
parade. J. W. Payne, owner, is behind the wheel, and his two daughters are on 
| the float. 





|has granted a 4% percent yoo 
. | The new raise, however, will be | 
4% Pct. in Canada |in effect for a specified time, and | 
OTTAWA.—For the third time} will end on Aug. 31, 1953. It is 
expected that the hikes will amount | 
to about $20,000,000 a year. The| 
the railway freight rates. The | railroad companies had asked for | 
board of transport commissioners|a 10 percent raise. 


Rail Freight Rates Up 








Lawsuits Affecting Dealers. . . 





Court D 


By Leo T. Parker 
Attorney at Law 
gts drivers of automobiles be- 
/ lieve that they need not stop 
when a school bus headed toward | 
them is stopped to discharge school | 
children. This is erroneous. | 
In Checketts v. Covey, 220 Pac. 
(2d) 682, parents sued an auto- 
mobile driver to recover damages | 
for the death of their son, Gary, | 
killed when he alighted from a | 
school bus, and as he attempted 
to cross the highway. The jury | 
returned a verdict in favor of the | 
parents for $40,000. 
The higher court said: 
“We are mindful of the rule that | 
the amount of damages is primari- | 


|ly for the jury to determine, and /|to 


that its verdict will not be dis-| 
turbed except where abuse of its | 
discretion clearly appears . . .” 

Of course, the driver of the auto- | 
mobile could have avoided this fa- | 
tality, because he should have | 
stopped the vehicle until the school | 
bus had discharged its passengers | 
and started forward. This is the law | 
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helps sell cars today! 


modern car is automatic tempera 
you tell the prospective car buyer 


equipped with a Ranco Fresh Air 


temperature, you've covered a m 


one that closes a lot of deals. 


my apinabain = is ee dae Nag 
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One of the first comfort requirements of the 


ture control. When 
that your product is 
Heater Control 


for dependable, year-round, comfort-correct car 


ajor selling feature .. . 


THE FINEST CARS ARE COMFORT-CONTROLLED BY RANCO 


WORLD'S LARGEST MANUFACTURERS OF REFRIGERATION AND AUTOMOBILE HEATER CONTROLS 


ecisions 


in various states. Drivers of motor 
vehicles must stop when a school 
bus is discharging passengers ir- 
respective of which direction the 
school bus is headed. 

For comparison, see the late case 
of Green, 48 Atl. (2d) 390. In this 
case the higher court approved a 
jury’s allowance of $85,000 dam- 
ages for injuries to a child caused 
by negligence of a truck driver. 


* > * 
Not ‘Confiscation’ 
T IS well established law that 


neither a state, county or city 
may appropriate private property 
without paying “just and fair” value 
to the owner. However, according 
recent higher courts merely 
“shutting off” access to private 
property is not “appropriation” of 
the property. 

For example, in Anselmo v. 
Cox, 60 Atl (2d) 767, a state’s 
highway department temporarily 
deprived an automobile service 
station and parking lot owner 
of access to his property by bar- 
ricading and digging up _ the 
highway. 

The higher court refused to award 
damages to the owner of the serv- 
ice station, saying: 


“The defendant’s (highway de- 


| partment) conduct did not consti- 


tute a ‘taking’ of the plaintiff's 
property in the constitutional 
sense.” 


* * * 

Zoning Rule Void 
Awa to a recent higher 
court a city ordinance is void 
which restricts for residents an 


area suitable for automobile show- 
rooms, service stations, etc. 


For example, in Ramsbotham v. 
Board of Public Works, 61 Atl. (2d) 
196, it was shown that the zoning 
board of a city restricted a desig- 
nated area for residences. The testi- 
mony showed that a heavily trav- 
eled highway is in this area. Also, 
this street is a business or indus- 
trial street for the greater part of 
its length. 


The owner of a lot on this street 
sued to compel the r icipal of- 
ficials to issue a permit for con- 
struction of an automobile garage 
and sales showroom. 


The higher court authorized 
granting the permit, and said: 
“Few, if any, residences have been 
built in the neighborhood in recent 
years; its use for residential pur- 
poses would not be economically 
sound.” 





* * * 


$30,285 Damages 


N PARR V. DOUGLAS, 34 N. W. 
(2d) 229, it was shown that a dis- 
abled vehicle was being towed to a 
garage for repairs at night time. 
No taillights were on the rear 
and a passenger car traveling at 
| high speed collided with it, seri- 
| ously injurying the occupants. 
The higher court held the in- 
| jured occupants entitled to recover 
$30,285 damages. 





New England Sets 
Show Apr. 25-28; 
‘110 Contract Space 


| BOSTON.—Plans for the New 
| England regional automotive show 
| to be held at Mechanics building 
| Apr. 25-28, are beginning to take 

final shape, it was announced by 
| Larry Kelly, president. 


More than 110 top automotive 
| jobbers, with approximately 220 
| stores in every section of New Eng- 
|land, and a substantial number of 
leading manufacturers of automo- 
tive parts and equipment, have 
contracted for nearly 400 booth 
spaces at the show, Kelly said. 


At a recent meeting of the joint 
operating committee of the show, 
it was voted to set aside certain 
hours to enable jobber organiza- 
tions to meet with exhibiting man- 
ufacturers for demonstrations and 
exchange of information. 


The hours for this will be: Fri- 


day, 9 a. m. to 6 p. m.; Saturday 
and Monday, 9 a. m. to 2 p. m. Time 
for general trade will be: Friday, 
6 p. m. to 10 p. m.; Saturday, Sun- 
day and Monday, 2 p. m. to 10 p. m. 
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NHUC Hears Plan 
To ‘Rate’ Highways 


gineers. It would be possible to set} 
up programs based on more than} 


By Sam Sampson 
Staff Writer 

METHOD of pointing out spe- 
cific deficiencies in the nation’s 
highways, as well as setting up a 
program to direct repair efforts to 
the most beneficial areas, has been 
proposed by Roy E. Jorgensen, en- 
gineering counsel for the National 

Highway Users Conference. 

The new plan is called the “suf- 
ficiency rating system.” 

Broadly defined, Jorgensen said, 
“sufficiency ratings are values as- 
signed to every section of the 
highway system to indicate its 
relative adequacy in providing 
efficient and safe service to the 
traffic it carries. A completely 
adequate highway is assigned a 
rating of 100.” 

Jorgensen told those attending 
a symposium on the subject that 
structural, service and safety de- 
ficiencies of various kinds would 
reduce the rating below 100 accord- 
ing to an established formula and 
procedures. 

The end product, then, he said, 
is a rating for each road section 
showing its adequacy in relation to 
all other road sections, as well as 
to the perfect score of 100. The low- 
er the rating, the poorer the high- 
way—and the greater the need for 
its improvement. 

+” 


End Confusion 
ORGENSEN pointed out that the 
system would eliminate the con- 
fusion existing in the minds of leg- 
islators and the public as to where 
highway funds can be expended 
most beneficially. 

“In many parts of the coun- 
try today,” he stated, “highway 
requirements are not being met 
because the programming proce- 
dures are not clearly defined and 
readily understood. This system 
will encourage public under- 
standing and confidence in the 
programming process.” 

It was pointed out that the use 
of the system would provide alter- 
nate programs and aids to the en- 


* * 


N. J. Completes 
118-Mile Pike 


The last nine miles of the 
mile New Jersey Turnpike was 
opened to traffic on Jan. 15, and 
tolls for the entire length were set 
at $1.75 for cars. 

The last nine miles extend from 
Newark to Ridgefield Park. 

Paul L. Troast, chairman of the 
turnpike authority, said that the 
new highway, “with its 17 points of 
entry, will provide access to all 
parts of New Jersey.” 


* * * 
- 
Joy Ride 
Boards Wrong Plane, Taken 
For 3,000-Mile ‘Spin’ 
MIAMI.—Lou Weiss, owner of 
Knickerbocker Motors, who for 
many years was in the automobile 
business along Broadway, made a 
recent unscheduled trip back to his 
old home town. 

Leaving Miami by plane one 


morning, he flew to West Palm 
Beach, intending to return at 12:45 


118- 


p. m. 

He boarded another plane at West 
Palm Beach and after some 30 
minutes in the air, was approached 
by the stewardess to inquire if he 
wanted any lunch. 

“Oh, I'll be in Miami any minute 
now,” he assured her, “so don’t 
bother.” 

“Mister, you’re headed nonstop 
for New York,” was her retort. 
“You'll get there about 5:30.” 

Wearing only the briefest Florida 
clothing, he was loaned a blanket to 
Stave off the chill. He returned to} 
Miami about 1 a. m., having trav- | 
eled 3,000 miles in approximately | 
12 hours—a new record for air 
flight for the 65 miles between 
Miami and Palm Beach. 


Rob McKinney Deal 
Burglars entered McKinney | 
Buick, Chattanooga, and took ap-| 
proximately $2,500 in cash. 


collected that would serve for spe- 
cific sections of a road as well as 
the entire highway. 

A continuing review of the high- 
way picture would be possible with- 
out great expense by keeping the 
reports up to date. This would pro- 
vide data to show how much the 
highways have been improved over 
a number of years, and the manner 
in which highway adequacy has 
been raised. 


“In summary,” Jorgensen said,| under procedures which are readily 


first with the finest 


complete seating 


| 
| 


| one level, and information could be} 


| Nash Serves Dual Purpose— 
Police Chief Fred Tedesco (left), and his assistant, Anthony Pullo, of Roseto, Pa., are 
shown with a Nash Statesman which serves a dual purpose in the community. Since 


the town has no ambulance, the car, with its convertible bed feature, is used for | 


emergency calls, as well as serving as a police car to patrol the borough. 
‘sufficiency ratings provide a| understood by non-technical indi- 
sound, yet flexible basis for a con-| viduals and groups whose support 
tinuing long range highway plan|is essential to the program’s suc- 
cess.” 


for 45 years 


assembly a 
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poser 
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at Lower 


Car manufacturers’ experienced trim engineers know they can’t 


beat coil springs for greatest riding comfort. Now, with "Acousta- 


coil’’ they can’t beat coils for low cost! Here, for the first time, the 


coil spring seat and back constructions are combined with frames in 


one complete assembly, ready for car manufacturers to upholster 


and install on the assembly line at least possible cost. 


You, too, can save two ways:... 
complete L. A. Young manufactured assemblies than the total cost 
of frames and spring units from separate sources... 
advanced design features, 


at less cost. 


If you want superior 


specify L. A. Young “‘Acoustacoil”’ without delay! 


GENERAL OFFICES: 9200 Russell, Detroit 11 
A. YOUNG INDUSTRIES, LTD., Windsor, Ontario 


IN CANADA: L 


13 PLANTS: 3 in Detroit, Mich 


Leeds, Ala. 


Chicago and Joliet, Ill 


Los Angeles and San Leandro, Calif 


(1) You pay less for these 


(2) Due to 


you can also upholster and install them 


Introduces 
bly method. 


comfort at actually less total cost, then Provides far 


new 
support for the coils, and new assem- 


more toe 
backs for rear seat passengers. 


__ 


Judge Scuttles 
iW. Va. Auto Code 


FAIRMONT, W. Va.—West Vir- 
ginia’s new motor vehicle code is 
|unconstitutional because it was 
| given final passage by the 1951 
state legislature on the day follow- 
ling the constitutional adjournment 
| date of the legislative session, ac- 
| cording to Judge Charles E. Miller 
of Marion county criminal court. 


The opinion was given in a case 
lin which William J. Heston, of 
Fairmont, was indicted on a charge 
|of violating truck weight limit pro- 
visions of the law. Through his 
|counsel he attacked the new law 
|on the grounds that it was passed 
on March 11, the day after the 
adjournment date provided by law 
and was not presented to the gov- 
ernor within the specified five-day 
' limit. 


the 


bas rt 


ost 


Being installed as original equipment 
in cars of leading make. 


Hailed by car manufacturers as the 
last word in luxury at minimum cost. 


Amazingly simplified design that saves 
greatly on critical materials. 


Combines strong tubular frames with 
dependable coils, all in one assembly. 


type of foundation 


room under 


Easier to upholster and install in cars 


in production. 


stronger. 
Michigan 
Trenton, N. J Memphis, Tenn 


Windsor, Toronto and Montreal, Canada 


Lighter weight, yet 


New over-all flock finish soundproofs, 
stabilizes, and prevents rust. 











French Army Officers Visit GMC— 


Roger M. Kyes (center), general manager of GMC Truck and Coach, greets Brig.-Gen. 
Edovard Renaudeau D'Arc, deputy chief of staff for the French army general staff, as 
he and members of his group study the assembly of 6-by-6 military trucks on a visit 
to the GMC plant in Pontiac. 





Gore Resuming Sales Duties 


For Bohn Aluminum Unit 
Edgar F. Gore, who has been on 
loan to the National Production 
Authority for the past six months, 
is returning to Detroit to resume 
his duties as sales manager of the 
Michigan Smelting & Refining di- 
vision of the Bohn Aluminum & 





Brass Corp., according to Terry W. 
Kuhn, vice-president of the corpo- 
ration. 
oo * * 
Townsend Names Brown 


Townsend Co., New Brighton, Pa., 
has announced the appointment of 
Edward T. Brown to the newly 
created position of manager of job- 
ber sales. 


im | 
| Auto Personnel 
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Election of Fred E. Burnham as 
\vice- president and _ controller of 
|Fruehauf Trailer Co. has been an- 
|nounced by Roy Fruehauf, presi- 
dent. Burnham joined Fruehauf a 
year ago. 

* * 


| Shaffran Heads Service 


| |For Chrysler Export 


| Appointment of R. L. Shaffran 


jas general service manager of thes 


| Export division, Chrysler Corp., is | 
announced by Wendell H. Welch, 
operations manager. 


perience in automotive service 
work. He joined Chrysler Export 
in 1936 as service engineer follow- 
ing 15 years of work with another 
automotive manufacturer. 

+ + * 


| Du Pont Promotes Four 


In Chemicals Division 

Four members of du Pont’s Pe- 
troleum Chemicals division have 
been advanced to new posts. 

T. Baldwin Prickett was named 





planning manager; Robert F. Har- 


wick became sales promotion man- 
ager; 
pointed assistant technical man- 
ager; and Arthur F. Bowe, formerly 


manager of the eastern district | 
laboratory at Deepwater Point, 
N. J., was appointed laboratory 


coordinator. 
* * 


J & L’s Johnson Named 
Director of NPA Unit 


Herbert Johnson, of Jones & 
Laughlin Steel Corp., is the new 
|director of NPA’s iron and _ steel 


Shaffron has had 38 years of ex- | division. 


Johnson, who had been deputy 
director of the division, replaces 
Wallace B. Quail, who has returned 
as manager of the central area for 
Armco Steel Corp. 


* « * 


|\McCammon Rejoins Bendix 


In Manufacturing Post 

Milo F. McCammon, former gen- 
eral manager of the Stamford di- 
vision of Yale & Towne Mfg. Co., 
has returned to Bendix Aviation 





Corp. to handle manufacturing op- 





SUNOCO DYNALUBE 


Cleans Engines and Keeps Them Clean... 
Is Both Premium and Heavy-Duty 





Combines in a single oil all the finest features of America’s leading 
premium motor oils; actually improves the condition of most engines! 






ROAD-TESTED AND 
FOR LONG MILEAGE 


One of the very few motor oils that meet or 
exceed all car manufacturers’ recommenda- 
tions for new passenger cars! 


CERTIFIED 


Richard O. Bender was ap-| 


| erations, Raymond P, Lansing, 
| vice-president, has announced. 
McCammon, who was an execu- 
|tive of the Bendix products division 
jin South Bend, during the war, will 
assist Lansing in supervision of the 
| Eclipse-Pioneer, Friez Instrument, 
| Scintilla Magneto, Red Bank, Mon- 
|trose, Pioneer-Central and Utica 
divisions. 
. * 


Cleveland Firm Names 
Arkwright Sales Head 


Bede Automotive Products, Inc., 
Cleveland, which recently intro- 
duced a new paint heater for auto 
body hot spray refinishing, has ap- 
pointed Scott Arkwright as sales 
manager. 

Arkwright, a veteran of 16 years 
experience in the automotive field, 
was formerly with Hollingshead. 

* * * 


Ingersoll Gets Promotion 


At Atlantic Refining 


Howard H. Ingersoll has been 
named assistant general manager 
of domestic sales for Atlantic Re- 
fining Co. Since 1931, he has been 
manager of the company’s southern 
marketing region. 

Ingersoll will be transferred from 
the company’s southern regional 
headquarters at Charlotte, N. C., to 
Atlantic’s main office in Philadel- 
phia to assume responsibility for 
regional marketing activities. In- 
gersoll joined the company in 1915. 

+ 2 * 


Nash Promotes Sawyer 


At El Segundo Plant 


Appointment of John H. Sawyer 
as assistant works manager at the 
Nash assembly plant in El Segundo, 
Calif, has been announced by 
Campbell Wood, works manager. 

Sawyer has been director of per- 
sonnel at El Segundo since 1948. He 
has also served Nash-Kelvinator as 
director of personnel of the Pro- 
peller division in Lansing. 

* - * 


Goodman Named to Head 


U. S. Tire Chicago Sales 


Appointment of Lawrence J. 
Goodman as Chicago district sales 
manager of U. S. Rubber Co.’s tire 
division has been announced. He 
succeeds C. E. Butterworth, who 
resigned to establish a company 
distributorship, 

Goodman formerly was wholesale 
merchandising manager of the 
company’s New York offices, and 
district manager at Baltimore. 

. * * 


Willette Named Sales Aide 


For Ford Tractors, Engines 


R. E. Willette, of Detroit, has 
been named a field sales engineer 
for the tractor and industrial 
engine division of Ford Motor 
Co., it is announced by Joseph 
F. Bachman, manager of the 
division. 

Willette will cover the South- 
western states with headquarters 
at Dallas, and offices at Houston, 
Oklahoma City, Kansas City and 
Denver. Before his appointment, 
Willette was truck and fleet sales 
manager for two of Detroit’s 
largest Ford. dealers. 


McMillan Sead Wholesale 


For White in Canada 


Edwin McMillan, Montreal, has 
been appointed general wholesale 
manager for White Motor Co. of 
Canada, Ltd. He will continue to 
direct the tire and accessory divi- 
sion as well as advertising, sales 
promotion and public relations. 

* * _ 


Austin Names Engstrom 


To Seattle District 


W. R. Engstrom, vice-president 
of Austin Co., Cleveland, has re- 
turned to Seattle as vice-president 
and manager of the Pacific North- 
west district, it was announced. 

Richard Ellis, since 1946 vice- 
president and Seattle district man- 
ager of the company, will continue 
as a vice-president and consultant 
in Cleveland. 


Bigley, Goeglein Named 
To Board of PFC 


George A. Bigley and M. L. 
Goeglein have been elected to the 
board of directors of Pacific 
Finance Corp., it was announced 
by Maxwell C. King, president of 
the corporation. 

Bigley is president of Contract 
Purchase Corp., Detroit, a sub- 
sidiary of Pacific Finance. Goeg- 
lein is president of the National 
Consumer Finance Assn., and is 





(Continued on Page 27, Col. 1) 
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| ment of John G. Bannister as vice- 


elected John W. Black jr. as presi- | 
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in charge of the consumer loan 
operations of Pacific Finance. 
* . hd 


lones Elected President 


Of Adhesive Bonding Firm 


Paul R. Jones has been elected 
president of Jones Bonding and 
Mfg. Co., Detroit. Jones was for- 
merly president of Harwood Mfg. 
Co. 

Jones Bonding and Mfg. is one 
of the few companies in the U.S. 
specializing in adhesive bonding. 
By this process all types of ma- 
terial are permanently bonded to- 
gether. — 


Sutton Named 


Robert W. Sutton has been named 
assistant chief engineer of the au- 
tomotive carburetor department of 
the Eclipse Machine division of 
Bendix Aviation Corp., in Elmira, 
nv. . * * 


Griebel Heads up CIT 


In Milwaukee Area 


Frank E. Griebel has been ap- 
pointed assistant vice-president of 
Universal C.I.T. 
Credit Corp. and 
has been named 
head of the com- 
pany’s Milwaukee 
division, it is an- 
nounced by L. 
Walter Lundell, 
president, 

Griebel will di- 
rect the activities 
of branches in 
* - Milwaukee, Green 
Frank E. Griebel Bay, Fon d du 
Lac, Kenosha, Madison and Wau- 
sau, Wis. and in Marquette, Mich. 

* * * 





Springfield Road Engineers 


Headed by Nicholson 

Springfield chapter of the Illi- 
nois Highway Engineers has 
elected C. R. Nicholson, of the 
state highway department bridge 
design section, its president to 
succeed H. L. Bramley, retiring. 

Elected also were: John L. 
Park, vice-president; E. W. Gil- 
bert, recording secretary; R. L. 
Otto, financial secretary; J. J. 
Wavering, treasurer, and Joe 8. 
Malicki, sergeant-at-arms. 

Directors are: W. A. Baumann 
and G. G. Schoenherr. 

* + * 


NPA Promotes Brown 


In Rubber Division 


NPA has announced the appoint- 
ment of Harry D. Brown, of Den- 
ver, as deputy director of the rub- 
ber division. 

Brown, formerly a consultant in 
the division, succeeds E. A. Harris, 








J. W. MORTELL COMPANY 


Factories 
KANKAKEE, ILL. 
DETROIT, MICH. 

LYNDHURST, N. J. 


Pioneers and Today’s Largest 
Producers of 


AUTO 
SOUND 
DEADENERS 


Also Underbody Coatings and 
Rustproofing Products for 
the Automotive Industry. 


Have served car, truck and 
body plants for 25 years 
through our Research Lab- 
oratories, Consulting, Engi- 
neering and manufacturing 
Facilities—Now expanded 
to give faster and better 
service. 











of Rockville, Md. Brown is assistant 
production manager at Gates Rub- 
ber Co. in Denver. 

€ * * 


Bean Names Rockies Rep, 


Adds to Midwest Area 


Harry Phillips has been appoint- 
ed representative of John Bean di- 
vision, Lansing, for Montana, Utah, 
Wyoming and part of Idaho. He 
has been with John Bean for five 
years. 

The company also added Minne- 
sota, North Dakota and South Da- 
kota to the area served by Tom 
Cook. Cook has been the company 
representative in Wisconsin and up- 
per Michigan since 1946. Cook and 
his associate, John Benton, main- 
tain headquarters in Milwaukee 
and Minneapolis. 

* * 


Bannister Heads Output 


At National Fibres 


Robert J. Stack, president of Na- 
tional Automotive Fibres, Inc., De- 
troit, has announced the appoint- 


| president in charge of manufactur- 
|ing for the company’s 12 divisions. 
| Bannister joined the company in 
1938 as a clerk at the Oakland 
| (Calif.) plant, and in 1942 was ap- 
pointed division manager. In 1943 
he was elected a director of Cali- 
|fornia Cotton Mills, which was 
merged with National in 1949. 


* * BS 


Hall Promoted 


| Carrol Hall, former project engi- 
neer for Thermoid Co., Trenton, 
N. J., has been appointed assistant 
factory superintendent of Essex 
Rubber Co., a Thermoid subsidiary, 
according to Lester Cox, senior 
vice-president of Thermoid. 
+. * * 


Taylor Fibre Opens 
Pittsburgh Offices 


Taylor Fibre Co. announces the 
opening of a new district office at 
822 Wood St., Pittsburgh 21. W. H. 
Slocum is district manager of the 
office. 

* . * 


Black Elected President 


By National Car Renters 
Members of the National Car 

Rental System, at their fifth an- 

nual meeting in Miami Beach, Fla., 





dent. Other new NCRS officers are: 
Joe Saunders, vice - president; 


Robert W. Miller, secretary, and H. | 
Earl Smalley jr., treasurer. Reelect- | 


ed to the group’s executive com- 
mittee were: Charles P. Clark, past- 
president; 
Charlie Hillard. 

* + * 


Cooke Named Agency Chief 


For Resolute Insurance 
Appointment of Kenneth F. Cooke 


as agency superintendent of Reso-| 
lute Insurance Co., Hartford, is an-| 


nounced by W. S. Henderson, vice- 
president. 

Cooke has been in the insurance 
field since 1938, at which time he 
became affiliated with Aetna Casu- 
alty and Surety Co., also of Hart- 
ford. Cooke joined Resolute in May, 
1950, as superintendent of under- 
writing. 

* * 7 


Rosenberg Heads Sales 
Of Customcraft Corp. 


Bernard Rosenberg, vice-president 
of Customcraft Corp., New York, 
has been appointed general sales 
manager of the firm. 

Rosenberg is the son-in-law of 
Benjamin Ginsberg, president of 





the company. 


Robert C. Barrett and| 








‘The Powerglide Girls'— 


Nine models taking part in the nation- 
wide Chevrolet new model announcement 
were met at Willow Run airport in this 
twilight blue sedan when they came to 
Detroit. The girls wore gowns matching 
the new Chevrolet colors. They are: Nancy 
Gaggin, on fender, and up the ramp (from 
front) Michael Sweeny, Linn Biron, Cissy 
Smith, Lynn Carol, June Thompson, Stasia 
Linder, Glendora Donaldson and Pert 
Dickson. 








The ease and convenience of push button start- 
ing has made it a popular feature with the car- 
buying public. The economy of push button 
starting with the Bendix Drive has made it 
the choice of leading car manufacturers. This 
unique combination of quality and low cost is 
made possible by Bendix exclusive design 
features. For example, the Bendix* Starter 
Drive requires no actuating linkage and the 
solenoid may be placed in any convenient 
position. Result—starting motor can be 
mounted more easily and in more positions. 
Also the Bendix Drive has fewer parts and 
needs fewer adjustments. For true economy 
from installation to service, plus performance 
proven by over 85,000,000 installations, be 
sure to specify Bendix Starter Drive. Your 
inquiry will receive immediate attention. 
*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION of 


aviation i 


ELMIRA, NEW YORK 
Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N.Y. 





SPECIALISTS 


IN ALL TYPES OF 


STARTING! 


Che . 


FLOOR BUTTON 


PUSH BUTTON STARTING 


mm Bendix 
STARTER DRIV 
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ACCELERATOR 


CLUTCH PEDAL 
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NADA Attendees Told How ... 





Better Business Management 


(Continued from Page 19) 
Figures can tell you what to do 
quickly. 

Figures are only a picture of 
work that has been done, No fig- 
ures can ever produce a profit by 
themselves — neither for you nor 
your factory. Figures should be 
used and studied as a means of 
increasing efficiency; planning for 
each day, and for the future—and 
avoiding mistakes of the past. 

+ * ° 

a the figures and facts you can 

accumulate are utterly useless 
unless you translate them _ into 
action and work. Without figures 
you cannot know your business. 
You need not be an accountant to 
understand plain figures. Any man 
who can read and subtract can 
become an expert with his own 
figures. You must know how to 
count your dollars. 

How many of you men really 
understand your financial state- 
ment? 

How many of you dealers have 





some sort of a daily control or | 
report? 
I don’t care who you are, I} 
recommend that if you do not have} 
a daily control, put one in at once. | 
If you already have one, improve 
it, make changes so you can know} 
what you want to know as condi-| 
tions change. 
For information on the daily re-| 
port form, write Clark Moody at| 
NADA. 
Most bookkeepers dislike daily) 
controls because they don’t like| 
quotas and budgets. Well, leave 
that part out until you get the sys- 
tem started. Pay your bookkeeper 
a little bonus on the net profit of 
your business, if he can keep the 
kind of records that will enable 
you to raise the percent of net 
profit to gross sales in your busi- 
ness. 
+ * * 
— you dealers who have daily 
controls, I want to offer one 
suggestion. You can change your 
control sheet so that one part car- 





used-car department, another your 
parts department, and still another 
your service department. 

Then, the business management 
or clerical department will show 
the bank balance, accounts receiv- 
able, and car and parts inventories. 
Make the report in duplicate. You, 
the dealer, get one. Tear the other 
one in four or five parts, then give 
each department head his daily 
section. Finally, you will have a 
team that knows what to do. 

I want to give you an example 
of what figures do for our organ- 

ization. I give all employes a 
yearly report at the close of each 
year. Here is the type of report 
I give our employes at our an- 
nual Christmas party: 

The total number of new and 
used units sold; dollar volume of 
business done in each department; 
dollar volume of business for the 
year; salaries and bonuses for each 
department and the total paid all 
employes; the amount of federal 
taxes deducted from their wages, 
which amounts to approximately 





St. Louis L-M Dealer Management Seminar— 


Lincoln-Mercury dealers in the St. Louis area participated in a seminar for manage 
ment conducted by Dan Beck, director of the executives Selection and Training Insti 
tute, of Detroit. From left to right in the back row are District Sales Manager R. H 
Neely, Beck, Harry Winsor, Dave Koslow, Harry Satterlee, Luke Blackburn, Dan Burgess, 
Ernie Hood, Brad Beary, and Roland Rapp. Front row, left to right: Tom Harris, Henry 
Bender, Russ Murry, Bill Dickerson, and Art Haack. 





$60,000 or $215 for each working 
day in the year of 1951. 

They like this information. 
They feel they are a part of our 
business. We keep no secrets. 
Proper leadership produces 
happy organizations. And happi- 
ness is only the by-product of 





successful living. Success is good 
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AQhoPweLe, BEST CLEAN-UP 

ON THE TEAM, SHOWS THE 
VISITING FIREMEN A FEW 
TIMESAVING TRICKS s** 

THANKS TO Z 


LUSTRECLEAN 


NOW YOU SEE = 
GENTLEMEN, 


WASHES AND WAXES 
IN ONE SIMPLE OPERATION* 
SAVING ME HOURS EACH 


S=- 








AND TO THINK ¥ 


IVE BEEN WEARING MY 
MOPS DOWN TO THE HANDLE 
WHEN I COULD HAVE BEEN 
USING LUSTRECLEAN 
THAT REQUIRES NO RINSING. 
AND LISTEN TO THIS***ITS 


GOOD FOR WOODWORK, 
TOO + 


SS y 
1) 





MOPWELL OUT OF THE 
BOWLING LEAGUE FOR 
NOT TELLING US ABOUT 


3 HE'S ALMOST 


LETS BLACKBALL 


LUSTRECLEAN* 
THAT IS, UNLESS HE 
BUuyS THE BEERS NOW 


THROUGH + 











WEEK FOR BOWLING, ; = - WKS 
TELEVISION, LOAFING / (Mme - Bos a 
AND OTHER PLEASANT a.\ < 

ACTIVITIES ans “7 ‘ ° ait a 
; , IT LEAVES : 
A SURFACE 
EG? CLEAN AS 
= = A FROZEN 
- MILLPOND! 
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THE MORAL TO OUR STORY? Make the job easier for your 
maintenance personnel ... and you automatically 
lower your maintenance costs. Let ’em wax as they 
clean—with a specially formulated material that 
performs 3 operations in one! 


LUSTRECLEAN (pine-scented or plain) cleans... 


deodorizes . . 


. and deposits a light film of wax. 


Effective on any type of surface! No heavy scrub- 
bing. No rinsing. Mop dry .. . buff the film lightly 
if a soft satiny finish is desired! Save time and 
labor cleaning floors, walls, woodwork—wherever 
excessive wear and heavy traffic has made daily 
maintenance a back-breaking job. 
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b | 
DISINFECTING 
w by 
P 
42-16 West Street 58 
Long Island City 1, N. Y. dl 


(64 BRANCHES IN U.S. AND CANADA) 


LUSTRECLEAN really cleans ! Its emulsifying action 


loosens the most persistent dirt, grime . 


.. hard- 


to-remove rubber burns. No need to use harsh 
soaps or injurious chemicals. Proof? Ask for a 
sample and test it on the spots and blemishes your 


present cleaner won’t remove ! 


Pine Lustreclean is only one of many WEST products formulated 


for the promotion of sanitation. Others include floor sealers and 


waxes ... washroom service . . 


insecticides . . . cleaners .. . soaps. . 


. disinfectants . . 


. deodorants . . 


. protective creams. West 


is the exclusive distributor of Kotex Sanitary Napkins sold through 


vending machines. 


Ca as A Ri aie aie: 
| SAVE$ $$... WAX as you WASH 


I'd like to try a sample of Lustreclean 











Pine-Scented [] Plain [_] 

Name sR catia 
Company > a a 
Address. . = amaeaeaed 
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management in action. And good 
management is the master key to 
good business. 
om * 
By E. A. Bogert 
N EXCELLENT approach for a 
dealer in developing a program 
of expense control is to start by 
getting a full length mirror. Set it 
up opposite your desk. Take a good 
look at the fine looking gentleman 
reflected therein and ask him this 
very pointed question: 
“Just what is your attitude going 


| to be about controling the expenses 


that you have been creating?” 

Are you willing to make personal 
denials of some of the plush things 
that have become a habit during 


|the past few years—lunches, din- 


ners, trips on the slightest provoca- 
tion? 

If the fellow in the mirror is 
in agreement, then we have a 
good start. Now, we can go to 
the help and ask for cooperation 
in a policy change that is going 
to be a bit painful to a lot of 
people. 

You can’t ask the paid and com- 
missioned help to do things you 
are not willing to do yourself. It’s 
remarkable how much the employes 








of a dealership know about the 
dealer’s personal affairs. They know 
where the expense money is going, 
and if the example of expense re- 
duction does not come right from 
the boss himself, no program can 
ever make satisfactory progress. 
* * * 


XPENSE reduction and control 

programs are not done by magic 

or by rubbing things out with van- 
ishing cream. 

We all have found it unexplain- 

ably easy to increase the overhead 

expense structure of our dealer- 


|ships, and are going to find reduc- 


tion of expense a very difficult and 
drawn-out process. It’s going to 
take a lot of rugged courage to 
make a plan work, and keep work- 
ing. All during this period of cur- 
tailed production we have to get 
a lot more for the expense dollars 
we pay out. 

This is not a time to consider 
reducing or cutting salaries; it 
just can’t be done with manpower 
demands being what they are. 

Salaries can’t be cut, but we can 
take a look at what it is costing 
the dealership to carry the non- 
producers on the payroll. There is 
hardly a dealership in the country 
that has not built up an excess 
load of non-productive help during 
the lush period just passed. In 
many instances three people are 
doing work that two could do just 
as efficiently. 

The two might have to work a 
bit harder, and you might pay the 
two a bit more for doing the better 
job. Jobs can be combined and 
men in one department can be 
used in other departments during 
peak periods. 

One dealer in South Carolina ad- 
justed the people in his service and 
parts departments, switched them 
back and forth at peak periods 
each day. In this way he found 
he could eliminate a number of 
deadheads, and marked up an an- 
nual saving of $21,000. 

No, we can’t cut salaries at this 
time, but it is certainly the right 
time to take a look at some of the 
commission deals that were made 
before the war. We all know of 
parts men who have been operating 
under a commission arrangement 
and have been paid sums that run 
into five figures, who would not 
take a reasonable deal because 
their standard of living was fixed 
at the high figure. 

There are sales supervision per- 
sonnel who have similar inequitable 

(Continued on Page 29, Col, 1) 
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lof $500 left. Now, if that happens,| to be each taxable period for 


Better Business Management 


(Continued from Page 28) | 
als. 
hey might better be dispensed with | 
nd new people hired who will | 
irn what they get paid. 

* » * 

fie = place to make expense re- | 

ductions is in the places or| 
1ccounts where the most money is | 
being spent. The old Scotch ex-| 
pression, “A penny saved is a penny 
earned” is all right, but it is taking 
too small a viewpoint. You are 
shooting for dollars. 

Start with the dollar consum- 
ers: Company car and demon- 
stration expense; shop and other 
supplies; advertising; travel and 
entertainment; telephone and 
telegraph; insurance; mainte- 
nance of equipment and build- 
ings. 

These are the items that in many 
instances are not controlled; too 
many people are spending money 
that gets into these accounts, and 
they can grow and grow and grow. 

Let’s look at some of these ac- 
counts. 

Company car and demonstration 
expense: How much gas is charged 
into this account that should be 
paid for personally by the one who 
gets it out of the company pump? 
How close is the watch kept on 
items that are being charged to 
company cars—repairs, dead-time, 
parts and accessories? Have the 
men in charge okay, in writing, 
every charge to this account and 
you will save money. 

Shop and other supplies: This is 
the catch-all account. Everything 
gets into this from laundry to the 
toilet paper. It’s the one account 
that takes off in two or three 
directions at regular intervals. Ev- 
eryone in the place buys things 
that get charged here. In many 
instances, sending out for items 
that are on the shelves gathering 
dust. 

Advertising: Many are the sins 
of commission and omission that 
end up charged to advertising. 
If a dealer had the courage to 
say NO to all the crack-pot ideas 
that masquerade under the guise 
of advertising, a big part of his 
expense reduction program could 
be accomplished. Why don’t we 
buy advertising that is selling 
advertising? Instead, we are the 
biggest sucker group in the coun- 
try for hot-shot ideas. 
Travel and entertainment: Can’t 
say much about the savings in this 
account. The fellow in the mirror 
asks the questions and gives the 
answers to this one. If the dealer | 
is sincere in his desire to make a) 
substantial business-like control, he | 
starts with this one. He and his 
conscience, and the bureau of in- 
ternal revenue. 

Telephone and telegraph: Let’s | 
get away from some of the delu-| 
sions of grandeur. The grand-| 
manner is more evident in your} 
telephone bills than in any other | 

| 








account. In 99 out of 100 times it’s 
the difference between a _ high-| 
priced long-distance call and a} 
three-cent stamp. Either accom-| 
plishes the same thing, but the | 
three-cent stamp helps in bringing 
these expenses down. 

Insurance: It is remarkable what 

can be done by having a _ good, 
conscientious insurance man ana- 
lyze your dealership policies. We 
spread our insurance business all 
over town, with any number of 
agents, with an idea it will produce 
business for the body shop. All the 
other dealers in town are doing the 
same thing, and it costs money. 
We would all spend less on insur- 
ance if we had the best insurance 
man get us the best rates for the 
best policy term, and have the best 
coverage. 

Maintenance of equipment: 
This is like the shop supplies 
account—too many people in a 
dealership are able to make 
charges against it. By placing 
the responsibility for charges 
here, the dealers should be able 
to cut expenses and hurt no one. 
Replacement of equipment should 

be done only after a real selling 
job is made on the merit and 
money-making possibilities of the 
new machine. Why not budget for 
hew equipment and stay within the 
budget? Repair tools and equip- 
ment that are not operating as 
soon as they need repairing. 





The way to cut expenses is for 


the dealer to first want to cut—| 


These people may go—but | make a long-range plan, and make | days of the year? 


the plan work. 

* + oe | 

By Martin H. Cochran | 

[HE following are typical of the | 

questions and answers which 

were included in that part of the 
clinic: 

QUESTION: I have a corpora- 
tion, and my surplus is four or 
five times the outstanding capital 
stock. Would it be a good idea to| 
increase the stock by a non-taxable 
stock dividend, and cut down the 
surplus? 

ANSWER: I suppose the pur- 
pose of your plan is to avoid the 
tax on unreasonable accumulation 
of surplus. If this would be the 
solution that that problem, the 
penalty tax on surplus would be 
unenforceable, because everyone 
would just declare stock divi- 
dends. Surplus for tax purposes 
is rarely the same as surplus per 
books. 





QUESTION: Why is it advisable 


to pay a dividend in the first 60 
ANSWER: A dividend in the 
first 60 days of 1952 will reduce 
your excess profits credit for 1951. 
If the only purpose of a dividend | 
is to avoid the tax on unreasonable | 
accumulation of surplus, it is best | 
to wait until the last 60 days of | 
the year before paying a dividend. 
* » + 
UESTION: What new relief is 
granted to taxpayers who were 
previously bound by their elections 
in regard to optional standard de- 
ductions, joint returns, etc? 
ANSWER: Under the old law, 
you could take your actual de- 
ductions, or you could take an 
optional standard deduction of 10 
percent of your income but not 
more than $1,000. After you made 
_— choice you were stuck with 
t. 


You might claim deductions of 
$1,900, and the internal revenue 
agent comes along and disallows 
$1,400. You only had a deduction 





|of a new corporation, 5 percent; 


29 





you can change your election to| 
optional standard deduction, and | 
get a deduction of $1,000 anyway. | 
The new law is much more equi-| 
table. 

QUESTION: What is the present | 
ceiling on excess profits tax? 

ANSWER: The excess profits 
tax is 30 percent of a figure 
which is very roughly your net 
profit before tax less the excess 
profits credit. The ceiling rates 
apply to the figure above before 
deduction of your excess profits 
credit, 

The ceiling rates are: 


First year 


second, 5 percent; third, 8 percent; 
fourth, 11 percent; fifth, 14 percent. 

In the case of corporations which 
have been in business for a longer 
period, the ceiling is 17% percent 
for the calendar year 1951, and 18 
percent for fiscal years beginning 
after March 31, 1951. 

QUESTION: Is the ceiling avail- 
able to all new corporations? 

ANSWER: In the first place, 
the experts cannot even agree on 
what is a year for the purpose 
of determining whether a corpo- 
ration is in its first, second, or 
third taxable year. Probably a 





taxable year will be interpreted 





NOW-Pack More Profit 
in Spring Oil Changes 
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WYWNN’S Nets You an Extra 35¢ 
Profit on Every Oil Change 


Want to make an extra 35¢ profit on every Spring oil change—and bring 
back repeat business, too? Then take a minute to mention Wynn’s 
Friction Proofing Oil. Wynn’s sells itself—and for two good reasons. 
First, every car owner wants a product that will boost his gas mileage 
10% or more, cut carbon and sludge, give his engine more power, and 
reduce wear. In fact, once a customer tries Wynn’s he’ll be back for 
more every 1000 miles. Second, Wynn’s is pre-sold by hard-hitting 











national and local promotion—and plenty of it. 


And here’s another tip—you can clear an extra 38¢ by adding Wynn’s 
on every T&D job. 





which the corporation or its 
predecessor filed a tax return. 
Then the law goes on to define 


certain kinds of new corporations 


| which are not new corporations 


according to the law. If a corpora- 


| tion is entitled to use the earnings 


of its predecessor in determining 
its excess profits credit, the period 
of operation of the predecessor 
must be taken into consideration. 

About all we can say unequivo- 
cally is that the ceiling rate will 
apply to a new corporation if there 
was no predecessor in the area 
within the trade meaning of the 
term, and if the owner of the deal- 
ership does not own other corpora- 
tions in the same business. 

* 2° @ 


UESTION: Under what circum- 

stances can a new corporation 
use the earnings of its predecessor 
in computing its excess profits 
credit? 

ANSWER: If a corporation ac- 
quired substantially all the assets 
of a predecessor corporation or 
partnership, and the present 
stockholders owned the predeces- 
sor in substantially the same 
ratio, this would qualify as a 
non-taxable reorganization, and 
the present corporation could use 

(Continued on Page 39, Col. 1) 





Look how Wynn's is 


promoting friction proofing 
with every Spring Oil Change 
in Life, Look, Collier's and 
Saturday Evening Post. 
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WYNN’S CONVERSATION STARTERS 


Three questions that | 
will get your customer | 
talking about | 

| 
| 
| 
1 






Wynn's — 


Nag!) WYNN’S FRICTION PROOFING OIL 


AZUSA, CALIFORNIA ! 


1. Do you know you can cut gas bills 10% with 
Wynn’s Friction Proofing Oil? 


e While I’m changing your oil, let me add a pint 
of Wynn's to the crankcase. 


2 
3. Do you realize friction costs you $1 out of 
every $10 you spend for gas? 


” 








CAR OWNERS | 
SAVE GALLON OF 
GAS IN EVERY 10 





Friction-Proof with Wynn’‘s 


SAVE A DIME every time you use a 
dollar's worth of gas! Add Wynn's 
Friction Proofing Oil to your motor 
oil every 1000 miles. Wynn's secret 
compounds surface engine parts 
with a super-smooth “plating” that 
practically eliminates the rubbing, 
scraping friction drag that wastes 
up to half your car's power. As a re 
sult, you get more pep, more power 


on less gas. Wynn’s also cuts down 
carbon and sludge, frees sticky 
valves, reduces wear. Try it! 





When You Change 
Motor Oil for Spring 


slightly higher 
in Conede 
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Sales of Vehicles ; 
In Canada Skid 
33 Pet. Below ’50 


OTTAWA.—November, 1951, was 
the seventh consecutive month in 
which sales of new vehicles con- 
tinued to decline, the Canadian 
government has reported. 

The number of units dropped to 
21,929 from 32,752 in the same 
month a year ago, a 33 percent 
tumble, the report stated. 

The decline in sales of new cars 
was responsible for the drop since 
13,768 cars were sold compared 
with 23,832 a year earlier, down 
44.6 percent. 

Contrasted with the same month 
of 1950 there were declines in all 
provinces in November, showing 
the following results (month and 
all percentages representing losses 
except retail value in Saskatche- 
wan): Ontario, 40.7 percent; Que- 
bec, 27.8 percent; Atlantic Prov- 
inces, 19.9 percent; Manitoba, 26.3 
percent; Saskatchewan, 2.7 percent; 
Alberta, 29.5 percent, and British 
Columbia, 41 percent. 

Financing of motor vehicles fell 
9.7 percent as compared to the 
same month the previous year, ac- 
cording to the report. 

New-car sales financed in that 
month totaled 5,775 compared with 
7,476 a year earlier, down 22.8 per- 
cent. However, new commercial 
vehicle sales financed increased 24.4 
percent. 

Such financing of new vehicle 
sales showed the following decline 
in November: Ontario, 19.1 percent; 
Quebec, 8.9 percent; Atlantic Prov- 
inces, 18.9 percent; Manitoba, 9 per- 
cent; Saskatchewan, 14.1 percent; 
Alberta, 1.5 percent, and British 
Columbia, 25.6 percent. 

Sales financing of used motor 
vehicles in November, however, 
jumped up 32.4 percent as com- 
pared with the same month of the 
previous year, according to the 
Canadian government. 

All provinces showed gains in 
November, including: Quebec, 51.3 
percent; Ontario, 27.8 percent; At- 
lantic Provinces, 27.9 percent; 
Manitoba, 32.1 percent; Saskatche- 
wan, 39.5 percent; Alberta, 35.8 per- 
cent; British Columbia, 24.8 per- 
cent. 


N. Y. Firm Will Sell 


General’s Genflex 


AKRON. — All sales of Genflex 
seat cover material, a vinyl plastic 
sheeting made by General Tire and 
Rubber Co., will be handled by the 
Susquehanna Mills of New York as 
a result of a recent agreement be- 
tween the two companies, General 
Tire has announced. 

Susquehanna, a major supplier to 
the seat cover industry, will also 
use Genflex in producing Suskana 
Quilt seat cover material. 














Hollingshead Hosts Smart Kids— 


Every month R. M. Hollingshead Corp., Camden, N. J., sponsors a trip to New York 


City and the United Nations for students 
than-ordinary interest, have done outsta 


in the Camden area who have shown more- 
nding study as a result of watching the 


Hollingshead-sponsored “Crusade in the Pacific’’ TV show, or attained high grades in 
a United Nations test. Left to right: Dick McNally who piloted this group to New York; 


C. R. Ferris, the firm's treasurer; W. H. Luk 
manager, the nine students, Anne Lawton 
WCAU-TV, and extreme right, a faculty ad 


ens, vice-president; R. E. Conley, advertising 
(leopard hat), reptesentative of Philadelphia 
visor. 


‘Texas Moving Up .. . 





Honolulu 


Sales Soar 


Lack of Credit Restrictions Major Factor 
In Boosting ’51 Volume to New High 


HONOLULU. — Availability of 
new cars in all makes in large 
numbers, no credit restrictions and 
the impetus of war economy made 
new-car registrations in Honolulu 
shoot upward in 1951 over 1950 by 
over 2,000 units. 

Big increases were shown by 
Chevrolet, which out-sold Ford by 
Over 2 to 1, and Austin, which in- 
creased its 1950 sales by more 
than 100 percent and outsold all 
the American independents ex- 
cept Studebaker. 

Registration figures of the Ha- 
waiian Islands reveal a_ trend 
toward the lower-priced cars. Since 
driving area is extremely limited, 
small cars have been gaining favor 
with car buyers. 

The great availability of new cars 
in the Islands is due to the fact 
that Island dealers are on the Ex- 
port divisions of their respective 
manufacturers, which are con- 
stantly seeking markets to which 
shipments can be made and paid 
for in dollars. 

Large car exports to Hawaii have 
been going on _ uninterruptedly 
since the end of World War II, 
even when there were shortages on 
the mainland. One manufacturer 
has had dealers maintain a float of 
over 2,000 cars at all times, it is 
reported. 

Island dealers are not expect- 
ing any cut in allotments in ’52, 
despite mainland cutbacks, and 
the new-car market is e 
to be even greater in ’52 than it 
was in ’51. 

New-car registrations on the Is- 
land of Oahu (Honolulu) totaled 
14,383 in 1951, while new-truck sales 


numbered 1,076. December totals 


were 989 cars and 71 trucks. 

New-car registrations by makes 
during ’51 were: Austin, 261; Buick, 
842; Cadillac, 364; Chevrolet, 4,012; 
Chrysler, 469; Crosley, 4; DeSoto, 
935; Dodge, 869; Ford, 1,830; British 
Ford, 7; Hillman, 85; Hudson, 67; 
Humber, 7; Jaguar, 2; Kaiser, 200; 
Lincoln, 39; Mercury, 336; MG, 72; 
Morris, 85; Nash, 175; Oldsmobile, 
869; Packard, 141; Plymouth, 1,538; 
Pontiac, 740; Riley, 5; Rover, 5; 
Singer, 14; Studebaker, 320; Talbot, 
2, and Willys, 88. 

New-truck and commercial ve- 
hicle registrations in 1951 were: 
Austin, 7; Chevrolet, 311; Commer, 
4; Crosley, 1; DeSoto, 53; Dodge, 
74; Fargo, 146; Ford, 212; FWD, 4; 
FMC, 107; Hillman, 1; Interna- 
tional, 64; Kenworth, 3; Nash, 1; 
Plymouth, 9; Pontiac, 3; Reo, 3; 
Studebaker, 7; Thames, 3; White, 
6, and Willys, 57. 


Ellis Is Boosted 
At Chevrolet 


DETROIT.—Dudley G. Frazer has 
retired as Chevrolet’s head of in- 
dustrial relations, and W. J. Scott, 
general manufacturing manager, 
has named Norman J. Ellis to suc- 
ceed him. 

Frazer joined Chevrolet in 1923. 
He was a plant manager in Flint 
during the 1937 sitdown strikes, and 
has served as industrial relations 
director since 1945. 

Ellis, who for some time has been 
representing Chevrolet in negotia- 
tions with the UAW-CIO, joined 
Chevrolet at Flint in 1935. 














California 


Still Tops 


In Truck Registration 


DETROIT.—California is still the ; 


top-ranking state in total truck 
registrations, but Texas is moving 
up and may soon be the leader, a 
study of total truck registrations 
compiled by R. L. Polk & Co. re- 
veals. 

With a national total of 8,064,- 
883 trucks registered as of July 
1, 1951, the survey showed a gain 
of 498,233 trucks over the 7,566,- 
650 registered as of July 1, 1950. 

California topped all states with 
585,382 trucks in use, but Texas 
wasn’t far behind with 567,970. In 
addition, Texas gained 53,807 units 
over its total of the preceding year, 
while California dropped 10,504 
units. 

California was the only state to 
show a loss in the 12 months ended 
June 30, 1951, but four other states 
—Nevada, New Jersey, Rhode Is- 
land and Vermont—registered in- 
creases of less than 1,000 units. 

By makes, Chevrolet retained its 
first-place hold by a comfortable 
margin with 2,543,236 truck regis- 
trations to Ford’s 2,149,590. 

Chevrolet also showed the 
greatest improvement over the 
preceding year by adding 201,697 
units to its total, against Ford’s 
increase of 88,260 units. 

Of the list of 22 trucks tabulated 
individually, 13 added to their total 
of units on the road, while nine 
saw their totals decline. 

In addition to Chevrolet and 
Ford, gains were marked up by: 
GMC, 69,055; Dodge, 44,818; Willys, 
34,158; International, 28,154; Stude- 
baker, 26,170; White, 4,686; Divco, 
3,700; Mack, 3,022; Kenworth, 929; 
Pontiac, 369, and Brockway, 286. 

Losses were: Plymouth, 6,326; 
Reo, 1,944; Diamond T, 1,663; Fed- 
eral, 1,342; Hudson, 1,135; Autocar, 
776; Crosley, 367; Sterling, 311, and 
FWD, 43. 

Miscellaneous truck registra- 
tions dropped 3,531 units from 
104,102 in midyear, 1950, to 100,- 
571 as of July 1, 1951. 

There was no change in the rank- 
ing of individual makes as far as 
their totals of trucks in operation 
were concerned. 

Following Chevrolet and Ford in 
the No. 1 and 2 positions, respec- 
tively, were: Dodge, International, 
GMC, Studebaker, Willys, White, 
Mack, Diamond T, Reo, Plymouth, 
Divco, Autocar, Brockway, Federal, 
Hudson, Crosley, FWD, Sterling, 
Pontiac and Kenworth. 

There was only one change in the 
lineup of the top 10 states in total 
truck registrations. North Carolina 
moved into 10th place, displacing 

* * * 


New Jersey, which slid back to 
11th. 
The top 10 states in truck reg- 
istrations were: California, Texas, 

New York, Pennsylvania, Illinois, 
Ohio, Michigan, Missouri, Indiana 
and North Carolina. 

California and Texas were the 
only states with more than 500,000 
trucks registered. New York and 
Pennsylvania composed the 400,000- 
500,000 class with totals of 433,309 
and 423,886, respectively. 

Two states, Illinois and Ohio, 
were in the 300,000-400,000 bracket 
and there were five states with 
totals falling between 200,000 and 
300,000 units, while 21 states had 
more than 100,000 trucks registered 
but less than 200,000. 

Of the remaining 17 states with 
less than 100,000 trucks in opera- 
tion, eight had fewer than 50,000 
trucks registered, while nine had 
between 50,000 and 100,000 trucks in 
operation. 

By makes, only Ford and Chev- 
rolet were in the _ six-figure 
bracket of trucks in operation. 
Dodge, in third place, totaled 
922,532 units, followed by Inter- 
national with 891,435. 

GMC was fifth with 526,367, then 
came Studebaker and Willys with 
244,431 and 212,940, respectively. 
The rest of the 22 makes listed had 
less than 100,000 units registered. 

Two makes no longer in truck 
production appeared on the list, 
Plymouth with 44,877 and Hudson 
with 8,134 units. 





Management Group Plans 


‘Personnel Workshop’ 

NEW YORK. — The American 
Management Assn. has scheduled a 
“personnel workshop” exhibit in 
conjunction with its mid-winter 
personnel conference, to be held at 
the Palmer House, Chicago, Feb. 
18-20. More than 5,000 square feet 
of exhibits, filled with thousands of 
samples of personnel material, will 
provide a visual exposition of cur- 
rent personnel practices and meth- 
ods of a cross-section of American 
industry and commerce. 

More than 1,000 major companies 
have been asked to supply person- 
nel materials for the exhibit. The 
returns reportedly show consider- 
able emphasis on communications 
materials, as well as on various 
aspects of human relations and in- 
centive programs. One of the fea- 
tures of the personnel workshop 
will be a booth manned by repre- 
sentatives of the Bureau of Labor 
Statistics. 








STATE 


California 
Colorado 





Kentucky 
Louisiana 
Maine 
Maryland 
Massachusetts 
Michigan .... 
Minnesota ... 
Mississippi 
Missouri 

Montana 
Nebraska 
Nevada 

New Hampshire 
New Jersey 

New Mexico 
New York 
North Carolina 
oa Dakota 


Oregon 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 

Tennessee 


West Virginia 
Wisconsin 
Wyoming 


TOTAL 











Total Trucks in Operation, States by Makes 


As of July 1, 1951 
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Affecting Factories and Dealers . . . 





Auto Advertising 


By George Deery 
Associate Editor 
Eight automotive classifications | 
nave been cited among 30 firms| 
ind trade associations which “de-| 
serve to be on any honor roll” in| 
institutional ad programs. | 
Listed by that publication, with | 
the agencies in parentheses, are 
Union Oil of California (Foote, 
Cone & Belding), Oil Industry In- 
formation Committee (Sullivan, 
Stauffer, Colwell & Bayles), Chrys- 
ler Corp. (N. W. Ayer & Son), In- 
ternational Harvester (McCann- 
Erickson), Sinclair Oil (Kenyon & 
Eckhardt) and Aluminum Co. of 
America (Fuller, Smith & Ross). 
* . * 


Take New Positions 


Two major changes in assign- 


ments of executive personnel have 
been announced by F. Bourne 


a 





John Weiser Tod Reed 


Ruthrauff, of Ruthrauff & Ryan, 
ad agency. 


John Weiser is the new manager 
of the Detroit office and Tod Reed 
takes charge of the agency’s Pa- 
cific Coast operations, with head- 
quarters in Los Angeles. Both 
men are vice-presidents. Their new 
assignments involve an exchange 
of positions. 

Weiser has been manager of the 
Los Angeles office since 1941. Reed 
has been in charge at Detroit 
since 1948. aes gers 


Not Comic Book Stuff 

Victor Cohn, science writer for 
the Minneapolis Tribune, and John 
Lear, an associate editor of Col- 
lier’s, have been presented with 
checks for $1,000 each as winners 
of the sixth annual nationwide 
competition for the George West- 
inghouse science writing awards. 

Dr. Howard A. Meyerhoff, admin- 
istrative secretary of the American 
Assn. for the Advancement of Sci- 
ence, presented the awards at a 
luncheon honoring the winners, held 
in Philadelphia during the annual 
convention of the organization. 

Winners of honorable mention 
citations in the competition were 
Dick Pearce, reporter for the San 
Francisco Examiner; Claude Stan- 
ush and Kenneth MacLeish, of the 
science department of Life, and 
Frederick G. Vosburgh, assistant 
editor of National Geographic. 

- - x 


Trib Tops Color Record 


Color ads published by the 
Chicago Tribune last year estab- 
lished a new alltime record for 
that newspaper. The total of 405 
pages was 79 pages or more than 
24 percent greater than the prev- 
ious peak of 326 newsprint color 
pages, published in 1950. The 1951 
figure was more than double the 
pre-1950 record of 173 pages, pub- 
lished in 1936, the paper states. 

Of the 405 color pages pub- 
lished by the Tribune in 1951, 267 
were placed by general advertis- 
ers, 118 by retail advertisers, 16 
by automotive firms and four by 
concerns in the financial classifi- 
cation. 

* * * 
Eaton Promotes Gale 

H. J. McGinn, president, Eaton 

Mfg., Cleveland, has announced the 
appointment of R. H. Gale, as sales 
promotion manager to fill the va- 
cancy created by the death of 
Morgan Fenley. Gale entered the 
service department of Eaton’s axle 
division in 1929 shortly after grad- 
uating from the Case Institute of 
Technology. In 1941 he was trans- 
ferred to the sales department as 
in assistant to the sales manager, 
where in addition to other duties 
he handled sales promotion and ad- 
vertising for the axle division. 

* * om 


Breaks Ad Record 


Walter A. Young, associate 
publisher of the New York Jour- 





nal-American, reports that this 


year’s business and financial an- 
nual, which was the largest in 
history, from an advertising 
standpoint, “emphasizes the peril 
of increasing taxation to the 
Free Enterprise system.” 

The section was highlighted by 
special articles by former Presi- 
dent Herbert Hoover, Reese Tay- 
lor, president of Union Oil of 
California, Sen. Harry F. Byrd of 
Virginia and Journal American 
financial editor, Leslie Gould. 

* * 


Heads L.A. Show Publicity 


Chet Crank, of General Advertis- 
ing Agency, has been named pub- 
licity director of the first postwar 
Los Angeles auto show, March 7-17. 
Crank held the same position for 
the 10 shows prior to 1942. 

* a * 


New M.E. at Times-Herald 
Thomas R. Furlong, financial 

editor of the Chicago Tribune 

since 1939, has been appointed 
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ton Times-Herald. Philip F. 
Hampson, assistant financial edi- 
tor for the last 12 years, succeed- 
ed Furlong as financial editor. 
| The change was effective at once. 
Col. Robert R. McCormick, edi- 
tor and publisher of the Tribune, 
is editor and publisher of the 
Times-Herald, which the Tribune 

| company purchased in 1949. 


* + * 


| Catlin Joins AAA 


Russ Catlin, feature editor of 
Speed Age magazine, has been ap- 
pointed racing news director of the 
American Automobile Assn. contest 
board. Catlin, author of the book, 
“Life of Ted Horn,” Indianapolis 
500-mile historian and writer of 
many racing articles in national 
publications, is a former newspaper 
sports writer. 

* * * 


Two Join BAB 

Two additions to the staff of 
Broadcast Advertising Bureau 
have been announced by BAB 
President William B. Ryan. Frank- 
lin H. Peck, assistant director of 
advertising for the Schine hotels, 
has resigned from that position to 
join BAB’s national promotion 
staff, while Robert J. Steinle, 
former ad copy chief, J. C. Penney, 





managing editor of the Washing- 


has assumed the post of retail 


| AUTO MECHANICS’ 
CONVENTION 


Lae 


| specialist in BAB’s local promotion 
| division. 

Prior to his two-year association 
with J. C. Penney, Steinle served as 
a sales promotion analyst for Amos 
Parrish & Co., ad copy chief for 
W. T. Grant Co., and retail copy- 
writer for R. H. Macy & Co. From 
1933-39 Peck first worked on the 
U. S. Rubber account for Campbell- 
Ewald and then served as promo- 
tion manager for Good Housekeep- 
ing magazine. 

+ 





o 


* 
McWilliams Promoted 
Appointment of Frank C. McWil- 
liams as space buyer for the ad 
department of Firestone Tire & 
Rubber has been announced by C. 
B. Ryan, Firestone ad manager. 





McWilliams will take over duties 
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|formerly handled by E. H. Swine- 
hart, who has been assigned to a 
new position with Firestone Planta- 
tions. Since 1948, McWilliams has 
worked in the ad department’s pro- 
jduction division. From 1942 to 1948, 
|he served in several capacities in 
ithe sales department of the com- 
pany in Akron, except for three 
lyears of military service. 
* * * 


Co-Op Plan for Exporters 

Advertisers abroad do not need 
huge ad budgets to put over their 
|selling message in the U. S., the 
|New York Times points out in a 
new booklet. Cooperative group ad- 
vertising, the Times says, provides 
foreign business men with a tried 
and proven method for selling their 
goods and services to the American 
public. 

“Cooperative Group Advertising— 
An Effective and Economical Key 
to Open the U. S. Market,” repro- 
duces an address given in Europe 
last summer and fall by Eric W. 
Stoetzner, director of foreign ad- 
vertising for the Times. 

Stoetzner delivered his talk be- 
fore important trade and indus- 
trial groups throughout Europe. 
Copies of the booklet are being 
mailed to over 4,000 business, trade 





and government leaders abroad. 








over $1,000 this year. 





THEIR NATIONAL SYSTEM increases the profits of the C.T. Foxworthy Co., Inc., 





# 





INSTANT AND ACCURATE INFORMATION is provided by this National Sales 
Register on all sales and service operations. 


“Our National Sales Register 





increases our profits more 
than *1,000 yearly.” 


plete knowledge and control of our various depart- 
ments. We know the sales records of each depart- 
ment. And a complete audit of a day’s operations, or 
a cash and inventory balance, is quickly available.” 





MR. D. K. HARKNESS 


C.T. Foxworthy Co., Inc. 
Indianapolis 2, Indiana 





what 


“Everyone familiar with a 
dealership knows how varied 
and complex our operations 
are. The National System we 
use, however, is effecting time 
and money savings which will 
increase our profits over $1,000 
this year. 


“Our customers see plainly 


they are being charged on 


every repair job ticket. We know 
the amounts tied up in charge 


accounts, and our banking operations are greatly 
simplified since every deposit and every check drawn 


is also recorded by our Na 


tional Sales Register. 


“Thanks to our National System, we have com- 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 


So writes Mr. D. K. Harkness. By increasing effi- 
ciency and giving you complete control, a National 
System can make your business show desirable gains. 
Elimination of duplicate record keeping, faster and 
more accurate daily summaries, readily available 
sales and costs figures, all add up to more profitable 


operations for you. 


Call your local National 
representative, and ask him to 
survey your methods. He'll 
recommend a National Sys- 
tem designed for your own 
business, and show you how 
you can have protection that 
saves money and information 
that makes money. 


CASH REGISTERS © ADDING MACHINES . 
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Nash Dealer's U.C. Lot in Canada— 

Shown is a night view of the recently established used-car lot of Leonard & | named director to the national as- 
McLaughlin Motors, Winnipeg, Manitoba. Note the use of attractive identification and | 
effective lighting. George Heuchert is president of the dealership. 





Truck Trailer 
Shipments Up 
21% in Month 


WASHINGTON. — Factory ship- 
ments of truck trailers during Octo- 
ber, 1951, were up 21 percent over 
the previous month, according to 
the Commerce department. 

There were 5,608 units valued at 
$21,600,000 shipped in October, 
compared with 4,643 at $18,300,000 
in September, it was reported. 

The department said that ship- 

ments of all major types of truck 





| trailers showed increases in Octo- 


ber. 
Tank trailer shipments were up| 
35 percent, while vans and low-bed 


|heavy haulers each showed a gain 


of 24 percent. All other types of 
truck trailers made more moderate 
increases, the department said. 

Of the 5,303 complete trailers 
shipped during October, vans ac- 
counted for 43 percent, platforms 
26 pore and tanks 12 percent. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 











Used-Car Notes 








Nebraska Assn. 
Elects Nelsen 


OMAHA.—Cliff Nelsen, of A. C. 
Nelson Auto Sales, has been elect- 
ed president of the Nebraska Inde- 
pendent Car Dealers Assn. He suc- 
ceeds Ray Hayward, who was 





sociation. 

Other officers are: William Abel, 
| vice-president; Harold Bloom, sec- 
| retary; Joe Pascale, treasurer. 
| Elected directors were Hayward, 
| Jake Wine, Bud Ross, Ed Rosen, 
Pascale, Ed Lincoln, Ben Perkins, 
Wally Smith and F. J. Vogelsang. 


. * * 
Miamians Cautioned 


To Check Car Titles 

MIAMI. — L. P. Evans, president 
of the Miami Used Car Dealers 
Assn., has cautioned dealers here 
on buying out-of-state cars which 
do not carry good titles. 

Miami, he cautioned, has been 
reported as transfer point of the 





“underground” which is_ shipping 





“hot” Cadillacs from New York to 
Cuba. Many cars from the North 
jare currently being offered Miami 
|} used-car dealers, Evans said. 

. * * 


| Philadelphia Group Hears 
State Vehicle Chief 

PHILADELPHIA. Alvan C. 
Walker, director of the Pennsyl- 
vania Bureau of Motor Vehicles, 
|was the principal speaker at the 
annual Philadelphia Used Car 
Dealers Assn. dinner. 


Other speakers included Edward 
B. Maguire, of OPS, David C. 
Melnicoff, Federal Reserve Bank; 
James N. Robb, state department 
of banking, and Cyrus S. Gorsor, 
treasurer of the National Used Car 
Dealers Assn. and honorary presi- 
dent of the Used Car Dealers Assn. 
here. 





* x * 


Fort Worth Dealers Act 


|To Amend Tag Fee Law 


FORT WORTH, Tex.—The Fort 
Worth Used Car Dealers Assn. in- 
tends to prove to the Texas attor- 











Reading Time: 1 minute, 45 seconds 


“Di . . . . ” 
irection is the most important factor in my story, 


says Frank Thompson. 


“In college my classmates were looking forward 


to the day they could shake the dust of small towns from 
their feet and head for the big city. I decided to reverse 
the trend and go back to my own home town where I felt 
I could combine friendship with business.” 


With Frank, friendship is synonymous with service. 
To prove it, he has a Distinguished Service Award from 
the town’s Junior Chamber of Commerce. He has served 
on the board of this civic organization several years 





. .. is mow vice-president. He has put in years, too, as 
superintendent of a Sunday School. Where there’s work 
to be done, you'll find Frank lending a hand. 


**My lifelong friends have brought me a lot of 


success,” 


Frank admits. 


“Since we first established our 


dealership, we’ve doubled the size of our organization 
and we’re now looking forward to building a new, larger 
showroom. All our employees have been personal friends 
of mine for some years. Several are old school chums.” 


Frank’s “ 


team” 


is fully aware that he is eager to 


reward their loyalty and efficiency. When he noted that 


his service manager was instrumental in bringing new car 
buyers into the showroom, Frank saw to it that 
he was soon given an opportunity in the sales 
department. Now he’s sales manager. And so 
Frank’s “service family” continues to grow. 


ec . 

Our customers take service for granted 
from our organization, just as I take it for 
granted from the other businesses in town. 


After all, it’s pretty easy to be courteous to everyone, in- 
cluding customers you’ve known most of your life—and 
who call you by your first name. I hunt and fish with a 


Wrootion | Che 


l 





lot of these people, so it has been perfectly natural to give 
them a square deal and for them to recommend us to 


their friends.” 












\ NEW, BIGGER 


t' SHOWROOM 


Frank sums 


“a Senet ; = liked this town and the people in it. 





up his policies simply. 


Business, I have found, is nothing more than serving a 
circle of friends and that circle will grow in proportion 


to the service you give.” 


Write for our free booklet 
containing a number of these 
stories of accomplishments by 
enterprising men. Chrysler 
Corporation, 341 Massachu- 
setts Ave., Highland Park 3, 
Michigan. 














Chrysler Corporation 


PLYMOUTH * DODGE * DE SOTO © CHRYSLER * DODGE "‘Job-Rated"’ TRUCKS 
Fine Cars of Great Value 


ney-general that it is unfair for 
any auto owner to be required to 
pay a license plate fee for the same 
= ar in two states. 

A brief prepared for the associa- 
ltion by an attorney asks that a 
ruling be made on the bill passed 
by legislature. The law requires 
|that the owner of a car which was 
\licensed the previous year in an- 
|other state must present a license 
|receipt from that state before a 
Texas license can be issued for the 
jnew year. 


Ky. Rules Dealers Must 


Present Bill of Sale 

FRANKFORT, Ky.—Used-car 
dealers are required to present the 
buyer with a bill of sale and li- 
cense-registration receipts, accord- 
ing to a ruling handed down by the 
court of appeals here. 

The decision was made following 
a suit against Dick Auto Co., of 
Louisville, for failing to give a 
buyer a bill of sale or evidence 
that the car had been registered. 
The buyer sued for breach of con- 
tract, charging that the auto did 
not operate satisfactory. 

* * * 


Mack’s Motors 


MIAMI.— Adolph MacNorrius, 
formerly from Kenosha, Wis., has 
opened a used-car lot here at 7310 
Second Ave. The lot will be known 
as Mack’s Motors. 


| Fast ‘Swap 
Crook Uses New Hook 


To Get Cadillac 


HOUSTON. — A _ discriminate 
young man who has a fondness for 
Cadillacs but who doesn’t believe in 
paying for one is being sought by 

| police here. 

Unlike an ordinary car thief, the 
| man used a new twist, however, in 
getting the car he had his heart set 
on. 

First he visited A. B. Lewis & Co. 
on the pretense of wanting to buy 
a car. While the salesman was busy 
on the phone, the man climbed into 
— green Ford coupe and drove 

| off. 

At the lot of Gay Motors a would- 
be buyer answering the same de- 

| scription as the one who stole the 

Ford said he wanted to buy a 1949 
Cadillac sedan he spied. While 
Salesman C. A. Parson was trying 
out the Ford, the man fled in the 
Cadillac. 





Lured to Oroville, Calif., 


Dealer Beaten, Robbed 


OROVILLE, Calif.—Kenneth J. 
Merriman, used-car dealer in Rich- 
mond, was attacked in his hotel 
room here and robbed of $2,000 
after being lured to this city “to 
purchase some used cars.” 

Merriman told Oroville police he 
received a telephone call at his 
|office, suggesting that he come to 
Oroville if he wanted to buy some 
|used cars. He suffered a head la- 
| in the attack. 

* - e 


Buffalo Auto Mart 

| BUFFALO. — Anthony Benedyk 
|has filed a name, Buffalo Auto 
Mart, for his used-car dealership 
here. 





| Detroit Dealer Jailed 


On Car Title Charge 


DETROIT.—Carl Gobis, operator 
of a used-car lot at 11830 Livernois, 
here, was sentenced to 30 days in 
jail by Recorder’s Judge W. McKay 
Skillman on a charge of failing to 
deliver the title on a car he sold. 

Gobis also allegedly did not re- 
turn the buyer’s trade-in car or 
payment. Asst. Secretary of the 
State Charles C. Creedon, who 
hailed the court action, said that 
“this is the type of violation we 
| have been fighting for years.” 
| + x * 

Stump Named in Charge 
Of Conspiracy to Defraud 

WHEELING, W. Va.—Hollie 
Stump, used-car dealer here, has 
been charged with conspiracy to 
defraud the Wood County Bank of 
| $129,000. 

A teller in the bank, Dennis V. 
Layfield, has pleaded guilty to a 
companion charge of conspiracy. 
U. S. District Attorney Howard 
Caplain said in his opening state- 
ment that Stump “aided, abetted, 
procured, advised and counseled” 
Layfield in the embezzlement. 
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On the Financial Front. . 





Business Level Called 
Near Low for Year 


By George Deery 
Associate Editor 

USINESS activity is probably 

near the lowest level that it will 
reach this year, in the opinion of 
Bernhard Hengerer, editor of 
Standard & Poor’s Industry Sur- 
veys. 

In his most recent projection 
he foresees that “the improve- 
ment in prospect over the com- 
ing months will be less dramatic 
than that foreshadowed by 


earlier plans for defense spend- 
ing.” 
But he also points out that 


present military goals suggest a 
longer period of exceptional busi- 


Bendix Profit Dips 
To $11,818,600 


DETROIT.—Net sales of Bendix 
Aviation for the fiscal year ended 
Sept. 30 were $340,540,415, an in- 
crease of $121,120,- 
621, or 55 percent 
over the previous 
year, President | 
Malcolm P. Fer-| 
guson has an-| 
nounced. 

Indicating the 
sharply rising) 
curve of Bendix 
defense produc-| 
tion, the report) 

fi revealed that 65) 
M. P. Ferguson percent of total 
sales were defense sales subject to 
renegotiation, and that in the final 
month of the year, September, de- 
fense sales were 375 percent as 
great as in the same month of 
1950. But as a result of marked 
changes in taxes and other cost-| 
price-profit relationships, net in-| 
come for 1951 was $11,818,600, or 
$5.58 a share, as compared with 
$16,954,116, or $8 a share, in 1950. 








Sales of all Bendix aircraft prod- | 
ucts in 1951 totaled about $192,000,- | 
000, or 57 percent of total sales| 


volume, as compared with $105,000,- 
000, or 49 percent, in 1950. Automo- 
tive products totaled $84,000,000, or 
24 percent of sales, compared with 
$66,000,000, or 34 percent, 
preceding year. 

* * ~ 


Continental Net 
Gains in Year 


Consolidated net earnings of Con- 
tinental Motors for the fiscal year 


ended Oct. 31 totaled $4,469,063, or) 
President C. J.| 
Reese has announced. This com- | 
pared with $3,611,245, or $1.09 per | 


$1.35 per share, 


share, in the previous year. Sales 
were $166,677,855, 


$96,404,468 in 1950. 


Each of the company’s diversified | 
types of engines contributed to the | 


year’s gains, Reese said. 
* * * 


Dayton Rubber Boosts Net 


To $2,380,938 in Fiscal Year | 


Dayton Rubber in the fiscal year 
ended Oct. 31, achieved the highest 
sales and earnings in its history 
despite greatly increased tax 
charges, A. L. Freedlander, presi- 
dent, has stated. Net sales were 
$54,602,954, compared with $37,199,- 
454 for the previous year, an in- 
crease of 47 percent. This follows 
an increase of 58 percent in 1950 
over 1949. 

Net profit for 1951 was $2,380,- 
938, equivalent to $5.01 per share. 
This compared on the same basis 
last year to net profits of $2,241,- 
015, equivalent to $4.74 per share. 





Brains for Sale 


In Convenient Form 


For Immediate & Future Use 


LY 
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INDIVIDUALIZED Newspaper Ad-Clip Service 


UNUSUAL service of bringing you brains 
of country’s leading firms (in your own 
line of business) weekly, semi-monthly or 
monthly through their ads. You may select 
types of ads; particular phases that interest 
you. We weed out mediocre, send best from 
700 leading dailies. Also furnish ads, 
IDEAS for special events, anniversaries, etc. 
Our monthly BONUS Letter full of IDEAS, 
sales helps. No long term _ obligation. 
10 DAY FREE EXAMINATION. 


Merchandising Division 


NATIONAL RESEARCH BUREAU, 
cr aq 


NAR. Bida 
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compared with 





ness, 
a boom and bust 
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“thus deferring or averting 


” 
* Ld 


MONG the factors that will in- 
+4 fluence the business trend dur- 
ing the remainder of the year he 
points to the inventory situation as 
being likely “to hold fairly steady, 
or to decline, after allowing for 
increases in defense and defense- 
supporting fields.” 

This report states that “The 
prospect of relatively stable in- 
ventories, despite a favorable 
business outlook, neutralizes one 
force that contributed to the 

inflationary price rise last year.” 
An improvement in the cash 

positions of manufacturing firms is 
looked for later on in the year, 
which will reflect accelerated 
amortization charges and efforts to 
cut or stabilize inventories. 

“The continued decline in the 
ratio of cash and government se- 











Dealer Wins I|-H Award— 


P. G. Crooks (second from left) receives first place winners’ plaque for delivering 
320 percent over his quota in “wind up a winner" truck sales contest conducted by 
International Harvester. L. C. Carroll (right), Nashville district manager of truck sales, 
congratulates Crooks, who heads Crooks Hardware and Implement, Jamestown (Tenn.), 
while W. H. Brisendine (left), assistant district manager at Nashville, presents the 
plaque, and J. A. Otto, zone manager, looks on. Presentation was made at a meeting 
of the Jamestown Rotary club. 





receiveable, heavy plant and equip- 
ment outlays and retained earn- 
ings.” 


curities to current liabilities during 
1951 reflected a sizeable increase 
in inventories, larger accounts 





















Twin Post Lifts. 


Ask your jobber, or write 
and time study proof o 
riority. Ask for Bulle 


WEAVER 


WEAVER TWIN PG 


is the ONLY automotive type 
can handle Al! wheelbase lengths 
without loss of lifting capacity ! 


Yes, the WEAVER TWIN POST LIFT is the O 
automotive type lift that offers wheelbase 
justment from 40” minimum to any desired 
imum .. . Provides unobstructed undey 
accessibility. No rails in the way. It 
more in a lift than any other dev. 
more working room . . . more der 
more exclusive features . . . mor. 
duction for your shop. It pay 





lift that 











With rear post r ining i 


P 


wheelbase Cadillac Ambulance. 


Trucks Account 
For Larger Share 
Of I-H Sales 


Trucks, their servicing and parts 
played a more important role in 
International Harvester’s sales in 
the fiscal year ended Oct. 31 
accounting for 32.2 percent of the 
firm’s total compared with 30.2 
percent in the preceding year, 
President John L. McCaffrey said 
in reporting earnings. 

In the 12 months, I-H earned 
$63,001,033, or $4.36 a share, against 
$66,714,716, or $4.72 a share in the 
preceding year in the face of a 136 
percent rise in federal income and 
excess profits taxes. Sales sky- 
rocketed to $1,277,319,514 from 
$942,601,961. 

Commenting on the past year’s 
progress, McCaffrey pointed out 
that there were no major strikes 
and there was a noteworthy reduc- 
tion in the number of wildcat 
strikes. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 








n , the front 
post is adjustable to any wheelbase length. For 
example—the Model EC-100 TWIN POST can 
take an 80’ wheelbase Crosley and a 164” 





tact channels. 





WEAVER MOTOR SUPPORT 


The Weaver Motor Support is inex- 
pensive and provides a convenient 
method of supporting motor, and 
thereby increases production on re- 
moval and replacement of transmis- 
sions and rear motor mountings. 
Furnished complete with hydraulic 
jack for raising and lowering con- 








SERVICE SHOP EQUIPMENT 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL. 


Twin Post Lifts ... Unit Lifts... Wheel Alignment Equipment . . . Headlight Testers ... 
Brake Testers... Wheel Balancing Equipment... Jacks...Dollys...and Air Compressors, 
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At Schade Bros. Opening— 


Chevrolet dealer C. T. Schade and his 
daughter, Nancy, are pictured as they 
enter the showroom of Schade Brothers 
new building in Irwin, Pa. The occasion is 
the recent opening of the new quarters 
which doubles the space available for 
operation of the 32-year-old business. 





Insurance Rates 
7 . e . 

Cut in Virginia 

RICHMOND, Va.—Reductions in 
rates for three classes of automo- 
bile insurance have been ordered by 
the Virginia state corporation com- 
mission. The reductions were in- 
cluded in a new schedule of rates 
for the Virginia insurance rating 
bureau. 

The reductions just ordered were: 
a decrease of 25 percent for com- 
prehensive automobile insurance; a 
cut of 15 percent for $100 deducti- 
ble collision, and a reduction of 10 
percent for $50 deductible. 
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A bill to prevent the loading of 
school buses over the seating capa- 
city has been 
Massachusetts committee on trans- 
portation by Hugh G. Flynn. 

* * * 


Workers’ Benefit Law Held 


Unconstitutional in Miss. 

A ruling that Mississippi’s work- 
men’s compensation act of 1948 is 
unconstitutional was handed down 
by Special Circuit Judge T. C. Han- 
nah of Hattiesburg. 

The lower court judge held that 
the law deprives employes of the 
right to seek compensation in court 
and to have their damage awards 
fixed by a jury as guaranteed by 
the state constitution. 

The state legislature, he ruled, 
“was wholly without power and au- 
thority to take away this cause and 
substitute in its place the rights of 
the workmen’s compensation law.” 

* o * 


New Vehicle Taxes Hinted 


By Wisconsin’s Governor 

A hint that additional motor ve- 
hicle taxation for an expansion of 
the Wisconsin road building pro- 
gram may be considered in the 
next legislative session has come 
from Gov. Walter J. Kohler. 

He said the future may develop 
a need “for more controlled-access 
highways,” and that such develop- 
ments “may also require more 
funds for highway purposes.” 

* * * 


Illinois Truck Fee Bill 
Argued in Supreme Court 


A bill which would revise state 
truck license fees upward and 
bring an additional $28,000,000 in 
revenue annually, has reached the 
showdown stage in the Illinois su- 
preme court. 

Passed at last year’s legislative 
sessions and signed by Gov. Steven- 


son, the bill was later declared 
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HEADBOLT ENGINE HEATERS 


FOR CARS, TRUCKS, TRACTORS 


More than half-a-million owners of Freeman Headbolt Engine 


Heaters are insured against car starting problems this winter. 


These enthusiastic owners are telling their friends how their 


Freeman Heaters are guaranteeing them quick starts in 


cold weather. 


Get some! Get that Freeman poster (shown above) in your 


windows! Call your jobber. 


Manufactured by 


FIVE STAR MFG. CO. 
EAST GRAND FORKS, MINN. 





introduced to the} 


junconstituional by Judge Clem 
|Smith in Sangamon county circuit 
court at Springfield. 

On behalf of trucking interests, 
j}attorneys George Hoffman’ and 
|Hugh Graham jr., argued before 
|the supreme court that “weight is 
not the sole basis for the tax,” 
which has been increased from 80 
|to more than 350 percent, and that 
ithe state’s mileage statistics are 
“flimsy.” 





Stiffer Liability Law 
Considered in R. I. 


A stringent motorists’ financial 
responsibility bill, patterned after 
the model act backed by the Amer- 


an operator responsible for an ac- 
cident loses his license and regis- 
tration if he fails to pay a judg- 
ment ordered by a court. If he pays 
such a judgment, he is required to 
file proof of future financial re- 
sponsibility. 

Under the proposed law, a driver 
involved in an accident would lose 
his license and registration for a 
year if he failed to demonstrate 
financial responsibility through in- 
surance or otherwise regardless of 
who caused the accident. 

+ * x 


Anti-Speed Plea 

A resolution requesting the U. S. 
Congress to prohibit the interstate 
use of motor vehicles capable of 
traveling in excess of 75 miles an 
hour has been proposed to the Ari- 
zona house of representatives by 
its highways and bridges commit- 
tee. In offering the proposal, the 
committee said records reveal that 
high speed “is the predominant 
cause of accidents in which motor 
vehicles are involved.” Nearly all 
new cars are capable of speeds of 
more than 75 miles per hour. 

+ - x 


Flat-Rate Insurance Plan 


Gains Backing in Mass. 


Proponents of flat rate compul- 
sory auto insurance won a victory 
in the Massachusetts legislature, 
when a joint committee on insur- 
ance voted to report favorably on 
a bill to establish a flat rate. The 
measure will come up later for 
debate in the house. 

The action came as a surprise 
just after the committee had ad- 
journed a hearing on 23 bills call- 
ing for establishment of a merit 
rating plan to penalize bad drivers 
and reward good ones. Edward F. 
Connelly, counsel for the American 
Mutual Alliance, told the commit- 
tee that all but a few highway ac- 
cidents are caused by bad drivers. 
Merit ratings, he said, would in- 
directly be one way to force them 
off the roads. 


Va. Bill Requires Trucks 
To Cover Rear Wheels 


A bill to require rear fenders 
and flaps, or guards, on any motor 
vehicle carrier with a capacity of 
more than 20,000 pounds has been 
introduced in the Virginia senate. 


* * 


Ky. Senate Gets Two Bills 


Affecting Car Licensing 


Two bills affecting licensing of 
motor vehicles have been intro- 
duced in the Kentucky senate. One 
of the bills weuld require owners 
to show proo” of financial respon- 
sibility before being permitted to 
buy license plates. 

The other would require that 
owners, before buying license 
plates, present the county clerk 
with a certificate showing that the 
|car has been listed for taxation by 
| the county assessor. 


| Mass. Legislature Rejects 


Gasoline Use Tax Idea 


The Massachusetts legislature, 
|without debate, has voted against 
a gasoline use tax, and against 
exempting governmental bodies 
from gasoline taxes. It refused also 
to consider limiting the amount of 
excise taxes on motor. vehicles 
more than 10 years old. 

The Massachusetts house threw 
out bills to impose an excise tax 
on motorboats and aircraft. There 
were more than 800 persons on 
hand to fight the bills, but the 





ican Automobile Assn., has been 
introduced in the Rhode Island 
legislature. 


Under present Rhode Island law, | 








| body, without debate to accept|speed for trucks from 50 to 45 miles 
ladverse reports, killed them all. per hour. 


* * * * 


* > 
Tax on Dealer U.C. Sales 


Of $21 Million | Proposed in Michigan 


: ’ | A 3 percent tax on the sale oj 
Approximately $21,500,000 of |}used cars through licensed dealers 
highway-user tax receipts would | 


“ihe 2 tn has been proposed in a measure 
be diverted to nonhighway pur- | introduced in the Michigan senate 
poses under the | 


budget recom- | “rn eel 7 $< 
mendations submitted to the New | sin an adie Geen tae 
Jersey legislature by Gov. Dris- | ¢.ature which has been defeated ir 
coll. . _ |two previous bills. The sales would 

The proposed budget estimates be levied under the terms of the 
that highway-user tax revenues, | -aies tax act if the measure is 
including gasoline taxes and passed 
motor vehicle fees, will amount ara ; «*« « 
to about $83,515,000 in 1952-53. | 7; S 
Driscoll’s budget allocates only icense Boost Sought 
$62,035,190 of that total to high- |In N. Little Rock 

Motorists will pay more for their 


way purposes, 

Of the amount allocated for | 1952 city automobile licenses under 
highway purposes, the governor’s | a proposed ordinance which Mayor 
budget would provide $19,503,239 | Lawhon has filed for consideration 
for highway construction. |before the city council of North 

: |Little Rock, Ark. 


* * * 

te P . P | The proposal would boost the 

Virginia Bill Would Adjust | price of city licenses from $3 to $5 

Car, Truck Speed Limits | affecting 10,400 motor vehicles reg- 
A bill has been introduced in the | istered in the city. 


Virginia house to increase the} 
speed limit for cars and decrease | Auto Flame Throwers 


the limit for trucks. A bill prohibiting the sale or uss 

The bill would raise the present|of flame throwers on automobiles 
car limit from 50 to 55 miles per|has been passed by the Michigan 
hour, and decrease the maximum |house of representatives. 


THE ANSWER TO ONE OF THIS WINTER’S 
BIGGEST MOTORING HEADACHES 


N. J. Seeks Diversion 
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Sensational VEW 


KRYLON 


CHROME PROTECTOR 
iS with S\LICONE 


Contains silicone for hardness 

Stands up under salt, calcium 
chloride, antifreeze, nitric acid 

Has higher gloss than glass—won't 
discolor, because of Acrylic base 

Won’t crack or peel... yet is V3 
as hard as glass 

Can be cleaned with detergents 


Krylon Chrome Protector 
comes in a special applicator 
bottle. You simply clean the 
chrome, then brush it on. 
You can brush on a second 
coat, if needed, as soon 
as the first one dries. One 
application gives winter- 
long protection except under 
the toughest conditions. 


Here is a product America 
needs—a product you can use 
and recommend with full 
confidence. The market will 
be big this winter. Don’t miss 
your share! Order from your 
jobber today, or write direct. 














The experts are agreed—the 
‘flash chrome” of today’s 
cars will be right at the top 
of the motorist’s troubles 
this winter. 


Which means you can cash 
in plenty with sensational 
new Krylon Chrome Protec- 
tor. No other protector on 
| the market has all of its 
advantages. 


KRYLON, BeRGSe dept. 711, 2601 N. Broad 51., Phila. 32, Pa. 
{ 





PROFIT WAYS 












d, Sell Krylon Chrome Protector by the bottle. 


2. Apply Krylon Chrome Protector yourself as a service. 
yourcost $9.29 

YOU SELLFOR 15.48 
YOUR PROFIT 6.19 


12 8-0z. applicator-top 
bottles per carton. Re- 


tail $1.29 per bottle. 





2 MORE PROFITABLE NEW ITEMS FROM KRYLON 


New 3-can kit, display material and tags. 


Heavy Diy AUTOMOTIVE KRYLON 


for waterprocfing and protecting ignition systems 


COSTS YOU ONLY $4.78 
BRINGS BACK AS MUCH AS $39.60 


New 12-tube display card 
WINDSHIELD SEALZIT 


Put the card on your counter 
— the tubes will sell them- 
selves fast at 29c each! 
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race Elected President . . 





TTMA Hits Ton Tax; 
Crowd Sets Record 


HOUSTON.—Ton-mile or weight- , Cleveland; 


listance taxes were sharply attack- 
ed by the Truck-Trailer Manufac- 
turers Assn. at its 11th annual con- 


vention. A record-breaking crowd | 


attended the conclave. 
The association adopted a resolu- 
tion which defined the taxes as “an 


Christopher Hammond 
jr., Steel Products Co., Savannah, 
Ga.; C. W. Alexander, Lufkin Foun- 
dry & Machine Co., Lufkin, Tex.; 
P. M. Heinmiller, Utility Trailer 
Mfg. Co., Los Angeles, and Ralph 


| Veenema, Veenema & Wiegers, Inc., 


inequitable extra tax assessed only | 
against a small group of highway | 


users,” and said the levy “is dis- 
criminatory because it fails to meas- 
ure accurately variations in ton- 
nage transported and does not con- 
sider the fact that trucks many 
times return empty.” 

L. C. Allman, Detroit, retiring 
president, said it would be possible 
to build 62,500 truck-trailers this 
year. 

William E. Grace, executive 
vice-president of Hobbs Mfg. Co., 
Fort Worth, was elected president 
of the association to succeed All- 
man, who had served two years. 

Delegates also chose S. E. Biggs, 
of Trailmobile, Inc., Cincinnati, as 
eastern vice-president, and 
Brown, of Brown Trailers, Inc., 
Spokane, as western vice-president. 
R. C. Tway jr., of Kentucky Mfg. 
Co., Louisville, was named treas- 
urer. 

Elected directors were: H. C. 
Wolfe, of Gramm Trailer Corp., 
Lima, O.; C. L. Schneider, Frue- 
hauf Trailer Co., Detroit; Julius L. 
Glick, Truck Engineering Corp., 





Paterson, N. J. 

The resolution opposing ton-mile 
taxation was one of four passed by 
the trailer manufacturers. 

The ton-mile tax takes as its 
base the movement of a ton of 
freight or other property over a 
distance of one mile, applying to 
that unit whatever levy legisla- 
tors may decide upon, the group 
noted. Thus, the carrier who 
transports one ton 10 miles pays 
the same as the carrier who may 


transport 10 tons one mile, it was | 


said. 

The resolution declared “ton-mile 
maintenance is an inadequate yard- 
stick for measuring the cost of the 
road resulting from vehicle use 
and that it fails to consider the 


C.|factor of space requirements of 


different vehicles.” 

“This theory of taxation penalizes 
the proven efficiency inherent in 
larger vehicles, and disregards the 
factor of value of service rendered,” 
the resolution said. 

Also, it said, “a state ton-mile 
tax imposes a barrier to the free 
flow of interstate commerce, 
breaks down motor vehicle recip- 





NEW YORK STATE'S 
2N° LARGEST MARKET 


IS THE 


e BUFFALO MARKET 


In Metropolitan Markets 


(as defined by the U. S. Census) 


the Buffalo Area ranks: 


14th in population 


10th in manufacturing employment 


14th in food sales 


14th in automotive sales 
15th in furniture and appliance store sales 
13th in hardware and building material store sales 


15th in drug store sales 


(Source: U. S. Census figures) 


The Buffalo Evening News has the largest City and Retail 
Zone circulation in New York’ State outside of Greater New 


SELL THE NEWS READERS 
AND YOU SELL 
THE WHOLE BUFFALO MARKET 


BUFFALO EVENING NEWS 


York. 


EDWARD H. BUTLER 
Editor and Publisher 


KELLY-SMITH co. 
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Pontiac dealer (N.Y.) 





+4099 writes: 


“Will never handle our own follow-up again. You 
increased service 36% ... 


WRITE TODAY TO 


CUSTOMER CONTROL, INC. 


LONG ISLAND CITY 1 
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New Officers of TTMA— 


group's 11th annual convention in Houston. 
Mfg. Co., Louisville, treasurer; S. E. Biggs, 





Brown Trailers, Inc., 


+ + * 


rocity among states and invites 
retaliatory legislation from neigh- 
boring states.” 

“The ton-mile tax is costly and 
| difficult of administration,” the 
resolution said. “Ports of entry or 
border checking stations frequently 
are considered essential. Being, in 
theory at least, a self-assessment 
form of taxation, it imposes its full 
burden on the honest and efficient 
operator but leaves the door open 
for deception and evasion. The cost 
of collection is unduly high.” 

In another resolution, the associa- 
tion pledged support to “project- 
adequate roads,” otherwise known 
as PAR. This resolution said that 
in recognition of the difficulties 
| engendered by growing highway 
| congestion, the National Highway 
| Users conference has proposed cor- 
|rection of highway deficiencies 
through the program. 

“It has become obvious that only 
|improved highways constructed on 
| the basis of thorough research in- 
| cluding a determination of the pri- 
|ority of highway needs obtained 
‘through application of an unbiased 
| method, such as the application of 
| ‘sufficient ratings,’ will care for the 
_present and prospective needs of 
| all highway users.” 
| In still another resolution, the 

association urged the Senate and 

House committees on interstate 

commerce to exercise “extreme 

caution in tampering with exist- 
ing regulatory law and with the 
recognized motor transportation | 
industry practices under which | 
the distribution system of the 
country functions.” 

The group commended “strenuous | 
efforts” of the truck-trailer branch, | 
motor vehicle division of NPA,| 
“which resulted in allocations of 
sufficient materials to permit trail- 
er production in 1951 to meet the| 
needs of commercial users in both} 
the for-hire and private fields.” 

A pair of government experts in| 
a panel on truck-trailer production 
agreed that so far as aluminum and 
steel are concerned the shortage | 
will be no worse in the second half | 
\of this year than in the present) 
quarter and the succeeding three! 
months. 

The experts were George R. Da-| 
| vis, assistant director, motor ve-| 
hicle division of NPA, and E. J.| 
Lucas, chief of NPA’s truck-trail-| 
er branch. 

Both agreed that the second quar- | 
ter probably will witness the deep- | 
| est cut in materials 

With John B. Hulse, TTMA 

managing director, acting as | 

moderator, Lucas repeatedly em- | 
| phasized the necessity of accu- | 
racy in reporting inventories 
monthly. “We put those figures 
down in a book and make our 
claims accordingly,” he explained. 
“You are entitled to all that you 
actually need but if you have ex- 
cess inventory please do give it 
back.” 

Davis disclosed that because in- 
ventory reporting had been reason- 
ably accurate Lucas was able to 














New Fair-Trade Bill 


Introduced in Congress 


WASHINGTON.—U. S. Rep. 
Eugene J. Keogh has introduced 
a bill to ban retailers from 
starting price wars and repair 
damages to state fair trade laws 
which resulted from a U. S. | 
Supreme Court decision last 
year, the American Trade Coun- 
cil said last week. It would pro- 
tect manufacturers in “free and 
open competition,” it was stated. 














These are the new officers of the Truck-Trailer Manufacturers Assn., 


Hf 
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; 
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elected at the 
Left to right are: R. C. Tway jr., Kentucky 
Trailmobile, Inc., Cincinnati, eastern vice- 


president; William E. Grace, Hobbs Mfg. Co., Fort Worth, president, and T. C. Brown, 
Spokane, western vice-president. 


* a + 


“justify” a claim for materials for 
16,000 trailers for the second quar- 
ter “instead of the 8,000 to 9,000 
that were suggested as permissible 
in some circles.” The 16,000 second 
quarter total, he said, includes 2,119 
for military use. 

Lucas declared “the bill of ma- 
terials” has become even more im- 
portant now because data is needed 
on intentions to build trailers down 
to sizes for which capacity ratings 
are 10,000 pounds instead of the 
generally observed five-ton rating. 

Lucas stressed the right of ap- 
peal when allocations have been 
cut too fine. “If you can show de- 
mand you can be taken care of,” he 
said. 

Walter F. Mullady, president of 
the American Trucking Assns., 
called for a scientific and engineer- 
ing appraisal of every section of the 
nation’s primary and _ secondary 
highways as the first step in a pro- 
gram to bring the roads up to mini- 
mum standards needed for modern 
traffic. 

Mullady told the convention that 
there has been little main road im- 
provement since 1940 while the 
number of vehicles using the roads 


| has increased 50 percent. 





Nimnicht Elected 


B. N. Nimnicht, owner-manager 
of Riverside Chevrolet Co., Jack- 
sonville, Fla., has been elected to 
the board of directors of the Jack- 
sonville chamber of commerce. He 
will represent the automotive in- 
| dustry and petroleum products. 


Dr. 





Benefits Claiined 
For Catalytic 


Engine Process 


NEW YORK. — Preliminary tests 
of a new catalytic engine process, 
for which improved fuel and engine 
performance is claimed, were re- 
ported to be successful last week 
by Robert S. Wallach, president of 
Associated Development & Research 
Corp. 

In the process, an invention of 
Sophia Berkman, a syntheti- 
cally compounded catalyst is cast 
in the cylinder head or piston. 

It is claimed that the catalyst 
tends to prevent carbon formation 
and knock, assists in more com- 
plete combustion and reduces the 
need for higher octane gasolines. 

(Auto engineering sources in De- 
troit, who had studied the idea of 
adding solid catalytic agents in an 
earlier process, were skeptical. 

(It was pointed out that an en- 
gine embodying a solid catalyst had 
been tested 25 years ago. However, 
use of a catalyst in vapor form— 
tetraethyl lead—has been common 
practice for years.) 

Wallach said that tests of the 
Berkman catalytic piston in Stand- 
ard CFR (Cooperative Fuel Re- 
search) engines have demonstrated 
improved performance of gasolines 
equivalent of up to 25 octane num- 
bers. 

Since natural ores and minerals 
are used, Wallach said, the actual 
cost of the raw materials used in 
the new catalyst should be less than 
a dollar for each multi-cylinder 
engine. 

Dr. Berkman has taught in Rus- 
sia and Germany and was assistant 
to Gustav Egloff, of the Universal 
Oil Products Co., Chicago, from 
1930 to 1941. 


Penn State Offers 


Vehicle Courses 


STATE COLLEGE, Pa.—Two au- 
tomotive courses will be offered 
during May on the campus of 
Pennsylvania State college here, 
college authorities have announced. 

The seventh annual course for 
motor vehicle maintenance super- 
visors is slated for May 19-23, while 
the third course for trainers of 
commercial drivers will be held 
May 5-9. Further information on 
the courses is available from the 
school’s institute of public safety. 








NO 


OTHER LIFT DOES THE 


JOB AS WELL NO MATTER 


WHAT THE COST OR CLAIMS 





Guaranteed—Safe—Economical... 


IDEAL FOR... 


Steam Cleaning Racks — Body and Fender Depts. 
— Paint and Brake Depts. — Auxiliary Greasing 
— Shock Absorber Service — Front End Rebush- 
ing — Tightening Work — Undercoating Work. 








Portable Pneumatic Auto-Lift... 


Lifts either end of any cor to 50 inches with 
safety. No ‘‘tricky” attachments required. Load 
is supported by air tight cylinder and made doubly 
safe at any height by automatic safety lock. 





Raises car to the most convenient working height. 
Eliminates tiresome, back-aching crouch. No part 
of Bay-Lift extends beyond area occupied by car 
thus saving valuable floor space. Can be moved 
as easily as a jack and used indoors or out by 
simply attaching air hose. Leading car manufac- 
turers have approved Bay-Lift. 


HEAVY DUTY MODELS FOR TRUCKS 


ie oad heavy duty model offers all the features 
of the passenger car model but has capacity of 
5,000 pounds and operates on 150 p.s.i. air pres- 
sure. Indispensable for truck repair and mainte- 
nance work. 





BAY MANUFACTURING COMPANY 
CALIFORNIA 
NEW YORK 19°.N.¥ 


BOX 578 —TORRANCE, 


2 OVERSEAS DIVISION, 145 W. 45TH STREET. 
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Used-Car Auction Prices 








Market Trend 


Thanks to a show of strength in the prices of “middle-aged” cars, 
the overall average price gained $9 last week to $845. It was the larg- 
est weekly increase since early in October. 

The gain was largely attributable to the boost in the average prices 
of 48s and ’46s, which gained $22 and $45, respectively. The entire list 
was strong, however, except for ’51s, which lost $5. 

There was a decline in the percentage of cars sold at various auc- 
tions, however. There were 995 units sold out of 1,481 offerings at nine 
representative auctions last week for a mark of 67 percent. In the 
previous week at the same auctions, 975 units, or 70 percent, of the 
1,392 offerings were sold. 

Prices marked with an * indicate a unit equipped with 
automatic transmission or overdrive. 


_ JADILLAC—'50 (61) 4-dr., $2,775. °49 

MANHEIM, PA. Orel) 4-Gr., $2,000". 
(Manheim Auto Sales & Auction, Inc, | CHEVROLET—'51 Bel-Air, $1,810; SL Spe- 
Sale every Friday. Prices are for sale of cial 4-dr., $1,510. '50 SL Deluxe 4-dr., 


$1,475*; 2-dr., $1,230; FL Deluxe 2-dr., 
$1,300. °49 SL Deluxe 4-dr., $1,110. °48 
FL aerosedan, $920. '46 SM 2-dr., $710. 


CHRYSLER—’48 Windsor 4-dr., $1,075; 
NY club coupe, $950. '46 NY 4-dr., $645. 


Jan. 25.) 
(Market is fair. Sold 73 units out of 
120 offerings.) 

BUICK—’51 Super 4-dr., $2,125*. 
4-dr., $1,210. '46 Super 4-dr., $8 





"49 RM 
10. 
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MEANS CUSTOMER SATISFACTION 


* HELPER SPRINGS 
* BUILD-UP KITS 


@ Selling spring protection is one of the most important services you 





can render your customers. The installation of Trainor Helper Springs 
and Build-Up Kits will provide full protection against excessive loads 
by increasing the carrying capacity of trucks safely. 


Trainor Helper Springs are individually heat-treated, individually 
load-tested, and incorporate the highest quality in spring design. 
Brackets are of alloy steel and installation of these units on any 2, %, 
and 1 ton truck is quick and simple. No special tools are required. 


Trainor Build-Up Kits do exactly what the term implies—they ac- 
tually build up the load carrying capacity of the vehicle while pro- 
tecting the main spring, helper spring, chassis and tires from the punish- 
ment of added weight. All kits come complete with extra long U-bolts, 
rebound clips and bolts, individually boxed. 


The next time you order from your jobber, insist on Trainor Helper 
Springs and Build-Up Kits, famous for over 50 years. 


INFORMATIog, 


TIONAL 
raalndl opANY 
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Branches (a: 


CINCINNATI 
COLUMBUS 


INDIANAPOLIS wewcAs 


PONTIAC—’51 Chieftain (8) 4-dr., $2,225*. 
"50 Chieftain (8) 2-dr., $1,460. ‘48 SL 
(6) 2-dr., $915*. 

STUDEBAKER—’51 Land Cruiser 4-dr., 
$1,575. °50 Champion 4-dr., $1,145; conv., 
$1,050. '48 Champion 4-dr., $930 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Jan. 25.) 
(Sold 136 units out of 254 offerings.) 
BUICK—’51 Super 4-dr., $2,320*. '50 RM 
4-dr., 2 at $1,550; Super Riviera coupe, 
$1,850*. '49 Super conv., $1,250*. 
CADILLAC—’51 (61) club coupe, $3,645*; 
(62) 4-dr., $3,650*%. '50 (62) 4-dr., $3,- 
050*; (61) club coupe, $3,000*. '49 (62) 
club coupe, $2,150; 4-dr., $2,200*. ‘48 
(62) 4-dr., $1,900*; (61) 4-dr., $1,700. 
CHEVROLET—’51 FL Deluxe 2-dr., $1,- 
600*; SL Deluxe sedan, $1,490, $1,450; 
club coupe, $1,650*; Bel-Air, $1,875, 
$1,800. '50 FL Deluxe sedan, $1,300, $1,- 
380; SL Deluxe sedan, $1,262, $1,325, 
$1,515, $1,370, $1,275, $1,075; 
, $1,500. °49 SL Special sedan, 
$975; SL Deluxe sedan, $1,150, $1,210; 
FL Deluxe sedan, $1,190. °48 SM sedan, 
$625, $800, $655, $750. ‘47 SM sedan, 
$630; FM sedan, $665; FL 2-dr, aero- 
sedan, $810. °46 FM 4-dr., $625; busi- 
ness coupe, $550. 
CHRYSLER—’51 NY sedan, $2,400*; New- 
port, $2,350; Windsor club coupe, $1,810. 
FORD—’51 Victoria, $1,800, $1,850, $1,875; 
Deluxe (8) 2-dr., $1,575, $1,430; Deluxe 
club coupe, $1,695; Custom (8) 2-dr., 
’50 Deluxe (8) sedan, $1,100, 
$1,200; Victoria, $1,690*; Crest- 
liner, $1,390; Custom (8) sedan, $1,310, 
. ‘49 Custom (8) sedan, 2 at §$1,- 
000, $975, $800, 2 at $850, $1,010, $875. 
"48 (8) sedan, $905. '47 SD (8) 
sedan, $600, $675. '46 Deluxe (8) sedan, 
$480; SD (8) sedan, $625, $585, $500, 
$660, $680. °41 SD (8) sedan, $225, 


$105. 
HUDSON—'51 Super (6) club coupe, $1,- 


275. '°50 Commodore (8) 4-dr., $1,125. 
’49 Commodore (6) sedan, $750. 
KAISER—’51 Henry J 2-dr., $820. 
MERCURY—'51 sedan, $1,750*. ‘50 sedan, 
$1,530*, $1,375*, $1,510*, $1,255. °'49 
conv., $765; sedan, $1,020*. 
OLDSMOBILE—’51 (98) sedan, $2,600*; 


(88) sedan, $2,110*. 

PLYMOUTH—’51 Belvedere, $1,825, $1,850. 
’50 Deluxe club coupe, $1,200; 2-dr., $1,- 
150; suburban, $1,360. ’49 Deluxe 4-dr., 
$1,055 


PONTIAC—'52 Chieftain (6) 2-dr., $2,- 
025. '51 Chieftain (8) 2-dr., $1,805. '50 
(8) 4-dr., $1,580*%; conv., 


Chieftain 
1 


$1,325°. 

STUDEBAKER—’51 Champion 4-dr., $1,- 
550*; Champion RD club coupe, $1,400; 
Land Cruiser 4-dr., $1,520. 

WILLYS—’51 station wagon, $720. ’48 sta- 
tion wagon, $705*. 

MISCELLANEOUS—'49 International 1-ton 
truck, $750. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every 
Wednesday. Prices are for sale of Jan. 
30.) 


(Heavy trading brought about by good 
retail sales. Prices steady on clean cars. 
Sold 72 units out of 98 offerings.) 


BUICK—’51 Super Riviera coupe, $2,200; 
4-dr., $2,185*. ‘50 Super Riviera coupe, 
$1,750, $1,500; 4-dr., $1,750*; Special 


. °49 Super sedan, $1,325*, 
$1,200, $1,065; conv., $1,320. ‘48 station 
wagon, $765. 

CHEVROLET—’51 SL Deluxe sedan, 
470; SL Special sedan, $1,300. 
Deluxe sedan, $1,405; conv., $1,355; SL 
Special sedan, $1,135, $1,115, 2 at $1,030. 
49 FL Deluxe sedan, $1,110, $1,070, $1,- 
035; SL Special sedan, $960, $950, 2 at 
$945, $905, $900. °48 FL sedan, $900; 
SM sedan, $740. ‘46 FL sedan, $630, 


$620. 

CHRYSLER — ’'51 NY sedan, $2,280. ’50 
Saratoga sedan, $1,725; NY sedan, §$1,- 
750. °47 Windsor sedan, $875. 

DeSOTO—'49 Custom sedan, $1,305, $1,- 
275. °48 Deluxe sedan, $890. '47 Deluxe 
sedan, $675. 

DODGE—’50 Meadowbrook sedan, $1,400"; 
Coronet sedan, $1,500*. °49 Coronet se- 
dan, $1,225. ‘47 Custom sedan, $615. 

FORD—’51 Custom (8) sedan, $1,500. ’'50 
Custom $1,260, $1,225; De- 
luxe (6) sedan, $1,000. ‘49 Custom (8) 
sedan, $1,065, $1,040. °48 sedan, $770. 
’47 sedan, $700. 

HUDSON—’49 sedan, $850. '47 Commodore 
(6) sedan, $580; Super (6) sedan, $570. 

KAISER—’48 sedan, $650. 

LINCOLN—’49 Cosmopolitan sedan, $1,100. 

MERCURY—’50 sedan, $1,400, $1,370. °'49 
sedan, $1,210*, $1,190*. °48 sedan, $780, 
$710. 

NASH—’50 Ambassador Super sedan, $985. 
’49 sedan, $905. 

OLDSMOBILE—’50 (88) sedan, $1,625. 
(98) sedan, $1,295. ‘°47 (68) 
$635*; station wagon, $880. 

PONTIAC—’51 Chieftain (8) Deluxe sedan, 
$2,050. '50 Chieftain (8) sedan, $1,295. 
"48 SL (8) sedan, $980. 


AMARILLO, TEX. 


(Amarillo Auto Auction. Sale every Fri- 
day. Prices are for sale of Jan. 25.) 

(Market very good for late models. 
Sold 219 units out of 360 offerings.) 


"48 
sedan, 


BUICK—’51 RM Riviera 4-dr., $2,275. ‘50 
Super 2-dr., $1,350, $1,215; 4-dr., $1,- 
615*; Riviera coupe, $1,655*; Special 
4-dr., $1,260; RM 4-dr., $1,440. 

CADILLAC—’51 (62) 4-dr., $3,640*; club 
coupe, $3,570*. °46 (62) 4-dr., $985*. 
'41 (62) 4-dr., $150. 

CHEVROLET—'51 SL Deluxe 2-dr., $1,- 
480, $1,535, $1,595, $1,695*, $1,845*; 
4-dr., $1,290, $1,395, $1,420, $1,525, $1,- 
605, $1,700*, $1,765*, $1,800*, $1,810*; 
Bel-Air, $1,790, $1,850, $2,025*; club 


coupe, $1,525, $1,545; business coupe, 2 
at $1,345. ‘50 Bel-Air, $1,565*, $1,605°*; 
FL Deluxe 2-dr., $1,230, $1,250; SL De- 
luxe 4-dr., $1,325; SL Special 4-dr., $990. 





Saratoga 4-dr., $3,400. 
ew- 


CHRYSLER—’52 
‘61 Windsor Newport, §2,200; NY Ni 


DeSOTO—'48 4-dr., $800. 

DODGE—'52 Coronet 4-dr., $2,230 

FORD—’51 Deluxe (8) 4-dr., $1,470. °50 

} Custom (8) 2-dr., $1,300. °'49 Custom 
(8) 2-dr., $1,070; 4-dr., $1,020. ‘48 SD 
(8) 4-dr., $765. 

HUDSON—’51 (6) 2-dr., $1,400. "49 (8) 
4-dr., $900. 

LINCOLN—’47 club coupe, $450 

MERCURY—'49 4-dr., $990 

NASH—’49 (600) 4-dr., $900. '48 (600) 4 
dr., $800. 

OLDSMOBILE—’'51 (88) 4-dr., $1,670. ‘50 
(88) club coupe, $1,440. ‘49 (88) 4-dr., | 
$1,350*; (76) 2-dr., $1,230*. 

PACKARD—'50 4-dr., $1,150 '49 4-dr., 
$880. '48 4-dr., $770. 

PLYMOUTH—’52 Cambridge 2-dr., $1,820. 
'51 Belvedere, $1,780; Cranbrook 4-dr., 
$1,290. °49 SD 4-dr., $800. '46 SD 4-dr., 
$625. 








port, $2,700*, $2,500. "50 Windsor 4-dr., | 180; %-ton pickup, $800. ‘49 Coronet 
$1,925, $1,400, $1,482, $1,510; club coupe 4-dr., $1,040, $1,100. 
} $1,750*; Windsor Deluxe 4-dr., $1,925*. | FORD—’'51 Crestliner $1,595 Victoria 
| DeSOTO—’50 Custom 4-dr., $1,450, $1,505 $1,700; Custom (8) 4-dr., $1,975*; (6) 
'47 limousine, $505. %-ton pickup, $1,180; (8) 14-ton pickup 
DODGE—’'51 conv., $1,750. "50 Meadow- $1,500. '50 Deluxe (8) 2-dr., $1,200, $1 
brook 4-dr., $1,160; Wayfarer 2-dr., $1,- (Continued on Page 37, Col, 1) 
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21-FOOT UMBRELLA FOR CAR LOTS— 


The McFarland “‘GREAT’ UMBRELLA (21-foot spread) and new “WHIRLABOUT,” the 
“GREAT” UMBRELLA that turns, are now working for progressive lots in 36 states, from 
coast to coast. A ‘GREAT’ UMBRELLA will make your lot more attractive—help your sales 
and make you money! For full information, call, wire or write McFarland ‘GREAT’ UM- 
BRELLA CO., Division of McFARLAND Awning Corp., 742 S. W. 8th Street, Miami, Florida. 














Improved PAK-JAK 


ONLY TWO-SPEED GEAR RATIO 
ALL-PURPOSE SERVICE JACK 
With DETACHABLE ADAPTORS for 
Transmissions and Differentials 
“IT CRADLES THEM ALL" 

AUTOS AND TRUCKS 
ONE man does the work of TWO 
Eliminates costly comebacks! 

“\ 3a _ TOW BAR SALES COMPANY 
Only $49.95 complete 40 South Clinton St. 








Chicago 6, Illinois 
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CARLIFE GUARANTY ‘‘72"’ 
LICKS DEALERS HEADACHES 


CARLIFE GUARANTY “72” relieves the headaches caused by 
idle service shops, because it brings back 72% of your new car 
customers regularly for service. CARLIFE GUARANTY “72” 
relieves headaches caused by dissatisfied customers, because you 
pay their policy claims without cost after the expiration of their 
new car warranties. This retains them as friends and future cus- 
tomers. C GUARANTY “72” relieves headaches caused by 
insufficient cash reserves, because it starts accumulating cash for 
you almost immediately. CARLIFE GUARANTY “72” relieves 
headaches caused by the loss of valued customers, because under 
this tested approved plan they must return for inspection and 
lubrication each month, or every 1,000 miles. CARLIFE GUAR- 
ANTY “72” is not a cureall, but it will aid you, as it has thousands 
of others, to make your business more secure, more profitable, and 
more pleasant. 


It costs you nothing to get the inside story of this ORIGINAL, 
UNIQUE PLAN that protects the future of your dealership by pro- 
viding a continuous flow of service business month after month, and 
builds cash reserves. There's nothing like it. 


MAIL THIS COUPON TODAY FOR FREE INFORMATION 


S71} 








| 

| The Carlife Guaranty Co. Phone VErmont 8-5077 | 
8827 Strathmoor, Detroit 28, Michigan 
RUSH us more information concerning CARLIFE GUARANTY “72" ] 
without cost or obligation. Show us what other dealers are | 
doing. | 
| ON ceeaaks | 
MING As ANodia caning Aaah as adie la cud seéwao Ord ad kao xox Co ccccccccccccces ! 
Ar ee a ee ns reer seenken hesenees ones | 
WIN besos ened Wadd bas bop kad nde dangsd ob AGN badd Ok riko vk ckekkis ‘ 
| Dd A ateauadinid mmemamanaiee ee ta eaiias 000d 1-82 } 
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| (78) 4-ar., $810"; (76) 4-dr., $745. 41 
U C = a e P (76) 4-dr., $365. 
LYMOUTH—’50 Deluxe club coupe, $1,195. 
sed-Car Auction Prices Av Used-Car P Pe rege my Su ay Bae 
I er e se ar rices dan, 2 at $850, $865. 47 Deluxe sedan, 
j P ‘ $650. 
(Compiled by Automotive News) | PONTIAC—'49 SL (8) sedan, $1,290*, $1,- 
(Continued from Page 36) | 150*. ‘48 (8) sedan, $950*. '46 (8) se- 
Feb. 1952 Jan. Dec. dan, $675. '41 (6) sedan, $365. 
Ode M S000 OSS se00. a seoa0. | sedan, $1,750*. ‘49 Super sedan, $1,200*, Model (to date) 1952 1951 STUDEBAKER—'51 Commander club 
8) 4-dr., $900, $915, $950; 2-dr., $930. $1,200; RM Riviera coupe, $1,560*. ’40 5 coupe, $1,300. 
HUDSON—’49 Super (6) 4-dr., $725. 48] limousine, $100 $845 $836 $864 1951 $1,764 = $1,769 $1,837 WILLYS—'46 Jeep, $385. 
Na 8 (8) 4-dr., $810 | CADILLAC—'49 (61) sedan, $1,935*; (62) 1950 1,311 1,311 1,356 
MERCURY—'51 4-dr., $1,600; club coupe,| sedan, $2,025*. '48 (61) sedan, $1,685"; 5 ~ " 
$1,500, $1,660. "50 4-dr., $1,415, $1,430.| (60) Special sedan, $1,750*. ‘47 (60) 1949 — 1,049 1,080 | MASON CITY, IA. 
49 4-dr., $965, $985. | Special sedan, $1,325*. 1948 826 804 831 || (Lapiner’s Car Auction. Sale every Wed- 
OLDSMOBILE—'51 (88) 4-dr.,  $2,210*, | CHEVROLET—'52 SL Deluxe sedan, §1,- 1947 678 675 695 || nesday. Prices are for sale of Jan. 30.) 
$2,215*; 2-dr., $2,050*; club coupe, $1,- 900. '51 SL Special sedan, $1,540. ‘50 pm (Sold 135 units out of 150 offerings.) 
770, $2,115*; (98) Holiday, $2,400*, §2,- SL Special sedan, $1,260; SL Deluxe 1946 627 582 603 BUICK—’50 Super 4-dr., $1,425*. '49 Super 
05°. 50 (98) 4-dr., $1,410; (88) club| sedan, $1,320; FL Deluxe sedan, $1,270, 1942 271 269 264 4-dr., $1,055*, $1,100*, $1,200*. '48 Super 
coupe, $1,320; 4-dr., $1,385; Holiday,| $1,240. "49 SL Deluxe club coupe, $1,210, » sedanet "$790. 47 Super 4-dr.. $720 "42 
$1,900°. $1,075. °48 FM conv., $780, $850; SM Feb Jan Dec. 1941... 235 230 247 sedanet. §210. g: ’ 
ee Cranbrook ~= coupe,| sedan, $700. ‘47 FM sedan, $810; SM Overall - — CADILLAC—'50 (62) 4-dr., $2,930*. '49 
$1,915, $1,875. ’51 Cranbrook 4-dr., $1,- sedan, $660. '46 %-ton panel, $260. ‘41 é (61) 4dr. @2.180° ° a heals ds 
240, $1,385, $1,440, $1,832: Belvedere, eeden, #140. Average $ 8345 $ 836 §$ 864 -) 4-dr., $2,150*. 41 (62) club coupe, 
, 755, ,850. '50 SD 4-dr., 135 J (SLE 48 C fe . } ‘ ; ‘HEVI : 5 3 
31,240. = y Pharaiay rei DesOTO~ 1 Sekine ste ‘coupe Tr 880. (The above figures are averages of used-car auction prices, all cuEv ROLET : 52 8L Deluxe 2dr. $2, 
PONTIAC—’52 Chieftain (8) 4-dr., $2,450. | DODGE—'52 %-ton pickup, $1,400. 51 makes and models, carried regularly in Automotive News.) FL Deluxe 2-dr., $87 eb; la-aem 
51 Chieftain (8) 2-dr., $2,125*; 4-dr., Coronet club coupe, $1,775; Meadow- pickup, $875 48° FL aerosedan $970 
$1,925. '50 Chieftain (8) 4-dr., $1,360, brook sedan, $1,720*. '50 Coronet sedan, $850, "47 FL aerosedan, $630; 4-dr.. 
$1,430; Catalina, $1,775". $1,550. '49 Coronet sedan, $1,170, $1,110, (76) sedan, $1,190, $1,050*, $1,025*. "47 CHRYSLER—’48 Windsor club coupe, $950; $725. $710. '46 SM 4-dr. "$455. e oe 
STL DEBAKER—'51 Champion club coupe, $1,200. °'48 Custom sedan, $960. ‘40 (66) 2-dr., $725. '46 (66) sedan, $650, NY 4-dr., $910. DeSOTO—’52 Custom 4-dr. $2,275 
$1,420. °50 Land Cruiser 4-dr., $1,250; sedan, $120. $660; (98) sedan, $620. DeSOTO—’49 Custom 4-dr., $1,280. DODGE—’50 Coronet 4-dr-. $1 210*. °*49 
Commander club coupe, $1,250. FORD—'50 Deluxe (8) sedan, $1,160; Cus- | PACKARD—’50 4-dr., $1,140. °47 Super | DODGE—’50 Coronet 4-dr., $1,280; Mea- Coronet 4-dr.. $1,080*, '46 Custom 4-dr 
WILLYS—’49 Jeepster, $440. '48 Jeep sta- tom (8) sedan, $1,200. '49 Custom (8) sedan, $490. dowbrook 4-dr., $1,225. °49 Wayfarer $505. Ores j - 
tion wagon, $675. ‘42 Jeep, $280. club coupe, $790. '47 Deluxe (6) sedan, | PLYMOUTH—’50 SD sedan, $1,350. '49 4-dr., $1,100. '40 4-dr., $140. FORD—’51 Custom (8) 4-dr., $1,545*, $1,- 
MISCELLANEOUS—'52 GMC %4-ton pick-| $660; SD (6) sedan, $470. '46 SD (8)| SD sedan, $690. '48 SD sedan, $860; De- | FORD—'51 Custom (8) 4-dr., $1,520*. '50| 635; Deluxe (8) 2-dr.. $1,350" '49’ Cus- 
up, $1,525. ’51 Muntz Jet conv., $3,500. sedan, $570, $490. ‘41 SD (8) sedan, luxe sedan, $530. ’40 Deluxe sedan, $190. station wagon, $1,170; %-ton pickup, tom (8) 2-dr.. $765. $865 "$840 48 
49 GMC \%-ton panel, $905. $250, $225. °40 sedan, $130. PONTIAC—'46 SL (6) sedan, $770. $825. 49 Custom (8) sedan, $1,035, $935. 2-dr.. $705, $695. '47 Deluxe (8) 2-dr 
=iinn er paar a oe ore soe STUDEBAKER—’51 Champion sedan, §$1,- ’48 SD (8) club coupe, $810. ’46 SD (6) $550. ‘ 
AISER—'5 enry (6) 2-dr., ’ 330*, °50 Champion RD club coupe, $1,-| sedan, $530, § HUDSON—’49 Su (6) club 00: 
ALBANY, N. Y. $950. '48 Deluxe sedan, $500. 000. 47 Champion sedan, $650, $600. FRAZER—'47 Manhattan 4-dr., $455. Commodore (6) 4-dr. —_ $200; 
(Tim Anspach’s Dealers Auto Auction. | LINCOLN—’'49 Cosmopolitan sedan, $1,- | WEILLYS—’48 %-ton pickup, $490. '47 Jeep, | KAISER—’50 Traveler, $800. KAISER—’51 Henry J’ 2-dr., $825 
Sale every Monday, Prices are for sale of 190*. $500, with plow, $740. MERCURY—'51 club coupe, $1,850". '49| MERCURY—’'49 4-dr., $1,120, °48 4-dr 
Jan. 28.) sii all ap ye oy club , coupe, a. "49 sedan, $1,095. $735, $705. wegiae? ig 
(Buying selective during most o le. sedan, , $1,060. '47 sedan, $675. Al NASH—’'49 Ambassador sedan, $930. '47 | NASH—’51 Rambler stati y 360* 
Prices soared on clean cars. Sold 88 | NASH—'49 (600) sedan, $900. Bil OAKLAND, Cc IF. (600) sedan. $520. '41 pn oe vl Pn $1,290°, $1,200°. station wagon, $1,360*, 
units out of 110 offerings.) OLDSMOBILE—'51 (98) Holiday, $2,585*; (A. L. Pollock Used Car Auction. Sale dan, $230. OLDSMOBILE—’46 (66) 4-dr., $585 
BUICK—’51 RM Riviera coupe, $2,700*. (88) Super sedan, $2,180*. '50 (88) se-| every Wednesday. Prices are for sale of OLDSMOBILE—’51 (88) 4-d $2,165*. °47 “ - ‘ 
’50 Special sedan, $1,260*, $1,630*; RM dan, $1,520*. °49 (98) sedan, $1,275*; | Jan. 30.) saipew 20a a ap eek eB r., ees (Continued on Page 38, Col. 1) 











SYSTEM FOR TOP 
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N 
REMARKABLE AUXILIARY LUBRICATIO 
CYLINDER AREA FOR 


POWER-PLUS PERFORMANCE FOR ALL 
INTERNAL COMBUSTION ENGINES 















BUICK—’51 Special 2-dr., $1,850. '50 Super 
Riviera coupe, $1,820*; RM Riviera 4-dr., 
$1,750; Special 2-dr., $1,375; 4-dr., $1,- 
280, $1,390; Super 4-dr., $1,575. 
Super 2-dr., $1,190, $1,330; RM 2-dr., 
$1,275; 4-dr., $1,265; conv., $1,415. "48 
RM conv., $990. ’'47 Super sedanet, $1,- 

; Special 4-dr., $850. '42 Super 2-dr., 

’41 Limited 4-dr., $385; Century 

$260; 2-dr., $200. '39 club coupe, 


$125. 

CADILLAC—’51 (62) 4-dr., $3,700*. °50 
(61), $3,165*. ’49 (62) 4-dr., $2,155, $2.- 
230*; conv., $2,250. °47 4-dr., $1,300*. 
’42 (62) club coupe, $555. 

CHEVROLET—'48 FM 2-dr., 
aerosedan, $900; SM 2-dr., $850; 4-dr., 
$900. °47 FM club coupe, $860; SM 
2-dr., $680; %-ton pickup, $720; 2-dr., 
$760. °42 2-dr., $310. '41 2-dr., $210. °40 
4-dr., $100. 

CHRYSLER—’47 Windsor 4-dr., $950; Roy- 


$870; FL 





“BREAK-IN” 


SERVICE COSTS 





al 4-dr., $805. °41 club coupe, $235. '37 
AUXILIARY Royal 4-dr., $105. 
CROSLEY—'48 2-dr., $170. 
LUBRICATION ; DeSOTO—'51 Custom 4-dr., $1,905. °50 
Available through Custom 4-dr., $1,510. 
DODGE—’51 Meadowbrook 4-dr., 1.650. 
e Reduces Valve and Ring Failures ° Better Car and Truck ‘50 Wayfarer 2-dr., $1,305. 49 Coronet eee e ore t e start 
e Removes Combustion Residues Dealers Everywhere 4-dr., $1,225; Wayfarer 2-dr., $935, $1,- eecce 







e Lowers Fuel Octane Requirements 
* Saves Gasoline and Oil 

¢ Controls Engine Deposits 

¢ Decreases Engine Wear 

¢ Increases Payload Power 





Product of 


AUTOMOTIVE & MARINE PRODUCTS CORP, 


BOSTON 34, MASS. 


Oils. 








4 









050. ’48 Custom 4-dr., $950, $935. 
business coupe, $625. °40 business coupe, 


$200. 

FORD—’51 Victoria, $2,050. ‘50 Custom 
(8) 4-dr., $1,350; station wagon, $1,440; 
conv., $1,450; Deluxe (8) 4-dr., $1,170; 
Deluxe (6) club coupe, $955. '49 station 
wagon, $1,120, $1,040; Custom (8) 4-dr., 
$970, $1,070; Deluxe (6) 2-dr., $935; De- 
luxe (8) 2-dr., $885; Custom (6) 4-dr., 
$975. °48 (6) 4-dr., $500. °47 (8) 2-dr., 
$650, $555; station wagon, $750; 4-dr., 
$585; conv., $695; business coupe, $575. 
‘46 (8) business coupe, $600; Deluxe (8) 





LISLEZzz 
DRAIN PLUGS 


: epee 4-dr., $460, $440; 2-dr., $575. ’41 (8) 
et oF AN ENGINE | * sae, p business coupe, $185. '40 
es y os dr. ; 
<n ¥on-srRAy LUBRICATion 3, HUDSON—'48 Commodore (8) 4-dr., $950. 
oF ue ee LINCOLN—’47 club coupe, $505. 
ec? s MERCURY—’50 2-dr., $1,460; 4-dr., $1,475. y P 
6) 49 4-dr., $1,275, $1,140. ’48 4-dr., $675. You can prevent serious damage caused 








Patents Applied 
for and Pending 


The Engineered Method of 


’47 conv., $800, °46 club coupe, $730; 
4-dr., $580. '42 4-dr., $210. 

NASH—’50 Statesman 2-dr., $1,000. ’42 2- 
dr., $175. 

OLDSMOBILE—’48 (98) conv., $1,155. '42 


by abrasive metal particles which flake off 
moving parts and circulate in the lubri- 


: Auxiliary Lubrication for the PACKARD ‘is “ar, $800. "47 (6) far. | yw of a —* crankcase, over- 
. ‘nh. ‘ 7 55. '46 (8) 4-dr., $575. 
Madern, High Compression Engine. PLYMOUTH-_"'50 SD’ club coupe, $1,260. rive or rear axie. 
47 SD 4-dr. $820; business coupe, 











$720; Deluxe 4-dr., $660. '41 4-dr., $255; 
club coupe, $275. 


A small investment in Lisle Plugs can 


¥ PONTIAC—’51 4-dr., $1,960. '47 station Save you hundred i 
Advertisement pe og 46 2-dr., $645. °40 club post t d i s - dollars c needless 
STUDEBAKER—'49 %-ton pickup, $705; ° Costs uring the critica guarantee 
Champion business coupe, $595; club period. 


Dealers with Rural Trade 
Less Affected by Credit Restrictions 


coupe, $1,185. ’41 club coupe, $150. 


CHARLOTTE, N. C. 


(E. M. Stafford, Inc. Sale every Wed- 
nesday. Prices are for sale of Jan. 30.) 





Replace 


P : . , Pri sl d from vious ° 
Although there is evidence of a their trading centers, more than wakes level, On favorable mer over Ordinary 
. a15 entire area hurt sale.) 
slow car market from coast to | 7 out of 10 of the families are| stick 4s Special 2-dr., $800. ‘47 Super Plugs 
coast, dealers are not equally af- rural. Not only do rural customers 2-4F.. $710. wei aa i 

i CADILLAC—’49 Coupe de Ville, $2,350*. * 

fected, according to data released have the cash, but they look on|CHEVROLET—’51 SL Deluxe 2-dr., $1,- with U 
by the biggest automotive sales- 710, $1,550; %-ton pickup, $1,405; %- ae apg a 


cars as necessities of daily living. 


LISLE 


man in America — Farm Journal ton pickup, $1,360. ‘50 SL Deluxe 4-dr., 
: To country famili $1,330*, $1,325, $1,300, $1,260. 49 FL ] 
magazine. jn he 7 ae Rog ra Deluxe 2-dr., $1,150, $1,050. ’48 FL 4- ; can try them 
A major cause for the sales de- ore luxury Heme than Che mall-| 4. 9010, 2200, $000; Fu 4d, S200, ad L U G 5 4 free. Write for 


lions of trucks and tractors they 


$850; SM 2-dr., $750. '47 FL 4-dr., $850, 





cline, along with decreased pro- dim @ This i flected by th $720; FM_ club coupe, $695; SM 2-adr., . 
duction, is the Government's | jo iat on a sonata A a ee. oe ee FREE Lisle Mag- 
tightening of consumer credit, J " , and bo crest ‘whic a7™ | DeSOTO—'46 4-dr., $600. i 
eliminating much of the low- Journal's su scribers have shown | DODGE—'51 %4-ton pickup, $900, $890. netic Plug for 
: t1 t fi d in the magazine’s continuing | *O8D— rs 555) $1475." "50 Custom. (8) To R 
down-payment, long-term finance > , ted . -dr., $1,555, $1,475.’ ustom (8) : ° 4 
nest y . Keep ’Em Rolling” Maintenance 2-de.. $1,108, $1,100; Deluxe (8) | 2-dr., ° emove testing. Specify 
, Program, resulting in added parts ~ - Je of dan elk. ee, IRON 4 
mh ’ s , $1,085, $1,000, $925, $875, $835; n : y 
By questioning every tenth car and service profits for dealers Saleen (8) 2-dr., $850. '48 2-dr., $695. G a r Size and type de- 
dealer in the United States, Farm who take advantage of the oppor-| ug, $77 $680. "46 4-ar., $630, STEEL d sired 
Journal has found that sales to tunity to get their shopwork in at | KAISER—'51 Henry J (6) 2-dr., $895. ° cieen 
out-of-town” customers will be- a time which is convenient and|)dfhtvontn is os) La $1,300 Particles 
come increasingly important, since profitable. $1,225. i eer ° 
these are the families least de- or ren lek ila oy a = oar eee Detune from Oil 
s = ia -dr., 705, § -dr., . 

pendent upon term payments. Phe sa ae tg-chy dealers Dene-| poNTIAC—'51 Chieftain (8) 4-dr., $2,- 

ei setiaciiae 95 ‘ _ from eep "Em Rolling” too} o25*. °41 (8) club coupe, $270. 

purcaases are “2 percen —just at they have from the sale is a 

more common among rural fami- | of new cars and equipment to HORSEHEADS, N. Y. 
lies than among big-city residents, country families. In their replies| _ (Horseheads Auto Auction. Sale every 


said this panel of dealers. 


This means that America’s Main 
Street dealers are in a fortunate 
position. In that half of the na- 





tion’s population which surrounds 


to the Farm Journal question- 
naire, dealers in even the biggest 
cities said they count on out-of- 
town customers for a full fifth of 
their normal sales. 








Friday. Prices are for sale of Feb. 1.) 
(Market showing much stronger prices.) 

BUICK—’51 RM sedan, $2,190*. ’50 Spe- 
cial sedan, $1,470, $1,475. °49 Super se- 
dan, $1,280*. '47 RM sedan, $710. 

CHEVROLET—’51 Bel-Air, $1,715. 
luxe sedan, $1,125, $1,025, $1,010. 
FL aerosedan, $720. '47 FM sedan, $735, 
$700. 42 FM club coupe, $215. 





LES BE ovation 


CLARINDA, 


IOWA 
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| ton pickup, $905. ‘49 SL Deluxe 2-dr., | MERCURY—'49 4-dr., $1,110*; 2-dr., $1,- 480; 2-dr., $1,550*; FL Special 2-dr 
e e | $1,120; SL Special 4-dr., $955; FL Spe- 100. '48 station wagon, $625. '46 conv. $1,470. 50 = —— ae oy tar 
cial 2-dr., $1,065. '48 FM 4-dr., $870; SM $650; club coupe, $635 *49 FL Deluxe 2-dr., $900, ,025. °48 
Used-t ar Auction Prices 2-dr., $865. $805; FL 4-dr.. $750; aero- | OLDSMOBILE—'47 (68) sedanet, $725 | FM club coupe, $975. "46 FM 2-dr., $550; 
| gedan, 2 at $910, §770, $760. '47 FL | PACKARD—'48 4-dr., $700 ‘47 4-dr SM club coupe, $700, $625; FL aerosedan 
| 4-dr., $755. °'46 2-ton dump, $610. ‘41 (taxi), $220 500. '41 SD 2-dr., $345 
MD 2-dr., $225 PLYMOUTH —'51 Concord 2-dr., $1,465. ‘48 | DODGE—'49 Wayfarer 2-dr., $970, $930 
(Continued from Page 37) CHRYSLER—’'49 Windsor 4-dr., $1,365 SD 2-dr., $790. '42 SD 4-dr., $180. ‘40 FORD—'51 Custom (8) 2-dr., $1,315, $1 
DeSOTO—'47 Custom 4-dr., $760 2-dr., $135 500; —s yd 2-dr., $1,375. '50 Deluxe 
"AC ‘51 4-dr., $1,755 : "NS M DODGE—’'49 Coronet 4-dr., $1,110; Way- | PONTIAC—'50 (8) 2-dr., $1,375 (8) 2-dr., $1,230. '49 Custom (8) conv 
PLYMOUTH_’50 SD an. "$1,155. '48 De- | EBENSBURG, PA. farer 2-dr., $590 47 conv $750 : | STUDEBAKER — 50 Champion RD 2-dr $890; 2-dr.. 2 at $1,000, $925, $780; 4 
luxe 4-dr., $710; club coupe, $680. '47)| (Ebensburg Auto Auction Co. Sale every | FORD—’'51 Victoria, $1,750; Custom (8) $1,050*, $1,030* 49 Champion 4-dr dr., $900, $850. '48 SD (8) 2-dr., $580 
Deluxe 2-dr., $500; SD 4-dr., $585. Thursday. Prices are for sale of Jan. 31.) 2-dr., $1,590*, $1,550*. '50 Custom (8) $890° 4-dr., $840. '47 SD (8) club coupe, $710 
PONTIAC—'51 Chieftain (8) 4-dr., §$1,- (Demand excellent. Prices easing up- 2-dr., $1,200*, $1,010; Deluxe (8) 2-dr., DANVILLE VA. "41 coupe, $170; 4-dr., $305 
840*. '50 (8) 2-dr., $1,210. '48 . ward on clean pieces. Sold 66 units out $1,185; Deluxe (6) 2-dr., $1,070. '49 Cus- a Fig | NASH—’49 (600) 4-dr., $650 
sedanet, $905*. "47 (6) 2-dr., $550, of 83 offerings.) tom (8) conv., $1,025; 4-dr., $870; 2-dr.,| (Danville Auto Auction. Sale every Wed- OLDSMOBILE—'49 (88) club coupe, §1 
"46 2-dr., $475. BUICK—'50 Special 4-dr., $1,310; 2-dr., $1,005*, $870; Deluxe (8) 2-dr., $890. | nesday. Prices are for sale of Jan. 30.) 340°. ‘48 (88) 2-dr., $795* 
STUDEBAKER—’51 Commander 4-dr., $1,- $1,200. '49 Super 4-dr., $1,305*; sedanet, ‘48 SD (8) 4-dr., $740, $700. '47 SD (8) (Market very active. Sold 52 units out | PLYMOU TH—’'50 Deluxe 2-dr., $1,145. ‘40 
435°. '50 Champion 4-dr., $1,075*; 2-dr., $1,375*. '48 Super sedanet, $1,010. 2-dr., $715; SD (6) 2-dr., $655; (8) of 90 offerings.) | coupe 2-dr., $180. 
$980. CADILLAC—'47 (61) 4-dr., $1,125* 1-ton pickup, $475 BUICK—’49 Special 4-dr., $1,200. ‘41 Spe- PONTIAC—'50 SL (8) 4-dr., $1,870. ‘49 
WILLYS—’'49 %-ton pickup, $580. ‘48 %-| CHEVROLET—'51 *%-ton pickup, $1,115. | HUDSON—'51 Hornet 4-dr., $1,650° cial. 4-dr., $275 | SL (8) 4-dr., $1,225. "47 2-dr., $700. ‘41 
ton pickup, $480. '47 Jeep, $500. "50 SL Deluxe 4-dr., $1,280, $1,11 110; %- KAISER—’ 49 Deluxe 4-dr $875 | CHEV. ROLET "51 SL Deluxe 4-dr., $1,-| as dr., $260 
! | | 1 
| | + | 2. 4 
‘ . j y es | $ 
Car registrations by states are | e 2 | . = | 6 | 
« | = | o © © r 
released here weekly, as com- . | a | a | P | a= > e | 
pleted by R. L. Polk representa- © ° © 3 ao c = al 5 | 9° 4 v onl Bae as > c ? 3 ° = “a 
“thy gs Mr Mie z s ® | 2 |< 3 5 1a< | « = : Si2i|a< eS is <ijizigiz2iziei3 ® Sisi« 
tives in state capitals. = a 2 E <5 2 g 5 55 = 3 2 3 = 5 3 g 2 u5| 2 3 8 z 3 rr Bi = s 5 
G};6 |S }/e& foe} £ | sl zleel s/o} ajole el, il ri eieep< |< | ofr zy;f& |} a sl zie 
21 States Previously ‘51| 2587] 2464) dl 8778) 19699) 19590) 496) 5117| 25203| 8633| 2293) 22124; 5870! 7901! 4682! 920 958 «+1878 97 88 81 2037 3291 1693 4052 370 268 105578 
Reported for December 50) = 5034} 12082) 22344/ tere! 31206! 1175! 10031} 42412' 19995) 2749) 37228) 13585' 13534' 8709! 74,1744 2267, 4085 ~—s 53 97, 145 4168 4987 2837 6625 638) 249° 199183 
Alabama "51 1) 44) QIN) 426) 772) 843 15; 217 +1075, +274 43; 1168 211, 270 1966 50 21 71 4 a: 2 44 ~—s«108 37.—s«180 27 4 4292 
50) 1871 99' 373} +713) + 1352) ~—=1100 34; 317; +1451) 648! 57, 1768) 330 503 3304 i 69 4| Wi 5 3) - 6) 104 55 228 20 6704 
Florida "SI; 222) ~«S«134| «379, += 652,387) +=«:1261; = 36; = 421) S718, «= 508) =81| = 1755) 4436S 427, 3307 122 60 =—«182 43 it} (30 95 182 140 281 52 93-7521 
50) 384 257| 647) 1299) 2587) 161) 99, 683 2393 980 169 1889 580 849 4467 169° «itl 281 6! 2} 62 158 189 172 356! 106 91 10932 
Georgia - St] 036] 63) 267) 439 905 949 35, 238 #+|1222' 475, 107 1553, 258 414 2807 54 36 90 iT 4, 6 70 «(109 88 232 17 13. 5574 
50) = 16I| = 12} = 407} = 629} += 1309) ~—: 1053 43, 352) 1448 845 87, 1513, 448 599 3492 3 70 54127 3 2) . 63 95 80 182 25 7 684! 
a... = "51; 169, 136} 344, 565) 1214; —s*iN69 11} 309; 1489; 427 66; «1319; «335.371 2518 24 69 93 | 3 79~—«159 77-270 8 5910 
‘50; 398! 312) 846) 1262; 2818 1968 50! 637) 2655) 1109 95, 2550\ 689) 782 5225 6 55214275 8 I7!\ 326 152) 401 12 2 12045 
Louisiana 51, 68) 91) 160) 315, 654, 596; 10, 143; 749; 283) SIj 828, 146 267 1575 30~0CO8ttC«ST 2 1 2 2 a 9, 14 3422 
50; 130) ~=—«153) 241} = 607) 113) 885 32) 223, 1140) 410 72) 1068 273) 383 2206 | ! 43 58, 102 12 46 80 91 (244 22 5 5079 
Minnesota ae ‘St; 127, «14t) 212) 415 895-1924 44 #4478 «2446-295 66 798 «=187 =. 292 1638 » 71 77 398 79 54 «164 12 1 5764 
50} 438 282) 665) 1455 2840) 1540 3) 472, 2043, 1148 160 2528 655 936 5427 3 108) 169! 380 } 2 +141 #302) 195; 587 36 11854 
New Mexico 51) 66 42; 108; 16! 377, 244 12 121 377,271 31 328, «106 —s«183 99 6 2 7 2 29 50 29, «116, HS 1; 1924 
50 7 47, _-103)_—s 210 431| 260) 23 115 398217 32 409 129° «164 95! i5 15 30 ; 5 40 36 37 73 10 | 2012 
North Dakota I 35 26, él 121 243 211) 5 % 312, 106 25 316 39 —s«101 587 5 18 23 2 35 23 18 64 7 | 1314 
90 56 90| 222 458 275 10 73 358 «= 140 19 370, 104,131! 764 14 30 45 ' 28 32 19| 54) 10 | 1769 
Ohio oe "SI; 428; 434) 953) 1289, 3104 3171 77; 847 4095 1471; 340 3511; 883 1331 7536 134, 192, 326 | 16 298 481 241; 671; 55 21; 16845 
'5S0| 106!' 856 2048; 2963) 6928) 4256 160| 1436 5852) 3181| 267, 6157) 1958) 2079; 13642 5| 228' 327) 560 28 «4442«4572,Ss «416! «1104! ~S 833 10 29638 
Oregon a ‘5! 145, 123) «213; = 263 744 683 17; 215 915; 320, ‘101 852; 219, 301 1793 27 44 71 2 16 3 101 129 91 152 34 13, 4064 
50} 275! «201, = 437) Ss 792) += 1705) —s1125 56385! 1566) 639s 41 1672, 467) 502 342! 3 85 116, 204 2 18 6 144 240 114 312 47 19| 7798 
Pennsylvania it—i—ts "Bl, 651; 743) 1494) 2124; 5012, 3870; 91) 971, 4932; 1864, 461, 4995 1181, 1648 10149 226, 270 49% 3, 2 7 401 «717, 4167350135142) «23167 
50} 1465| 1316) 2832; 5989) 11592, 6653, 294 1919) 8866) 4694, 707, 7838 2992) 2857 19088; 51) 437; 578 1066 ~ 17, 39} 995; 973) 773, 1609; 288 89, 4540! 
Tennessee _ a 51; 103; +83) 233) 457; 876) 875, 18 186 1079, 349, 55, 1130 219) 381 = 2134 330 :—C«B CD 8 2; 9 «50 «93, 50, 229,—s4,tsCiCtCBD 
50; «174; =—«176| S412}, S957, 1719) 1230 27; 258 1515 912 65; 1803) 394 486 3660 34 4! 75 12 19 87 106 71; 219 29 3, 7515 
Texas pe "BI; 467) 389; 1062) 1619, 3537; 3384, 121; 964 4469, 1559, 293, 3565, 1013; 1484 7914 102, «119s 21 3 2, 13) «+176 (368; 241; 993, 53, 29) «18019 
50} 693) 546) 1630) 2664; 5533; 3139) 207) 1340, 4686; 2217; 502) 5315) ee 1818 11422) 4| 161] 118) 283 3 22 228 275) 219; + 780 53 8! 23512 
34 States Reported "51, _5315| 4913) 11567) 17624, 39419, 38770; 988, 10323, 50081; 16835, 4113 44242, 11103, 15371, 91664 1748 1914 -3662,——«173,—=«48~—=«180« «3834, «5886, 3226, 8306 809, 605) 207993 
To Date for December '50| 11843) 9447) 22803) 42106; 86199; 56301) 2241) 18241, 76783) 37135) 5122) 72108) b4i94 25623; 164162; 153 3232, 4139 7524) 142, 152 365) 6772, &317| 5231; 12774 1379) 483) 370283 
Year "51, 146608 | 109650 | 293067 534233 | 1083558; 845191; 25386/ 228171 1098748 383984, 94655 1045663 267388 329845 2121535 50626, 51404 102030, 3414 3595 5236, 95122 136965 65603|201309; 25620; 16077|4958812 
To Date _ oe ‘5! 145013| 109843| 289645 | 527085 1071586 1139468) 33211 309572 148225! 518644! 99511 | 1384494 | 359864427877! 2790390 11775 13053) 84214 109042, 1819 5287 6760 131018,171035| 70807/260882| 33023| 10562 6144462 
. ao e 
New Commercial Car Registrations, 34 States for December, 1951-1950 
9 9 
H 
Truck registrations by states are os = s 3 3 Truck registrations by states are 
released here weekly, as com- = >: 0 2 «£ = * 6 § released here weekly, as com- 
pleted by R. L. Polk representa- = z ° = 5 2 rs 3 a 3) 2 5 a 2 s 2 s o ry 5 2 pleted by R. L. Polk representa- 
tives in state capitals. 2 Fy é 3 e y 2 x4 ? > = s E g s = ° 3 z = = 3 e tives in state capitals. 
PIAL SLB LS LSP SLSLe Se SL at Si Si ei szisztiszisi®isisisz 
24 States Previously a 38| 28 7944| 14) 91) 4 2868 re ed 10; 2215) 2308 8 236| 31) 98 1 829) 261; 769 69: 24:89\'51 24 States Previously 
Reported for December ‘50 60 66| 11275) 141 217| 267) +4536 62} 9637 13} 3604) 2425) 46) 716} 17) 202 5! 1220} 505} 979 49| 35915|'50 Reported for December 
51 560 1} 135 306 85, 95 | 22] l 2 | so) ta) ww 3) 1282|"5! S 
naib '50| | | fl i al | te | Seo] _—|_198) 60 32 3 | S2i 16] 24 | 1677|'50 “— 
‘51 | 9 3; «191 1 1 9} 70 2; (173) 4%, 8643 2 j 3 18 5 23 € 607)'5! Maryland 
pee ‘50 ‘| 51216] 4 133} 21-274 | sel 49 4\ b 18} 20; 15 | 900}'50 ee 
husett 51) 6 5| 250 | 2| 9; 88) 2) 204| 1 65 65, 31 4 5 27; 24 46 839|'5! M husetts 
ssanetemeiaita sol oust gt aaa 3 7] 192] ~~ 4) 338 | 107) 74 81 3) 14] tt} 48} «53)—47}_—s3] 1332150 seein 
; ; ‘5! | 413 7 136 1; 410 2 99; «(134 l 1 4 ry) iT 24) 3 -1313)"5) Mi 7 
— '50\ 4 | Jel 1) 38] ot as} tl 736] 1] tea] a | ow 2, 12 132] 22) 64) 2) 24001 |"50 ee 
k 51) 363 Hh} | 72\ | 237) 2 119) 9 a 29 iT 29 I 977\'51 Nebras: 
a ‘50| 371 4 104) | 391] 118 106 7 6 7 46) 13) 33 1206) '50 —— 
Mexi ‘SI | | 263} | | | 74 } 055} ! 189, 6l | 50 | 27 I 823)'5! N Mexi 
~eliaoamaal 50) l | 247i Hey | 143 | ‘91 13 3 2} 13 42 3,30 658) '50 Jibcameia 
Oregon ‘SI | | 256] | 4| 2| 104) | 165) 8! 58 6} 9) | | | } 2 7, 6l| | 776,51 Oregon 
50} 3 | 323) 6) 2; 166} 257 164 57 12 26 | 2 2; 47) 18; 86] 14; 1185} ‘50 
Pennsylvania ‘Sl 27 28 «1035 | 22 17 548 8 889 5 290 344 ! 64 ! 5! 15) 2' = 103! 56! 90} 10} 3559) "5! Pennsylvania 
‘50 40 76, 1294 40 45) 1029 10, 1085 486' 478 490 > 3% 152, 140 150 14,  §570|'50 
Tennessee ‘SI | | 44| | t| 2| 169) } 313) 154 118 7 | 2) | 65) 3) 22! 1300'S! Tennessee 
50) ; 530) 6 204 419 ; 193 82 36 26 50 13; 26; | 1586) '50 
Texas 5! 10) | 2048) 3 21) ONY 743) 1476 | 665, 564 38 8 15 236 78; 110 5/  6031/"5! Texas 
‘50; 4 | 2266 2 8 2) 566) 2043/2, 76%|_—220 50 1] 16 242,548 | __ 6364)'50 
“#4 States Reported TT) 90, 64) 13767 19, 161, 127; 5007; 45) 10590, 21, 4008, 3889 14, 414 49, 144 8 1497 469, 1212, 101, 41696)'5! 34 States Reported 
To Date for December ‘50 127 156) 18166 18 326 330; 7453) 79; 15889) 17; 6010) 3713) 66 «1498 30 337 18 2049 857; 1572 83} 58794 ‘50 To Date for December 
Year ‘SI 2069; 2143|343305; 425; 4420; 3714)104110 992 245254, 484) 98232) 93485 | 657, 9670 290 885 3375 319, 31992) 12009| 23727. 1393 982950 ‘5S! Year 
To Date ‘50| 2002} +2290/404947| 409} 5502} 4201} 96200! 1417|30766!; 306! 94141) 95647| 644/ -9512 | 1334) 3695; 339, 44725) 11515) 23714{ 1714) 1111915) ‘50 To Date 
The following advertised-delivered prices 757.23; bus. cpe., $1,615.52; Suburban, §$2,- 
are based on ed —_ oy Fo = elle e aS: Savoy Suburban, $2,287.99. Cam- 
factories, as established by ce C C ' ( ge — 4-dr. sed., $1,825.61; cl. cpe., 
Price Stabilization, These prices include T | p N $1,788.55. Cranbrook—4-dr, sed., $1,915.80; 
federal excise taxes and factory handling urren el in rices on ew ars cl. cpe., $1,884.99; Belvedere, $2,216.39; 
i y'de NOT include transpor- conv., $2,328.37. 
charges. tramspor- | wag., $3,197.84; 8-pass. sed., $3,337.66. | $1,753.50; 2-dr. sed., $1,704; bus. cpe., $1,- MERCURY—Customline—4-dr. sed., $2,- PONTIAC—Chieftain 6—4- 
tation charges, state and local taxes or | Windsor Deluxe — 4-dr. sed., $2,726.54; | 601; stat. wag., $2,079. Customline 6— | 231.50; 2-dr. sed., $2,174; cl. cpe., $2,296; | 000.95; 2-dr. sed. $1. 943. 06; oe ‘one, 
optional equipment. Newport, $3,084.24; conv., $3,206.60. Sara- | 4-dr. sed., $1,769; 2-dr. sed., $1,720.50; cl. | 6-pass. stat. wag., $2,754; 8-pass_ stat. $2,597.24. Chieftain 6 Deluxe—4-dr. sed. 
AUSTIN—A-40—Devon 4-dr. sed., $1,-|toga—4-dr. sed., $3,217.40; cl. cpe., $3,-| cpe., $1,730.50. Customline 8—4-dr. sed., | wag., $2,802.50. Monterey—4-dr. sed., $2,- | $2,104 ; 2-dr. sed, $2,046. 26; conv., $2,- 
595; conv., $2,195; Countryman stat. wag 189.62; Town & Country wag., $3,922.37; | $1,844.50; 2-dr, sed., $1,796; cl. cpe., $1,-/| 312; hardtop, $2,430; conv., $2,585.50. | 427, Hr rh wag., ‘$2,680. 99. Chief tain 8 
$1, 865. A- #e—haratop, $3,295. (Delivered 8-pass. =. $4,167.15. New Yorker—4-dr. | 805.50; stat. wag., $2,248.50. Crestline 8— | (Mere-O-Matic optional at $189.81 on all|—4-ar, sed., $2,075.40; 2-dr. sed., $2,- 
at U.S. ports. sed., $3,530.18; Newport, $3,965.99; conv., | Victoria, $2,104; ‘conv., $2,213.50; stat. | models.) 017.63; stat. wag., $2,670.64. Chieftain 8 
BUICK —Spectal—4- -dr. sed., $2,192.92; $4,088.59. gg here Fl sed., $3,837.26; | wag., $2,384. a 0-Matic optional at NASH—Rambler Super—Suburban, $1,- | Deluxe—4-dr. sed., $2,178.58; 2-dr. sed., 
2-dr. sed., $2,133.91; cl. cpe., $2,099.50; | Newport, $4,219.22. Crown Impe — | $184 on all models. ) 885.15. Rambler Custom — Country club | $2,121.78; conv., $2,500.48; stat. wag., $2,- 
bus. cpe., $2,040.48, Special Deluxe—4-dr. | 8-pass. sed., $6,870.54; lim., $6,992.53.| HENRY J J'VAGABOND — Four — 2-dr. | sed., $1,968.25; conv., stat. wag., $1,933.25, | 753.52. Catalinas — Deluxe 6, $2,288.60; 
sed., $2,239.14; 2-dr. sed., $2,181.13; Ri- (Fluid-Matic optional at $131.81 on Wind- | sed., $1,448.55. Six—2-dr. sed., $1,593.68. | < Deluxe — bus. cpe., $1,841.40. | Super Deluxe 6, $2,354.27; Deluxe 8, §$2,- 
viera, $2,278.95; conv., $2,615.22, Super—| sor, standard on Windsor Deluxe and other HUDSON—Pacemaker — 4-dr. sed., $2,-| Statesman Super—4-dr, sed., $1,955; 2-dr. | 363.77; Super Deluxe 8, $2,429.32. (Hydra- 
4-dr. sed., $2,545.16; ' Riviera, $2,460.16; | series. Fluid-Torque standard on Crown | 996.54; 2-dr. sed., $2,250.13; cl. cpe., $2,-| sed., $1, 928.50; cl. cpe., $1,951.80. States-| Matic optional at $178.35 on all models.) 
conv., $2,848.38; stat. wag., $3,272.47. | Imperial, optional at $166.51 on all other | 296.54: bus. cpe., $2,102.77. Wasp—4-dr.|man Custom—4-dr. sed., $2,125.45; 2-dr.| ROOTES—Hillman Minx — sed $1,533; 
Roadmaster—4-dr. sed., $3,177.88; Riviera, | series except Windsors. Power steering | seq. $2,448.33; 2-dr. sed., $2,396.15: cl. | sed., $2,099.05; cl. cpe., $2,122.30. Ambae- | conv $1,890; stat. wag., $1,938. Sunbeam- 
$3,282.83; conv., $3,428.29; stat. wag.,|Standard on Crown Imperial, optional at| cpe.’ "$2,448.33; Hollywood, $2,789.68: | sador Super—4-dr. ® $3,390 10; 2-dr. | Talbot—se : one. $2,911. Hum- 
$3,948.70. (Dynaflow standard on Road- | $198.90 on other series.) conv., $3,025.78. Commodore Six — 4-dr. | sed., $2,303.65; cl. cpe., $2,325.85. Ambas- | ber—Hawk sed., $2,041; Super Snipe sed., 
master, optional at $192.50 on Special and ¥—stat. wag., $1,001.64; bus. | seq. $2,654.60; cl. epe., $2,627.91; Holly-|sador Custom—4-dr. se .65; 2-dr. | $3,369; Pullman lim., $5,110. er 75 
Super. GM_ power steering optional at|coupe, $943.38; Hotshot, $952.07. Super—| wood, $2,976.59; conv., $3,223.65. Hornet | sed., $2,474.20; cl. cpe., $2,496.40. (Hydra- sed., $2,552; Land-Rover, $2,011. (Deliv 
$198.90 on Roadmaster.) 2-dr. sed., $1,032.82; stat. wag., $1,076.77; | 4 ar. sed., $2,749.18; cl. cpe., $2,722.51;| Matic optional at $166.65 on Statesman |ered at U. $ ports.) Sigh a F 
CADILLAC—Series 62—4-dr. sed., $3,- | °8V-, $1,035.38; Sports roadster, $1,028.72. Hollywood, $3,071.19; conv., $3,318.24. | and $166.95 on Ambassad dels. ) STUDEBAKER — Champlen Custom — 
683.70; cl. cpe., $3,587.20; Coupe de Ville, DeS: Deluxe—4-dr. sed., $2,336.24; Eight—4-dr. sed., $2,749.18; cl. OLDSMOBILE—Deluxe 88 — 4-dr. sed., | 4-a) 1,667.42; 
$4,012.97; conv., $4,162.68. Series 60 Spe-| cl; cpe., $2,323.22; Carry-All sed., $2,-| cpe., $2,722.51; Holiywood, $3,071.19; | s> 311.25: 2-ar. sed Ki 246.23. Super 86 | ob ree si 4 $ << -42; 2-dr. 5 ae. $1,633.85; 
cial—4-dr. sed., $4,323.38. Series 75—8- | 573.90; 8-pass. sed., $3,140.31. Custom— | conv., $3,318.24.’ (Hydra-Matie optional at | °";-ar seq. $2,444.94: 2-ar sed A xd ney Be 661.75. Champion Del -dr. 
pass. sed., $5, 427.89; Imperial sed., $5,- | 4-dr. sed., $2,555.15; cl. cpe,, $2,534.10; | $169.77 on all models.) 378.94: cl. cpe.. ‘2, 27] 96: Holiday, $2. sed., $1, — .30; 2-dr. sed., $1,715.76; cl. 
642.94. (Hydra-Matie standard on 62 and|Sportsman, $2,890.50; conv.,’ §2,995.71;| JAGUAR—XK-120—Super Sports, $4,039; | 655.16: conv. $2,833 12 sto 06 tee. | en? Te-TSk.66. §=Champicn — 4-dr. 
60 Special, optional at $199.66 on 75. GM/|8-pass, sed., $3,359.38; stat. wag.. $3,-|hardtop, $4,065. Mark VII—4-dr., $4,170. | seq $2766 81. Holiday, by et snot = res: 2-dr. sed. $1,799.94; cl. 
power steering optional at $198.43 on all| 187.80; Suburban, $3,728.30.  (Tip-Toe| (Delivered at U.S. ports.) $3,206.77. (Hydra-Matic optional at $178.35 | So as7'et =! Starliner, a2. reas San. 
Hydra-Matic models.) Shift standard on Custom, optional at — Special — 4-dr. on all models GM power steering optional $2, 157. 50. der dr. sed., 
CHEVROLET — Styleline Special — 4-dr. | $131.97 on Deluxe.) sed., $2,212.26; 2-dr. sed., $2,159.79; bus. | ot $1990 on Super's8 and 98.) $2,033.01; 2dr. sed. cr 997.04; cl. cpe., 
sed., $1,674.03; 2-dr. sed., $1,617.11; cl.| DODGE — Wayfarer — 2-dr. sed., $2,-|cpe., $1,991.89; 2-dr, Traveler, $2,264.72; : , $2,026.10. -dr. sed. 
cpe., $1,623.77; bus. cpe., $1,532.92. Style- | 037.50; bus. cpe., $1,890.36. Meadowbrook | 4-dr. Traveler, $2,317.21. Deluxe — 4-dr.|, PACKARD — 200 — 4-dr. sed., $2,528; | $2,143.05; 2-dr. sed., "32, 108.08; cl. cpe.. 
uxe—4-dr. sed., $1,764.94; 2-dr, | —4-dr. sed., $2,166.32. Co -dr. sed., | sed., $2,327.70; 2-dr. sed., $2,275.23; cl. | 2-dr. sed., $2,475. 200 Deluxe—4-dr. , | $2,137.14; Starliner, $2,437.52; conv., $2,- 
$1,710.96; cl. epe., $1,729.94; Bel-Air, | $2,258.24: cl. ‘cpe., $2,242.42; Diplomat, |cpe.. $2,296.22: 2-dr. Traveler, $2,380.17. |$2-675; 2-dr. sed., $2,622. 250—Mayfair, |481.01; Land Cruiser, $2,289.33. (Auto- 
$3, 010.16; conv., $2,132.30; stat. wag., $2,- | $2,602.72: conv., $2,696.88; Sierra, $2,-|4-dr. Traveler, $2,432.63. (Hydra-Matic > ee conv., we 450. '300—4-dr. sed., $3,- | matie optional at $208.29’ on Champions 
67. Fleetline Deluxe—2-dr. sed., $1,-| 905.74. (Gyro-Matic optional at $102.61 on |optional at $162.30 on all models.) Patrician — 4-dr. sed., $3,767. | $217.12 on Commanders.) 
710.96. (Powerglide optional at $178.35 on | all models.) LINCOLN — Cosmopolitan — 4-dr. sed., (Ultramatic st tandard on 400, optional at| WILLYS-OVERLAND—Aero—Lark 2-dr 
FORD— $189 on other models. le optional | sed., $1,731.30; Wing 3 dr, sed., $1,988.96; 


Deluxe models.) 
HRY sor—4-dr. sed., $2,- 


© ‘Windsor—4 
499.91; cl. cpe., $2,476.79; Town & Country 


2-dr. 





6—4-dr. sed.; $1,677.50; 
sed., $1,629; bus. : 
stat. wag., $2,004. Mainline 


cpe., 


$1,525.50 
dr. sed 





$3,483; spt. cpe., $3.587. Capri—4-dr. sed., 
$3,626; spt. cpe., $3,828.50; conv., $3,985. 
(Hydra-Matie standard on all models.) 





at $39.45 on all models.) 
PLYMOUTH—Concord — 


2-dr 


sed., 


$1,- 


Ace 2-dr. sed., $2,073 Four—stat wag., 





$1,783.30. Six—stat. , $1,866.14. 
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| quickly and easily by taking an 
{inventory of available shop space. 
* * . 


NADA Attendees Told How ... 





question of adding more 


Better Business Management Tris ssi. 


Continued from Page 29) sound recommendations, and he 
the earnings of the predecessor | should, of course, try to remember 
under both the old and new law. |the owner’s name, the length of 
The new rule permits a purchas- time he has been a customer, etc 

ing corporation to use the earnings! ¢ this is done during the period 

of a predecessor if it acquired all .¢ warranty, and keen interest 

the assets of a predecessor prior is a 

to Dec. 1, 1950, and the predecessor 

has been liquidated. 
QUESTION: If my profits were 
low in 1951, I am told that I may 


tronage, then the customer is being 
invited to trade with the dealer. 
If he is well treated, he will con- 
tinue to bring his car in for service, 


get a refund on my 1950 excess ; 
profits tax. How does this work? |#nd I am sure a high percentage 
|of customers will be retained. 


ANSWER: Because of annual | - es oe 
adjustments to the excess profits | 


shown in the owner’s future pa-| 


of time and space are sold where 

only one exists, a customer will 

be disappointed. 

Your books will tell you if all 
the time and space is being sold, 
and the dealer can get the answer 
|quickly if it is being oversold by 
taking a position near the cashier's 
| window during the afternoon check- 
}out rush, and learning if his cus- 
| tomers are being disappointed. 
| Alert dealers and service man- 
|agers today recognize the need for 
|}adequate methods 


| time control. Both time and space | 


of space and) 


problem. If advertising doesn’t 
produce the men for you, and it 
is not likely it will in today’s labor 
market, then you have to tackle 
the matter from a more funda- 
mental standpoint. You will have 
to make mechanics. 

There are hundreds of young 
men in allied industry, like gas 
stations, who understand the au- 
tomobile language, who are handy 
with tools, who already replace 
fan belts, generators, adjust and 
replace brakes, batteries, spark 
plugs, and other parts or assem- 


your shop is big enough for them 
to reasonably specialize. 

Customer labor sales are the key 
factor in the overall record of 
service gross profit, for parts sales 
are relative to labor 

Therefore, a dealer should keep 
a constant reminder in front of 
him of his labor sales, and should 
realize that until his customer re- 
tention is between the 75 and 100 
percentage he is only limited by 
the spaces in which he can work 
mechanics and the number of me- 
chanics employed. 


Prehn Foundation Grants 


12 Scholarships in 1952 
H. W. Prehn, former Dodge- 


Plymouth dealer at Springfield, 
IiL, has announced that 12 memo- 
rial scholarships, dedicated to the 
memory of 12 local servicemen 
who lost their lives in Korea, will 
be awarded during 1952 by the 


credit on account of changes in | GPACE and time in shop operation | have become too costly to be han-| Dlies. 

borrowed and owned capital, are so closely related that it is|}dled by the old “catch as catch| These young men generally are 

most dealers will have a little | impossible to consider one without | can” methods—they were none too/in a much lower earning bracket 

higher credit for 1951. |the other. Time is the prime sale, | satisfactory in the past when shop/|than mechanics, and if they stay 
] ; kit eels ,|and since it is the most perishable | operation was much simpler. Effi-|in gas stations their chances for 

GUBWEN: Cas i increase my |of all commodities it must be sold | cient selling of repairs to provide | advancement are limited. Except 


excess profits credit if I had a big | in advance, and delivered as it|a full day operation is a prerequi-| for speed, these men can probably 








fire loss in 1949? What do I do? 
ANSWER: Deductions for costs 
attributable to claims, awards, 
judgments, decrees, fires, floods, 
storms or other casualty are ex- 
cludible to the extent that they 
exceed 115 percent of the average 
of items of the same class de- | 


matures, by the minute, hour and 
| day. 

An hour of time and space 
available between 8 and 9 a.m. 
that is not sold cannot be re- 
turned to the inventory and sold 
at a later date. When two hours 


site to a maximum gross profit. 


| The next questions to arise in the 

dealer’s mind are: How many addi- 
tional work spaces can I provide? 

|How can I fill those spaces with 

| competent workmen? 

| The first question is answered 








| carry on over 50 percent of a repair 

{operation with their present ex- 

| perience. 

| In the hands of a qualified me- 
chanic or foreman they can easily 

| develop, and develop fast, into full- 


| fledged mechanics—particularly if | 





Harold Prehn Foundation. 

Eight of the scholarships will 
be four-year grants to study at 
the University of Mlinois, and 
four others will be given to girls 
who wish to attend local schools 
of nursing, Prehn said. 











ducted in the four years pre- a 
ceding. 
No deduction will be excluded 
unless the amount to be eliminated 
exceeds 5 percent of the average 
base period net income computed | 
without the disallowance of such 
deductions. 
The amount to be eliminated in 
the base period in which the ab- 
normal deduction occurred shall 
not exceed the excess of that 
deduction over deductions of like 
class for the year in which the 
excess profits tax. is imposed. 
QUESTION: Suppose I dissolve 
my corporation in the middle of 
the year, how is the excess profits 
tax computed? 
ANSWER: If the taxable year 
is a period of less than 12 months 
because of a change in accounting 
period, or adoption of his first 
short fiscal year, the income must | 
be annualized. The income for the) 
short period would be multiplied | 
by 365, and divided by the number 


Pile 


ae RESO: 
: ee a ed 
Se ee 



























of days in the short period. 
* ” * 


By J. M. Sanders 

HE chief aim of business is to 

produce a satisfactory net profit. 
The vehicles through which this is 
accomplished are adequate gross 
profit and reasonable expense. 

From the gross profit of sales of 
parts and labor will be produced 
during these coming months some) 
of the most important dollars that 
will reach an automobile dealership. | 
What is retained will have much | 
to do with the spelling of the deal- | 
er’s “success” or “failure.” 

Service volume is not turned 
off and on like water from a 
spigot, but it does result when 
these factors are employed: 

There must exist the desire to 
get it; facilities must be available; | 
manpower must be at hand; cus-| 
tomers must be invited; quality | 
must prevail for both work and/| 
handling. | 

An NADA survey showed that) 
about 50 percent of the owners of | 
new cars made a habit of taking} 
them back to the dealer who sold | 
them. That means about one-half 
took them somewhere else. 

If the dealer were his own me-| 
chanic, I do not believe he would} 
lose many customers, but as this} 
is impossible, then it is necessary | 
that a dealer’s shop reflect the) 
dealer in a most accurate manner. | 

* * * j 


‘THs small shop owner has much 
advantage over the larger one 
because of personal attention that 
can be paid to a customer’s re- 
quirements. 

In a small shop the owner can 
get a personal description of his 
ear’s trouble and _ corrections 
made—even sympathy. The like- | 
lihood of further trouble can be | 
discussed on a personal basis. 

A dealer who is so large that he 
does not have this personal contact 
will do well to personalize his serv- | 
ice as much as possible. He should | 
encourage the customer to return 
to the same service-lane represen- 
tative on each visit. He would do 
well to have the service file avail- 
able on a moment’s notice to the| 
service man. 

The service man should endeavor 
to learn the driving requirements | 
of his customer in order to make | 











Passenger comfort is greatly increased in automobiles insulated 
with L-O-F Fiber-Glass. Easily installed, lightweight, low moisture 
content. For tops, under dash, on fire wall under hood, below package 


Super-Fine “‘B” Fiber offers excellent 
insulating properties against heat, cold, 
noise. Standard widths: 18”, 24”, 36” 
and 72”. Temperature range: subzero F. 
to plus 450° F. 


tray. High sound-insulating efficiency. 


L-O-F Fiber. Glass meets high standards 
demanded for automobile insulation! 


Proven glass technology and experience 
of Libbey-Owens:Ford provide industry 
with new quality source of supply 


EARS of experience in supplying fine glass 
gece tied to the industry gained L:O:F a repu- 
tation for meeting the rigid automotive schedules 
and production requirements. Now, Libbey’-Owens: 
Ford applies this long-time experience to supply- 
ing quality insulation for automobiles... L°O-F 
Fiber: Glass. 


The proven glass technology and new plant 
facilities of Libbey-Owens:Ford are turning out 


L 
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top-grade insulation that meets the highest stand- 
ards for sound, heat and cold insulation. 


Look into the outstanding advantages of Fiber: 
Glass as insulation for tops, in the dash, on fire 
walls, under the hood and beneath package trays. 
If you are currently using fibrous glass, count on 
L:O:F as a new source ready to give you a quality 
product and delivery on schedule. 


For technical data, or consultation on uses of 
Fiber-Glass in the automotive field, call the L-O-F 
Detroit office, 610 Fisher Building, Trinity 5-0080. 
Or write, wire or phone Libbey’ Owens: Ford, Dept. 
F-G 522, Nicholas Building, Toledo 3, Ohio. 


LIBBEY-OWENS-FORD GLASS COMPANY 


FIBER-GLASS DIVISION 





FIBER: GLASS 
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Upturn in New York 


By Ed Brown 
Staff Correspondent 

New and used-car sales in New 
York have taken another steadily 
rising leap up the sales graph, 
indicating that this area is enter- 
ing the spring selling season on a 
healthy, optimistic note. 

Most new-car sales are steady, 
and in some cases increasing rap- 
idly, but used cars have shown the 
most healthy upturn in the past 
week, 

All dealers questioned on this 
had relatively the same answer 
for it. They feel that with the 
jump in new-car prices, many 
people are finding it difficult to 
lay out the necessary cash for a 
new car. 

This past week has seen the in- 
troduction of the all new Ford Co. 
lines. This has been watched with 
keen interest by everyone in the 
field, and the response from the 
public has been terrific. 

All dealers questioned said that 





public acceptance of the new style 
line was overwhelmingly enthusi- 
astic. Every dealer in this area 
wrote some orders, the number de- 


| pending a great deal on location. 


As an indication of public inter- 
est, Sales Manager Wixon, of Park 
Motor Sales, Lincoln-Mercury deal- 
er in mid-Manhattan said that on 
opening day more than 3,000 per- 
sons had been clocked into the 
showroom, as against 280 at the 
same time last year. This held 
true throughout the area, with the 
percentages rising and falling in 
different localities. 

There were many lookers, but 
everyone was confident that a 
good percentage of them would 

return within the next few weeks 
to make firm commitments. 

The story was the same for the 
introduction of the Ford. Public 
acceptance seems to have been as 
enthusiastic as one could hopefully 
expect and order writing was more 
general here than in the Lincoln- 
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Assembly/o Master 


| Aylinder Simplified 


The problem was to eliminate the necessity of holding 
nuts on under side of bracket while the bolts were 


turned into'place. 


With Midland Nuts securely welded to the under side 
of the bracket it was simple to slip the master cylinder 
into place and tighten the bolts. 


Midland Welding Nuts save time—reduce costs. 


Your similar production problems will benefit from 
use of Midland Welding Nuts. We would like to show 
you how. Write or phone today. 


THE MIDLAND STEEL PRODUCTS CO. 


6660 Mt. Elliott Avenue «+ Detroit 11, Mich. 
Export Department: 38 Pearl St., New York, N. Y. 
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Mercury line. Most Manhattan 
dealers had averaged six orders by 
mid-afternoon, and were expecting 
many returns in the next few days, 


_ AUTOMOTIVE NEWS, FEBRUARY 11, 1952_ 


and several expressed surprise that | 


they had done so well so early, 


ning. 

But the pickup had been general 
around town, which can best be 
illustrated by the fact that the 
independents, who had been feeling 
|the pinch hardest, were showing 
confidence that the spring season 
| would be a good one. 


* « + 


Denver 
Lifting of credit controls on the 


inquiries in Denver, dealers report, 
but as yet has not served to in- 
crease sales to any great extent. 


ed out, was in the case of men 
needing transportation to and from 
work. If their present transporta- 
tion fails and they need another | 
car and their income is small, they 
can now purchase a prewar car| 
and the dealer can arrange terms | 
to suit their budget. 

One dealer, however, pointed 
out that there is a limit to how 
far you can go in extending 
credit on old cars, as it is not 
deemed good business to make 
loose terms on many of the older 
cars. 


A number of dealers said aboli-| 
tion of controls on prewar automo- 
biles isn’t enough-—it is needed also 
on later model cars. 


The one exception to this senti- | 
ment was a new-car firm’s spokes- 
man who estimated that doing 
away with controls had boosted his 
sales about 50 percent. Another 
salesman pointed to the difficulty of | 
financing easy-term sales and to} 
the bad credit rating of many of 
those who sought such deals. 

Stoval Motor Co. (Ford) said the 
firm has not changed its terms 
appreciably due to lifting of con- 
trols on prewar cars. The Kumpf 
Motor Car Co. (Mercury) also said 
it has not experienced any reaction 
and has not changed its terms and 
doesn’t expect to do so. 

Marcus Motors, Inc. (Stude- 
baker) spokesmen said: “We’ve 
seen no reaction from the lifting 
of credit controls. Anyhow, we're 
not disposed to change our terms. 
Twelve months is the absolute 
limit we'll allow to pay for a used 

| car and that only in favorable 
circumstances.” 
| Calomino Motor Co. (used cars), 
said: “Not much reaction. More 
inquiries, yes. We've been selling 
all our older cars without trouble 
and on sound terms, anyhow. You 
can’t get many finance companies 
to handle no-down-payment deals.” 
—(Ira R. Alexander.) 

. * * 


Detroit 

Wayne county (Detroit) new-car 
sales in 1951 wound up almost 20 
percent under the 1950 level. Sales 
last year totaled 158,183 units 
against the 1950 count of 195,614. 

New-truck sales in Detroit were 
off slightly more than 9 percent 
with the 1951 total hitting 15,403 
to 1950’s mark of 16,956. 

Used-car sales slowed only a 
small drop with 140,150 transactions 
noted in '51, against 142,761 in 1950. 
| Used-truck sales were up with 9,492 
|sold in 1951, against 8,650 in 1950. 
| Ford retained first place in both 
| car and truck sales in Wayne coun- 
|ty last year, beating out Chevrolet 
/in both classifications. 
| December new-car sales in De- 
troit dropped to the lowest level of 
the year at 8,536 units, about 50 
percent under the December (1950) 
total of 17,063. New-truck sales 
| were the second lowest of the year 
j}at 1,061, while used-car _ sales 
|achieved a similar rating at 8,231. 
| Used-truck sales totaled 673 units. 

New-car sales by makes in 1951 
in Wayne county were: Austin, 
11; Chevrolet, 31,803; Crosley, 42; 
Ford, 37,927; Henry J, 1,207; 








claiming that their biggest hours | 
were late afternoon and early eve-| 


| sale of prewar cars has stimulated | 


The main help the move gave| 
would-be purchasers, dealers point- | 





Buick, 10,010; Chrysler, 4,167; De- 
Soto, 3,329; Dodge, 8,395; Frazer, 
6; Hudson, 2,999; Kaiser, 1,462; 
Mercury, 8,230; Nash, 3,752; 
Oldsmobile, 7,491; Pontiac, 9,910; 
Studebaker, 3,579; Cadillac, 4,399; 
Lincoln, 876; Packard, 1,722, and 
miscellaneous, 225. 


jus 


New-truck sales were: Autocar, 
70; Chevrolet, 4,868; Diamond T, 28; 


Diveo, 175; Dodge, 1,708; Federal, 
47; Ford, 6,427; GMC, 847; Interna- 
tional, 548; Mack, 117; Reo, 68; 


Studebaker, 128; White, 176; Willys, 
143; Nash, 
(Bob Gordon.) 
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The Only SPECIFICATION BOOK 
on NEW TRUCKS EXCLUSIVELY .. . 


Pickups to 23, 


000 Lbs. G.V.W. 


The TRUCK INDEX covers 1952 Chevrolet, Ford, Dodge, G.M.C., 
International, Studebaker, Diamond T, White, Reo and other trucks 


an 


d school busses to 23,000 Lbs. G.V.W. Each model treated 


individually in uniform, easy-to-read style. Data includes G.V.W. 
and G.C.W. ratings; Engine and Chassis Specifications; Road 
Weights, Payload Capacities, Wheelbases, Chassis Dimensions and 
Tire Options; Optional Springs, Transmissions, Brakes, Rear Axles, 
etc.; Body types and Models available, Cab details, Standard and 
Optional Equipment, and other necessary information. 

Thousands of new-truck salesmen use the TRUCK-INDEX because 
it helps make sales. It’s the only handy, unbiased source of facts on 
competing 1952 trucks. Fleet operators and other truck buyers use 
it, too. More than 400 pages tab indexed; durable looseleaf binder; 
handbook size for convenience. All new and up-to-date when you 
get it, and we keep it up-to-date for you for 12 months with 
revision service at no extra charge. 

One or two subscriptions, $12.50 each; 3 to 4, $11.00 each; 5 to 9, 
$10.00 each; 10 or more, $9.50 each. Sent prepaid when check 


with order. 


SEND ORDER AND CHECK TODAY 


TRUCK INDEX, 


Box 204, Vernon Branch 


ite Los Angeles 54, Calif. 
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Plymouth, 16,511; Willys, 130; 
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Dealer Signs for Race— 


Brewster Shaw (Chrysler-Plymouth), Day- 
tona Beach, Fla., is shown signing up for 
the Speed Week trials at Daytona Beach, 
Fia., as Race Director Bill France (left), 
and Tom McCahill, Mechanix Illustrated's 
automotive editor and test driver, look on. 





Michigan’s Haley Addresses 


Dealers in Grand Rapids 

GRAND RAPIDS, Mich. — Gil 
Haley, executive secretary of the 
Michigan Automobile Dealers Assn., 
was guest speaker at a joint lunch- 
eon meeting of the Grand Rapids 
Passenger Car Dealers Assn. and 
the Kent county chapter of the 
state association. 

Donald Rau, of Lansing, field 
manager of the central Michigan 
division of the revenue department, 
and Andrew Webber, in charge of 
sales tax refunds in the automotive 
division of the revenue department, 
spoke on laws and regulations af- 
fecting automobile dealers. 





Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 








i |= Copper, Aluminum .. . 


|More Auto Materials 


= Due for 2nd Quarter 


(Continued from Page 1) 


could not be put into production | 


fast enough to prevent unemploy- 


| ment from spreading. 


* * * 


" ATER, in answer to a recent 
directive of the U. S. comptrol- 
ler-general, William J. Cronin, man- 
aging director of the Automobile 
Manufacturers Assn., sent a wire to 
Defense Mobilizer C. E. Wilson last 
week in which he stated that the 
solution to the Detroit unemploy- 
ment problem is a “go-ahead” to 
civilian automotive production. 

Cronin stated that defense or- 

ders being channeled into the 
area offers little help to those 
workers already unemployed. He 
pointed out that it takes months 
to get the simplest defense or- 
der into production, 

The text of the telegram follows: 

“Tell us what defense items are 
needed, and in what quantities they 
are needed 

“The industry has been seeking 
more defense work ever since the 
start of the Korean war, but it has 
not sought preferential treatment 
or subsidy of any kind and it is not 
seeking it today. 

“The industry’s reputation for be- 
ing an efficient, high-volume pro- 
ducer was never supported better 
than during World War II when it 
turned out nearly thirty billion dol- 
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Enclose 


One Doz. Lots 
Immed. Delivery 








3210 Avenue 


Our New Prices Are the Lowest Yet 


LICENSE PLATE CLIP 


GUARANTEED BY MANUFACTURER 


Postpaid on 1-Doz. Orders or More. 
Attractive Offer for Jobbers. 


DEALER AUTO ACCESSORIES 


CADMIUM RUSTPROOF FINISH 
TENSION SPRING, DOUBLE LOOP 


SUPPLY. ORDER NOW. 


20c Postage on Small Orders. 


H, Brooklyn 10, N. ¥. Dept. AN 11 
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designed for you 
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Where drivers make frequent stops, thi 


liveries per day. 


when required. 





HERMAN BODY 


THE HERMAN “WALK-IN” 
The easiest in and out body on the road 


Interior walls are straight from front to back and top to 
bottom so that inside lining, shelves and partitions may be easily inserted 


WRITE, WIRE OR PHONE COLLECT 


COMPANY 


r Customers’ Specific Needs! 


Atal 


is model saves time—permits more de- 
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CAR DEALERS! . . 


Genuine Lambs Wool 
POLISHING BONNETS 


This is the first time these bonnets have ever 
direct to car dealers... 
savings to you. They are all first quality. 
guaranteed. 


OUR 


BM Reguisry $18.00 fice... $1 
9" ar ad $21 .00 Ou 


R 
PRICE... $1 
SPECIFY CENTER HOLE OR DRAWSTRI 





at prices that reflect tremendous 


[——~ Look At These Savings!” | 


. Buy Direct! 
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Order Today! Shipped Open Account to 
Rated Dealers F.O.B. Hackensack, N. J. 






AUTOMOTIVE MANUFACTURERS OUTLET 


292 Main 


Street, H 


Write for quotations on spe- 
cial sizes—any quantity. 
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lars worth of war materiel. 
reductions were effected on almost 
every contract, and some amounted 
as high as 55 percent of the initial 
price. 
* * * 
“os government frequently re-| 
ceives the most efficient result 

from placing contracts for special- | 
ized military products on a nego- 
tiated basis. However, the manu- 
facturers of cars and trucks look 
for no subsidy in accepting such 
defense work, but seek contracts on 
a basis where they can render top 
values in products and services. 

“As the government task force 
admitted in its visit to Detroit, 
there’s little prospect of short 
term relief for the present unem- 
ployment in the placement of ad- 
ditional defense contracts here. 
Even the simplest defense prod- 
uct requires months to get into 
production and the more complex 
require special facilities and 
equipment. 

“The solution, therefore, is to al- 
low civilian industry sufficient ma- 
terials to maintain production. The 
automobile industry can move with 
the greatest possible speed if it 
gets the “go-ahead” from Wash- 
ington to increase its production 
schedules for cars and trucks. 

“However, the industry is pre- 
pared to take on any contracts that 
will provide future employment in 
Detroit, Flint, South Bend and oth- 
er automotive cities. And it is pre- 
pared to compete for them on a 
basis of services rendered, without 
asking for preferential treatment 
over other producers in other parts 
of the country. 

“Tell us what is needed and the 
job will be done.” 


18 Dealers to Vie 
For ‘Brand Name’ 


Awards in April 


NEW YORK. — Eighteen dealers 
have been named finalists and will 
compete for the fourth annual 
“Brand Name Retailer of the Year” 
awards in the automotive field, it is 
announced by Henry E. Abt, presi- 
dent of Brand Names Foundation, 
Inc. 

The foundation will present a 
plaque to the “Automobile Dealer 
Brand Name Retailer of the Year” 
and “Certificates of Distinction” to 
four other outstanding retailers in 
that field at a dinner on “brand 
names day,” Apr. 16, in the grand 
ballroom of the Waldorf - Astoria 
hotel. 

The 18 finalists in the automotive 
field represent 16 cities in 11 states 
and the District of Columbia. 

Finalists in the automotive field 
are: Arcade Pontiac Co., Wash.; 
Bendall Motor Sales, Alexandria, 
Va.; Broad Street Garage, Hope- 
well, N. J.; Roy Burnett Motors, 
Inc., Portland, Ore.; T. A. Clarke 
Motors, Inc., Pawtucket, R. L; 
Cooper Motors, Baldwinsville, 
N. Y.; Crawford Motor Co. of Ben- 
ton, Benton, Ark.; Davis Auto Co., 
Fort Wayne, Ind.; Grand River 
Chevrolet Co., Detroit; Ralp Hor- 
gan, Inc., New York; Mack Mark- 
owitz Inc., Hempstead, N. Y.; 
Masters Pontiac Co., Inc., Long 
Beach, Calif.; Monarch Buick Co. 
Inc., New York; O’Daniel Ranes, 
Inc., Evansville, Ind.; Raymond 
Motors, Linden, N. J.; Ridings Mo- 
tors, Long Beach, Calif.; S. Toomey 





Co., Dover, O., and Windsor Ga- 
rage Inc., Windsor, Conn. 
While this is the fourth suc- 


cessive year in which the founda- 
tion has made its awards, it is the 
first time that auto dealers have 
been included. 





Seiberling Co. Announces 


Third Line of Tires 


AKRON.—Seiberling Rubber Co. 
has announced reintroduction of its 
first quality “Super Service” car 
tire. This line now includes a range 
of low-pressure types. 

With the “Safety” and “Safe 
Aire” tires, the “Super Service” 
completes the Seiberling car tire 





line, the company said. 


Cost 


| 
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its future. 


And in this sound, essential parts 
jobbing business, the NAPA Job- 
ber Franchise is an asset of proven 
value. NAPA is the largest inde- 
pendent parts organization in the 
automotive industry. Through 
warehouses in 39 key cities, NAPA 
distributes parts and supplies of 
unsurpassed quality to NAPA Job- 
bers throughout the nation. 

The parts lines distributed by 
NAPA are all produced by in- 
dependent manufacturers. These 
parts cover the requirements of 
cars and trucks of all makes and 
ages. And they share in common 
a single standard of quality .. . 
“always equal to or surpassing the 
parts they replace.’’ 

The jobber who holds the NAPA 
Franchise and distributes these 
lines enjoys the full freedom of in- 
dividual ownership. But he has, 
behind every phase of his business, 
the support and counsel of a great 
national business organization. 


ix BES 








Put your money and abilities to work in the 


PARTS JOBBING 
BUSINESS 


—under the NAPA Franchise 


In peace or war, the consistently profitable record of parts jobbers 
everywhere speaks for itself. The business is sound and essential. 
The tremendous and continuing growth in car registrations assures 


The NAPA Jobber also has 
these other important advantages: 
(1) NAPA Warehouse Service— 
master stocks on all NAPA lines 
within overnight shipping distance; 
(2) A uniform, written policy of 
Stock Control and Obsolescence 
Prevention; (3) Established meth- 
ods for sound management and 
operation; (4) Far-reaching sales 
and advertising programs. 

. . . 

For more than 25 years, compe- 
tent jobbers have found that the 
NAPA Jobber Franchise helps 
greatly in making a given invest- 
ment of time and money pay 
greater returns. If you are inter- 
ested in a business opportunity 
which offers a high degree of sta- 
bility, security and profit potential, 
investigate carefully the parts job- 
bing business and the NAPA Job- 
ber Franchise. Desirable opportu- 
nities are open now. For full in- 
formation, write: 


NATIONAL AUTOMOTIVE PARTS ASSOCIATION 
Suite 706, Fox Building, Detroit 1, Michigan 

















4 to 2-ton models. 
F. 0.8. Chicago + Tox extra 
A minor added in- 
vestment protects 
the major invest- 
ment — particularly 
important now. 
Easy to install. Write 
for details. 


World's Most Widely Used Grill Guard 


VOLTZ BROS., IN 


2520 S. INDIANA AVE. 
CHICAGO 16 








SVUR-OEE crit GUARDS 
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Wins Prize Buick— 


Glenn D. Wilson (left), Cincinnati Buick 


zone manager presents the Buick ‘Old 
Vienna," plus a check for $1,000 to Mrs. 
Jack Jacumski of Georgetown, O. The car 
was donated by Buick for the Damon 
Runyon memorial fund safety slogan con- 
test. The slogan submitted by her was 
“Drive Like Lightning, You Crash Like 
Thunder.” 








Auto Stocks 
Feb. Jan 1951-52 
6 30 High Lo 

Chrysler 70% 69% 82% 65% 
Crosley 2% 2% 5% 2% 
GM 52 51% 54 46 
Hudson 12% 12% 20% 12% 
K-F 6% 6 8% 5% 
Nash 19 19 22% 17% 
Packard 4% 4% 6% 4% 
Stude. 32% 32% 35% 25% 
Willys 9% 9% 12 1% 
Average 23.16 23.13 


Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 





Froelich Honored 
William Froelich, Ford dealer in 
Palm Springs, Calif. has been 
made an honorary citizen of Palm 
Springs and was given a life mem- 
bership in the Shrine Potentate of 
Los Angeles. 








New Models Slow Pace .. . 


97,302 Weekly Output 


Still Short 


of Quota 


(Continued from Page 1) 


provement over that of the previous 
week, but a much greater improve- 
ment is needed immediately if 
1,006,000 are to assembled in the 
first three months of this year. 

If the 1,006,000 car total, the 
maximum allowable under NPA 
unit limitations, is to be attained, 
schedules in U. S. plants will have 
to be pushed upward nearly 20 per- 
cent over last week’s rate to an 
average of 90,200 cars a week. 

It seems unlikely that there 
will be any week in the first 
quarter of this year when car 
production will top 85,000, let 
alone attain an average of 90,200. 

The 85,000 level could be reached 

if two or three makers could suc- 
ceed soon in ironing out the kinks 
incident to getting new models in 
production. 


* * * 


w ——. for example, produced only 


an estimated 12,571 cars last 
week. In order to realize its indi- 
vidual quota of about 213,500 cars 
in the first quarter, Ford will have 

to push production up nearly 100 
percent. 

Nash is another maker whose 
1952 operations have been at a 
slow pace due to problems usual- 
ly met in getting a new model on 
the line. 

Only Chrysler, General Motors, 
Studebaker and Willys of all the 
nation’s car makers are producing 

up to output levels permitted by 
the government. Willys should ac- 
count for about 10,000 cars in the 
first three months of 1952. 
* * * 


| pr mage is growing in the indus- 
try that there will be a serious 


shortage of so-called low-priced 





Advertisement 





New “Keep Em Rolling” Feature Out 
Soon; Offers Dealer Tie-In Opportunity 


Farm Journal's latest feature ar- 
ticle in its “Keep ’Em Rolling” 
program will appear in the March 
issue. More than 2,850,000 sub- 
scriber families of America’s 
largest rural magazine will have 
this article in their homes next 
Monday, February 18. 

This March feature will be an- 
other big get - ready - for - Spring 
article, urging readers to prepare 
for the tough months ahead by 
getting their maintenance work 
done now, when cars, trucks and 
equipment can be spared, and 
when shops can more readily take 
care of the work. Farm Journal 
says it will be glad to send a free 
copy of the March issue to any 
dealer or jobber who requests it 
on his business letterhead. 

Previous “Keep ’Em_ Rolling” 
articles were eagerly awaited by 
these important automotive cus- 
tomers for the valuable mainte- 





nance hints they contain. They 
have been equally welcomed by 
dealers because of the emphasis 
this program places on getting 
maintenance work done before the 
need jams up shops. The “Keep 
’Em Rolling” program has thus 
done a valuable twofold job— 
making your rural customers 
more aware of the value of their 
mechanized equipment and mak- 
ing dealers more aware of the 
importance of the rural market 
to their continued prosperity. 


Farm Journal suggests that 
those dealers who wish to tie in 
actively with “Keep ’Em Rolling” 
do so through their own promo- 
tional programs or through pro- 
grams which their suppliers have 
made available. Further informa- 
tion and tie-in suggestions may 
be obtained by writing Dealer 
Service Department, Farm Jour- 
nal, Philadelphia 5, Pa. 














100 Park Ave., 








Reduce Corporate Taxes 
on the Warehouse. “Diet” 


Remember, when your inventory goes 
down —so do your taxes! That’s another 
good reason for shipping your wares by 
American Airlines Airfreight. No worries 
about fast delivery on reorders, too! 


For further information, wire us collect— 
American Airlines, Cargo Sales Division, 
New York 17,N. Y. 











cars this spring, and that short- 
ages may even extend up the price 
ladder to medium-priced models. 

Justification for that outlook can 
be found in comparing production 
figures for the first six weeks of 
this year with the same period of 
1951. 

So far in 1952 production of the 
three volume selling low-priced 
makes of cars shows a deficit of 

143,000 cars when compared with 
1951. For the industry as a whole, 
car output so far in 1952 is off 
nearly 250,000 units. 

The auto industry’s employment 
statistics are just as uninspiring, 
and it was on that basis that the 
auto industry last week made an- 
other plea for higher production 
quotas after Apr. 1. 

* * * 

N A TELEGRAM to Defense 

Mobilizer C. E. Wilson, the Auto- 
mobile Manufacturers Assn. reit- 
erated its disapproval of a plan to 
ignore low bids on defense con- 
tracts in order to channel them 
into Detroit where there is mass 
unemployment because of civilian 
production cutbacks. 


Auto Cuts Blow 
To Malleable 


Iron Foundries 


CLEVELAND. — Severe cutbacks 
in production of passenger cars 
have seriously affected the malle- 
able iron castings industry which 
sells a large share of its output 
for cars and trucks. 

According to Cal C. Chambers, 
president of the Malleable Found- 
ers’ Society, the curtailment has 
also adversely affected the larger 
malleable production foundries 
where automotive parts are made. 

He cautioned against too sharp 
and sudden a cutback and said it 
would cause foundries to reduce 
their rate of production and lose 
workers whom it would be impos- 
sible to replace. 

“In World War II, the foundry 
industry suffered from a loss of 
manpower during the changeover 
from civilian to defense production, 
and by fall of 1942, many com- 
panies had lost up to one-half of 
their workers.” 

He pointed out that in a short 
period of time, there was an “ur- 
gent need for malleable castings 
for combat vehicles and trucks and 
because of the severe curtailment, 
the industry found it exceedingly 
difficult to meet the demands made 
upon it.” 


John Munn 


(Continued from Page 3) 
responsibility and make decisions 
that will bring the greatest good 
for the greatest number and forget 
that a decision or commitment 
might temporarily be against the 
opinion of a minority of the mem- 
bership. 

Not to be thrown off balance is 
to remain static. This is a rapidly 
moving world. Conditions change 
constantly. Programs and policies 
must be revised to meet current 
needs. 

Dealers I talked to are enthusi- 
astic about the selection of the new 
officers. They are confident that 
Sax Lloyd, the new president, and 
his staff of officers will lead them 
to new pinnacles. They are certain 
that he will supply intelligent lead- 
ership; patriotic loyalty to the 
trade and to the nation; conscien- 
tious service to the members, there- 
by contributing to the strength and 
welfare of our nation. 


Speakers Listed 
For Pacific Show 


LOS ANGELES.—The Motor and 
Equipment Wholesalers Assn. has 
announced that Wes Fesler, head 
football coach of the University of 
Minnesota, and Los Angeles Police 
Chief Parker will be featured 
speakers at its annual western 
states business conference at the 
Biltmore hotel Feb. 27, day before 
the Pacific Automotive Show. 











Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 




















Week Week Jan. 1 Jan, 1 
Ended Same Ended February, to to 
Feb. 9 Week, Feb. 2, 1952, Feb. 10, Feb. 9, 
1952 1951 1952* to Date 1951* 1952° 
CHRYSLER 18,903 26,877 17,905 22,217 124,272 99,456 
Chrysler 2,482 3,312 2,317 2,916 12,126 13,412 
DeSoto 2,058 2,520 1,958 2,407 9,349 11,045 
Dodge 5,144 7,206 5,291 6,051 31,688 28,804 
Plymouth 9,219 13,839 8,339 10,843 71,109 46,195 
FORD 12,571 22,303 11,268 15,289 147,027 40,722 
Ford .... 9,822 16,466 8,757 11,898 112,786 30,171 
Lincoln 361 333 366 361 3,985 1,253 
Mercury 2,388 5,454 2,145 3,030 30,256 9,298 
GENERAL MOTORS 32,269 28,110 33,717 38,333 254,280 180,165 
Buick 5,855 8,503 6,216 6,455 47,347 32,309 
Cadillac 1,630 2,246 1,637 1,957 13,468 7,985 
Chevrolet 15,888 7,363 16,600 19,021 124,762 88,972 
Oldsmobile 3,905 4,786 4,486 4,758 26,650 22,949 
Pontiac _ 4,991 5,212 4,778 6,142 42,053 27,950 
KAISER-FRAZER . . 1,007 1,395 960 1,166 14,989 5,297 
Frazer .. eshciemensiiacs: aiccdlea 
Kaiser 1,007 1,395 960 1,166 14,989 5,297 
CROSLEY : 55 222 52 55 1,260 302 
HUDSON 1,616 4,337 1,630 1,942 24,970 8,974 
NASH _.......... 1,438 253 1,343 1,729 11,562 5,061 
PACKARD _ 1,434 2,173 : 1,434 10,465 5,202 
STUDEBAKER 3,320 2,890 4,545 4,209 31,144 24,653 
WILLYS-OVERLAND?* 962 279 1,060 1,360 4,089 4,757 
Total Cars, U. S. 73,575 88,839 72,480 87,734 624,058 374,589 
+Includes station wagons and Jeepsters. *Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan, 1 Jan. 1 
Ended Same Ended February, to to 
Feb. 9, Week, Feb. 2, 1952, Feb. 10, Feb. 9, 
1952 1951 1952* to Date 1951* 1952* 
CHEVROLET 6,014 3,048 6,339 7,101 46,942 34,497 
CROSLEY ..... : 10 17 8 25 98 35 
DIAMOND T 170 187 188 207 1,127 769 
DIVCO Bead abs 80 84 80 96 593 422 
DODGE _..... & 3,442 3,924 3,420 4,112 18,089 18,909 
FEDERAL ............. 60 55 ; 60 274 219 
FORD : 4,229 4,401 4,569 5,169 33,607 21,214 
SIIIEE da socchssertamaineceiasisi : 2,122 1,824 2,158 2,522 17,259 12,029 
INTERNATIONAL . 3,244 3,606 3,535 3,952 21,590 19,476 
)*) ew 252 373 280 308 2,217 1,415 
REO 400 257 400 478 1,843 2,117 
STUDEBAKER 1,120 748 1,280 1,376 4,738 6,072 
WHITE .......... 274 280 272 328 1,865 1,664 
WILLYS ...... 1,998 559 1,764 2,353 7,243 10,752 
MISCELLANEOUS 312 249 312 374 1,549 1,734 
Total Trucks, U. S.... 23,727 19,612 24,605 28,461 159,084 131,324 
Total Cars, Trucks, 
bpairietncceeen iets 97,302 108,451 97,085 116,195 783,142 505,913 
Total Cars, “Trucks, 
Re aor 6,880 9,917 6,912 8,262 51,959 36,776 
Grand Total 
Cars and Trucks, 
U. S. and Canada 104,182 118,368 103,997 124,457 835,101 542,689 





*Revised. 
Drive, Sterling, Nash, ete. 


Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 





Battery Makers 
Ask NPA to Ease 
New Output Rules 


WASHINGTON. — Government 
order M-93, which limits the pro- 
duction of certain types of automo- 
tive storage batteries, was called 
“unrealistic” by an industry advis- 
ory committee meeting here last 
week with NPA officials. They 
asked that the order be amended 
“to make it workable within the 
industry.” 

The committee told the NPA 
officials that M-93 would “ulti- 
mately defeat the purpose for 
which it was issued—conservation 
of lead.” 

Among other things, they recom- 
mended: 

1. That the effective date of the 
order be changed from March 1, 
1952, to July 1, 1952. This recom- 
mendation was made because the 
committee believes it would be im- 
possible to convert production 
molds and forms to new types of 
production in less than six to eight 
weeks. 

2. That to establish equitable 
1952 production quotas for the 
manufacture of replacement bat- 
teries, NPA use the quarterly quota 





Hillman Minx Sets Record 


NEW YORK.—A Hillman Minx, 
driven by two Englishmen, is 
claimed to have set a new world’s 
record in a drive between London, 
England, and Capetown, South Af- 
rica. Driven by George Hinchcliffe, 
a garage owner, and James Bull- 
man, it knocked off two days, five 
hours and five minutes from a pre- 
vious record for the journey. The 
entire distance of 10,500 miles was 
completed in 21 days, five hours 





and five minutes. 





system with 1947 production as the 
base period. 

3. That M-93 be amended so that 
it will not apply to production of 
batteries for the military or for 
original equipment. 








Yep, it’s a baker's dozen (13) for the 
price of 12 on every order for wash 
mitts or our PC-15 Polishing Cloth, 
January 15th to April 15th only. 


Reason for this bonus offer is to 
introduce our two new cleaner-uppers 
— MIGHTY MITT, for use on the car 
and in the home- BIG BILL MITT, 
for use on wash racks =—also to pro- 
mote early-in-the-year selling of the 
famous Las-Stik Polishing Cloth. 


Please remember — this offer good 
to April 15th only, so Hurry, HURRY, 
HURRY! If your jobber can't supply, 
please order direct from Las-Stik 
Mfg. Co., Hamilton, Ohio. 













TUBE & was REPAIRS @ war. TREATED roy 
CLOTHS © SHOO-FOG CLOTH © CLEANING PADS FOR 
WHITE SIDEWALLS © TOP & WINDSHIELD SEALERS. 









EN 











a9 


ee 


io 


bs 





AUTOMOTIVE NEWS, FEBRUARY 11, 1952 


43 





By 1,424 During ’51... 





Mar ket Pinch Cuts Dealer Total 


(Continued from Page 1) 


while Crosley and Nash stepped up 
heir representations somewhat. 
nd * + 


{ig 1952 slide in the dealership 
aggregate is significant, in view 
of the fact that the 1951 total had 
increased from the 46,821 recorded 
in 1950. 

This year’s sum of 46,119, in fact, 
is the lowest since 1948, when 46,092 
dealerships were operating. The 
postwar boom expanded the num- 
ber of dealerships to 49,173 in 1949, 
but this was followed by levelling- 
off programs at most makers. 

By 1947, the total of dealerships 
had risen to 45,580 from the 
World War II nadir. The 1941 
total was 43,286. 

Among the factories reporting 
the greatest changes last year, 
Hudson lists 1,960 master dealers, 
service outlets and _ distributors, 
against 2,350 on Jan. 1, 1951. 

Hudson’s current total includes 
1,910 master dealers, 49 service 
dealers and 11 distributors, Hudson 
also has 20 zones. 

+ * * 
AISER-FRAZER reports 2,546 
dealers and 60 distributors for 

a Jan. 1, 1952 total of 2,606. This 
compares with 2,790 a year before, 
including 2,713 dealers and 77 dis- 
tributors. 

E. W. Berger, K-F’s assistant to 
the sales vice-president, notes that 
226 K-F dealers are dualed with 
other makes. That is 8.9 percent of 
the K-F franchise total. 

Of the 1,440 Packard franchises 
as of Jan. 1, a total of 308 were 
in dual-make setups. A year ago 
312 of the 1,557 Packard fran- 
chises were teamed with other 
lines. 

Packard observes that it has six 
distributors and seven distributor 
zones. Los Angeles and San Fran- 
cisco are covered by a single Pack- 
ard distributor. 

Willys-Overland lists a 1952 total 
of 1,952 franchises, including 59 
distributors. The Toledo maker had 
2,185 franchises, with 67 distribu- 
tors, a year ago. 

* * - 

ASH, which maintains no dis- 

tributorships, boosted its fran- 

chise total from 1,427 to 1,519 dur- 
ing the year. 

Studebaker kept its dealership 
total level at just above the 2,800 
mark. Neither Studebaker nor 
Nash have distributors, with the 
former terming its dual-franchise 
total “negligible” and the latter re- 
porting no multiple operations in 
its retail force at all. 

Rounding out the independents, 
Crosley added to its merchandis- 
ing organization. Crosley reports 
838 franchises, including 117 dis- 
tributors, the franchise total con- 
trasting with 706 at the outset 
of 1951. 

That the year brought turnover 
among Big Three dealers is not to 
be doubted, but overall totals 
stayed just about the same for all 
the divisions involved. 

The Chrysler Corp. total is 10,- 
767 for Jan. 1, 1952, compared with 
10,770 a year previously. This year’s 
Chrysler Corp. sum consists of 
3,481 Chrysler-Plymouth, 3,113 De- 
Soto-Plymouth and 4,173 Dodge- 
Plymouth. Comparable figures for 
last year were 3,470 Chrysler-Plym- 
outh, 3,165 DeSoto-Plymouth and 
4,135 Dodge-Plymouth. 

* * * 

HHRYSLER division reports 24 

dealers also handling Dodge, 
DeSoto, or both. All Chrysler deal- 





Autocar Extends 
Reo Sales Deal 


ARDMORE, Pa. — Extending a 
policy launched last September on 
a restricted basis, Autocar Co, an- 
nounced here that it will sell and 
service Reo trucks, tractors and 
buses as well as Autocars through- 
out its Providence district. 

The Reo sales agreement was 
originally put into effect at Auto- 
car’s Jersey City, Paterson and 
Newark branches, all in North 
Jersey. Under the latest agreement 
Reos will be sold and serviced as 
well as Autocars through Autocar’s 
Providence branch and also through 
the Fall River and New Bedford 
branches in Massachusetts. 


ers, except two, sell Plymouths. 

Ford division’s total of 6,716 re- 
tail outlets includes 6,407 direct 
dealers and 309 associate dealers. 
Last year there were 6,387 direct 
and 271 associate dealers for a 
Ford total of 6,658. 

The Lincoln-Mercury, Mercury 
and Ford entries overlap some- 
what, since 70 of the Ford deal- 
ers also handle Lincoln-Mercury 
and 431 others pool with Mer- 
cury. There are, additionally, 974 
exclusive Lincoln-Mercury deal- 
erships and 252 exclusive Mer- 
cury agencies. 

Thus, Lincoln and Mercury out- 
lets combined total 1,727, including 
1,044 Lincoln-Mercury and 683 Mer- 
cury. Last year’s survey showed 
1,675 Lincoln and Mercury dealer- 
ships, consisting of 1,030 Lincoln- 
Mercury and 645 Mercury. 

The Ford-Lincoln-Mercury total 
this year remained the same at 70, 
but the Ford-Mercury combination 
dropped from 435 to the present 
431 in the year’s time. 


, ENERAL MOTORS franchises 
totaled 20,964 at the start of the 
|current year, compared with 20,968 
'a year before. 

| Buick raised its dealer total from 
| 3.475 to 3,502 during the 12-month 
| period. 

| Cadillac added 29 franchises, all 
|dualed with other GM lines. Cadil- 
jlac’s 1952 total is 1,712 franchises, 
jincluding 1,598 duals. The division 
|had 1,683 outlets a year ago, of 
|which 1,569 were duals. Cadillac 
distributors totaled 166 for both 
surveys. 

Chevrolet reports 7,641 dealer- 
ships this year and 7,635 last 
year, with duals approximating 
about 1,800 of both totals, 
Oldsmobile’s franchise force re- 

ceded from 3,925 last year to 3,888 
this year. Oldsmobile lists about 
1,000 Chevrolet duals, 775 Cadillac 
duals and 25 with Buick and/or 
Pontiac. 

Pontiac’s franchise total of 4,221 
includes two distributors and 1,221 
duals. Last year Pontiac had 1,245 
duals among its 4,250 franchises. 








Packard Dealer Council Convenes— 


Members of the Packard Dealer Advisory Council recently concluded a two-day meet- 
ing with Packard officials. Part of the group shown above are (left to right, standing): 
Porter Kelley, Glendale, Calif.; R. W. Sovel, Detroit; A. G. Medlicott, Springfield, Mass.; 
Roy Abernethy, assistant general sales manager; R. L. Giles, Houston; F. K. Becker jr., 
Mt. Lebanon, Pa.; Gordon Shepherd, Oak Park, Ill.; J. G. Patterson, Calgary, Alberta; 
J. A. Kolborn, Decatur, Ill.; Henry Holmes, Tampa, Fla., and W. A. Mooers, Rich- 
mond, Wa. Seated: LeRoy Spencer, executive vice-president; C. E. Briggs, general sales 
manager; Hugh J. Ferry, president; W. L. Greer, Philadelphia; T. B. McGuire, Ridge- 
wood, N. J., and B. H. Petersen, Ogden, Utah. 





pointment was made by Secretary 
of Commerce Sawyer. 
Stone is well known to the auto- 


Sawyer Names Stone 
To NPA Deputy Post 





WASHINGTON.—Franz T. Stone, 
former War Production Board of- 
ficial and New York state indus- 
trialist, last week was named depu- 
ty administrator of NPA. The ap- 





motive industry as head of NPA’s 
industrial and agricultural equip- 
ment bureau, which embraces the 
motor vehicle division, headed by 
Courtney Johnson. 











The city man can get by even if he has 
a dumb dora wife who doesn’t care about 
his business... but running a modern farm 
successfully 1s a man-and-wife job! So 
farm kids start early sizing up possible 
mates in a sertous fashion, and (they say) 
are more realistic, less romantic. 

The most valuable farm crop is not 
corn or wheat, but future farmers ...who 
will get inspiration and ideas from panel 
discussions titled ‘*YouthGoes on Record,” 
sponsored by SuccEssFUL FARMING. 
The initial article ‘Picking a marriage 
partner,” ina recent issue gives advertisers 
a better insight into farming as a better 
way of life...and a better market. 


Farming is a business . . . employing 


human resources as well as capital and 
machinery ... takes a high I.Q., technical 
mete training, and teamwork abilities 


...is run most successfully 
as a joint enterprise, 
constantly getting higher 


production, increasing yields, lower costs. 
The farm wife is manager of the Home 


Office...keeps pace with her husband by 






continually improving the farm home, with 
new furniture, furnishings and decoration, 
is a prime prospect for better merchandise. 


Arete, ae 
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Best class market...is the SUCCESSFUL 
FARMING audience of 1,200,000 families, 
with nearly a million on the nation’s best 
farms in the fifteen agricultural Heart states, 
with the best land, largest investment in 
crops, livestock, machinery, and buildings, 
the highest yields and incomes. ‘The average 
SF subscriber’s earnings are easily 50°, 
above the U.S. farm average. 

Since national media mostly miss this 
choice market, the national advertiser needs 
SUCCESSFUL FARMING for deep penetration, 
high readership, and influence based on a 
half century of service. You’re not getting 
maximum sales if you overlook this major 
automotive market and medium. For full 
facts, call the nearest SF office. 





Meredith Publishing 
Company, Des Moines... New 
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York, Chicago, Cleveland, 
Detroit, Atlanta, Los Angeles, 
San Francisco. 
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AUTO-LITE 
AND 200 OTHER 


TOLEDO COMPANIES 
SUPPLY WILLYS | 








Willys Dealer Ties In with Auto-Lite Salute— 


Laurel C. Worman, Toledo Willys dealer, tied together two local industries when he 
held open house for members of the 25-year club of Electric Auto-Lite for a showing 
of the new Aero Willys. More than 200 members of the club and their families turned 
out for the evening, which included refreshments, music, television and rides in the 
new Willys. The open house was held on the night that Auto-Lite saluted Willys on its 
television program, and members of the club were able to see their company's pro- 


gram on any one of a half-dozen sets placed in the showroom and service bay. 
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Auto-Lite Salutes Willys— 


Toledo's Mayor Lloyd E. Roulet (center) 


and president, through Laurel C. Worman 
Martin (left), chairman of Auto-Lite, and 
chamber of commerce, look on. 





was presented with an Aero-Willys when 
Electric Auto-Lite directed its weekly salute to automotive firms at Willys-Overland. 
The presentation was made by Ward M. Canaday (second from right), Willys chairman 


(right), Toledo Willys distributor. Royce G. 
Wayne Kakela, secretary of the Toledo 





30-Day Inventory Limit 
Removed from Synthetic 


WASHINGTON.—NPA last week 
removed the 30-day inventory limi- 
tation governing purchases of syn- 
thetic rubber and at the same time 
made an approximate 20 percent 
increase in the amount of high 
tenacity rayon which may be used 
by rubber manufacturers. 

The government said the action 
was taken to conform to NPA’s 
stated policy to decontrol any de- 
fense material “whenever improve- 
ments in supply make such action 
possible.” 


However, the amendment does 











Testing for Heat— 


Dodge dealers are featuring this show- 
room display to boost sales of Dodge- 
Tint safety glass. Light from an infrared 
lamp is shown through ordinary plate 
glass (right), and Dodge-Tint (left), The 
difference in heat of the two black enamel 
steel disks can be noticed by touching the 
disks, since the one under the Dodge-Tint 
glass will be cooler. The glass is made by 
Pittsburgh Plate Glass Co. 


not affect present controls over 
butyl, other synthetic or natural 
rubber, NPA said. 

The inventory limitation was re- 
moved, NPA explained, because in- 
ventories in the hands of Recon- 
struction Finance Corp. have in- 
creased from about 20,000 tons in 
June 1951 to about 42,000 tons at 
present. 

NPA said future inventory con- 
trol over GR-S will be limited to 
the provisions of Regulation 1, 
which require inventories be held 
to a practicable minimum working 
level. 

NPA pointed out that many 
smaller rubber manufacturing 
firms will benefit by the inventory 
relaxation since it will enable them 
to buy GR-S in carload lots without 
having to work inventory down to 
an abnormally low and impractic- 
able level. 

These firms also will benefit 
through a reduction in the freight 
charges paid on less-than-carload 
lots, and the change will permit 
more efficient manufacturing, 
warehousing and shipping of GR-S 
by RFC, NPA said. 


Fogle Handling Hillman 

Fogle Motor Co., owned and 
operated by Bill Fogle, 1658 E. 
lith St., Tulsa, Okla., has been 


appointed Oklahoma distributor 
for the Hillman Minx. 


Union Oil Co. Ovens 
Research Unit Near L.A. 


BREA, Calif.—An _ $38,0000,000 
research center, consolidating 
the company’s research, process 
and patent departments, has 
been opened here by Union Oil 
Co. 

Located on a 100-acre site 30 
miles southeast of Los Angeles, 
the new center includes 12 build- 
ings which have about 232,000 
square feet of space. The unit 
will employ 300 persons, the com- 
pany said. 

















|Compliance Checked on Ceilings, Form 98 Reports . . . 


OPS Presses Dealer Probes 


(Continued from Page 1) 
plementary Regulation 5 was op- 
erative for new-car dealers. Ceil- 
ing Price Regulation 83 super- 
seded SR 5 last Oct. 15. Faricy 
advised all dealers that they must 
show records for all regulated pe- 
riods to OPS agents upon request. 

In a test case of new OPS regu- 
lations before Federal District 
Court at Raleigh, N. C., a new-car 
dealer yielded to a consent judg- 





Dallas Papers 
Revise Setup 
On Auto Ads 


DALLAS. — Automotive advertis- 
ing rates in Dallas newspapers go 
under a new formula Feb. 15, which 
will boost from retail to general 
rate Sears-Roebuck merchandising 
of its new Allstate car and restrict 
a large segment of dealer advertis- 
ing from enjoying retail instead of 
general rates as heretofore. 

Dallas has long been unique in 
its handling of newspaper automo- 
tive with an unusually heavy vol- 
ume of local dealer advertising in 
addition to general auto linage 
developed under a policy of both 
Dallas Morning News and Dallas 
Times Herald in accepting any and 
all copy from Dallas car dealers at 
local retail rates. 

Detroit manufacturers, their ad- 
vertising agencies and national 
newspaper representatives all have 
been closely concerned with the 
Dallas pattern in recent weeks. 
Throughout the country news- 
papers in virtually all large 
markets charge automotive at the 
general rate or an automotive rate 
which is above the retail. 

However, Dallas dealers will con- 
tinue to enjoy the retail rate for a 
certain class of advertising. Basic- 
ally, “product” advertising featur- 
ing the particular make car will 
take the general rate. “Establish- 
ment” advertising wherein the 
dealer is competitively merchandis- 
ing his own dealership as the place 
to buy the car continues to take 
the retail rate in both News and 
Times Herald. Also dealer “tie-in” 
ads tying in with national copy are 
retail. 


U.C. Lots Warned 
To Heed OPS’ 
New-Car Rules 


DETROIT. — Used-car dealers 
may engage in the selling of “new” 
cars under OPS, but they must 
conduct themselves in accordance 
with the pricing agency’s regula- 
tions which cover new-car dealers, 
according to James C. Downing, 
president, National Used Car Deal- 
ers Assn. 

In an association bulletin, Down- 
ing advised NUCDA members that 
a used-car dealer’s sales of new 
cars must be made in accordance 
with CPR 83, the OPS regulation 
covering new cars. The used-car 
regulation is CPR 94. 

“You must file OPS Form 98 with 
the local OPS office,” Downing ad- 
vised. “This form concerns the 
charge for preparing and condition- 
ing the new automobile for de- 
livery.” 

Downing noted that used-car 
dealers would not have the basic 
data with which to fill out Form 98, 
but suggested that they just sign 
the form and send it along to OPS. 

“Although it is not definite,” 
Downing said, “I understand that 
used-car dealers may be allowed to 
charge the public the same prepa- 
ration and conditioning charge they 
pay the franchised dealer.” 

Downing said he was under the 
impression that OPS is willing to 
take a broadminded view of what 
constitutes a new car. A car does 
not, he said, actually become a 
used car according to OPS, until 
it is in the hands of the ultimate 
consumer, 

Downing said none of the advice 
in his bulletin was applicable in 
states having laws which prohibit 
the sale of new cars by other than 
franchised dealers. 





;ment and turned over to the local 
OPS essential records and invoices 
| for further examination. The deal- 
ership, Dickinson Buick Co., Fay- 
|etteville, N. C., had at first re- 
| fused to surrender its records to 
; the price agency. 


| James F. Latham, local OPS en-| 


|forcement boss, said the records 
| would be kept for five days to de- 
|termine whether or not there had 
| been variance for established ceil- 

ing-price rules since Dec. 19, 1950. 

. * 7 
NJEW ENGLAND auto dealers 
+“ were given a clean bill of 
health, however, following a mix- 
up over the OPS story on compli- 
ance with CPR 83. 

The Boston regional OPS office 
said that New England new-car 
dealers were “better than 95 per- 
cent in compliance” with the Form 
98 requirement. 

A statement lauding the New 
England new-car dealers for their 
excellent cooperation was issued 
by Joseph M. McDonough, New 
England OPS director, and Azel 
F. Hatch, regional price executive 
of the agency. 

The Richmond district OPS 
turned over to its enforcement 
branch for investigation the names 
of 22 auto dealers in 78 Virginia 





Lowest-Priced 
Advertised-Delivered Prices 
Of '52 Two-Door Sedans 





Henry J Four $1,449 
Henry J Six $1,594 
Chevrolet Styleline Special $1,617 


Ford Mainline Six ................ $1,629 
Studebaker Champion Cus. $1,634 
Ford Mainline Eight ............ $1,704 
Willys Aero Lark. ................. $1,731 
Plymouth Concord .............. $1,757 


(Listings for Chevrolet, Ford and Plym- 
outh include Capehart-formula increases. ) 





counties who had not complied with 
the Form 98 regulation. 

Harold R. Stephenson, district 
director, said dealers could not le- 
gally sell a new automobile after 
Dec. 15 without filing Form 98 with 
the OPS office. 

“The 22 dealers under investiga- 
tion are not necessarily in violation 
of the law,” Stephenson told re- 
porters. 

* aa * 

HE COLUMBUS (O.) district of 

OPS listed 40 new-car dealers 
accused of failing to comply with 
the Form 98 requirement of CPR 

83. Some of the 40 filed incorrect 
reports and others did not file at 
all, it was stated. 

Dealers confused by CPR 83 rules 
on advertising charges were ad- 
vised last week that OPS is stick- 
ing to its original requirement that 
such charges must be absorbed in 
dealer expenses. 

The national OPS announce- 
ment on non-compliance with 
Form 98 requirements reiterated 
the CPR 83 statement that “the 
preparation and _ conditioning 
charge cannot include advertis- 
ing charges or any other charge 
which represents an item not di- 
rectly a part of such preparation 
and conditioning.” 

Under CPR 83, preparation and 
conditioning charges must directly 


not exceed 5 percent of the “basic” 
price of the car. The authorized 
charge, where the 5 percent ceiling 
|was not exceeded last Oct. 15, is 
|the charge during the base period 
|of Jan, 26-Feb. 24, 1951. 
| + * * 

NFORCER MORGAN'S press re- 

lease, detailing the preparation- 

and-conditioning charge  regula- 
|tions, was dated Feb. 1—two days 
after the NADA convention called 
for clarification of the ban on add- 
|ing advertising charges to “basic” 
retail prices. 

This, said the convention’s reso- 
lution, appears to deny dealers 
their customary percentage mar- 
gins. The Herlong amendment to 
the Defense Production Act of 1951 
forbids OPS tampering with dealer 
discounts, but evidently leaves the 
agency free to force dealer ab- 
sorption of ad charges and other 
similar items originating at the fac- 
tories, dealers said. 

Meantime, at Automotive News 
press time Thursday, OPS was 
preparing to clear the way for 
“basic” price increases on Chrys- 
ler Corp., Kaiser- Frazer and 
Studebaker cars and car ‘accesso- 
ries. 

The agency gave these three 

makers clearance a week ago 
Thursday on “Capehart increase 
adjustment factors” affecting 
wholesale prices. Chrysler, Stude- 
baker and Kaiser-Frazer then were 
asked to submit suggested new 
lists of wholesale and “basic” re- 
tail prices within five days. 

Chrysler Corp. was expected to 
apply price boosts immediately 
upon announcement of a new OPS 
Special Order of “basic” retail 
prices. Plans of K-F and Stude- 
baker were not known. “Basic” 
prices include both wholesale prices 
and dealer discount amounts, and 
are the prices dealers must post in 
their showrooms under CPR 83. 

OPS had announced no action at 
press time on Nash and Willys re- 
quests for “Capehart price adjust- 
ment factors.” Crosley and Pack- 
ard still had filed no price peti- 
tions in line with Capehart provi- 
sions of CPR 1, although a Crosley 
spokesman indicated last week that 
his company was _ contemplating 
making such a request. 

—Mac Gorpon 


National Lead Charged 
With OPS Violations 


WASHINGTON. — A treble 
damage suit for $328,000 for al- 
leged violations of OPS rules 
was filed by the government 
against National Lead Co. of 
New Jersey last week, with the 
price agency claiming over-the- 
ceiling sales of paints, pigments, 
lead and lead oxides. The 
charges were aimed at the com- 
pany’s Atlantic division, with of- 
fices in New York. 

The company said that during 
the period when there were two 
separate prices on lead—domes- 
tic and foreign—the situation 
was so confused that it was nec- 
essary to resort to an average 
price. The company declared 
that its prices had conformed at 
all times with the price agency 
rules. 











reflect services performed and can- 
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1,000,000th Bendix Rad 





mobile sales manager, and Faustman, 





io for Ford— 


G. R. Faustman (right), Bendix Radio factory manager, presented the 1,000,000th 
auto radio for Ford Motor Co. to R. B. Barnhill (left), manager of mobile sales, as the 
unit came off the line in Baltimore recently. 
chief commercial engineer; G. W. Randolph, principal engineer; L, H, Jones, assistant 


From left to right is Barnhill; D. M. Heller, 
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New Lincoln Suspension— 


A feature of the ‘52 Lincolns is the 
Ford-designed ball-joint method of con- 
necting the front wheels to the car, the 
actual joining now being made with two 
simple ball-and-socket joints on each front 
wheel. One connects to the top supporting 
arm, the other to the bottom supporting 
arm. L-M points out further that, for the 
layman, its operation can be better under- 
stood by comparison with the ball-and- 
joint action of the human shoulder. It is 
designed to allow the up-and-down move- 
ments to take up the road shocks of 
bumps, while the rotating motion of steer- 
ing the wheels goes on at the same time, 
and makes steering easier. 


40,000 Chryslers 
Equipped with 
Power Steering 


DETROIT.—The more than 40,000 
Chryslers now equipped with power 
steering have been driven 500,000,- 
000 miles and this 
type of steering 
has proved its 
safety and effi- 
ciency, Joseph A. 
O'Malley, general 
sales manager of 
Chrysler division, 
stated last week. 

Power steering, 
introduced in 1951, 
is standard equip- 
ment on Crown 
Imperial models 
and optional on the remainder of 
Chrysler’s line. 

“The demand for power steering 
continues to increase as enthusi- 
astic owners tell acquaintances 
about its contribution to safety and 
comfort through the elimination of 
fatiguing wheel fight on long drives 
and especially over rough roads, 
ruts and in heavy snows,” O’Malley 
said. 





J. A. O'Malley 








Parts Shipments 
Eased to Far East 


WASHINGTON.—Applications for 
licenses to export automotive re- 
placement parts to certain Far 
Eastern countries no longer need be 
accompanied by copies of the im- 
port permits granted by those coun- 
tries for such shipments, the Office 
of International Trade announced 
last week. 

The Far Eastern countries in- 
volved are British Malaya, Burma, 
Ceylon, Indochina, Indonesia and 
Republic of the Philippines. Thai- 
land does not grant import per- 
mits for such parts. 


Canada Weighs Tax Role 
Of Co-op Ad Funds 


OTTAWA. — Whether money 
contributed by dealers to the 
company for cooperative adver- 
tising purposes should be includ- 
ed in the taxable price of an 
article will be decided here soon 
by the Tariff Board of Canada. 
Hearings on the question will 
start Feb. 22. 

The ruling will be made on an 
appeal of Phileo Corp. An 
amendment to the Excise Tax 
Act of 1951 provided that in ad- 
dition to the actual price 
charged by the manufacturer, 
the sales tax must be calculated 
on a total value, including any 
amount charged for advertising, 
financing, servicing, warranty, 
commission or other expendi- 
tures. 








Parts Makers Appeal to NPA... 








Ask Essential Rating 


| WASHINGTON. — Meeting with 
| NPA officials here last week, manu- 
| facturers of automotive replace- 
ment parts requested that certain 
specified car and truck accessories 
|“vital to health, safety and public 


 Anaiee Old Tiers 
Map Plans for 


Member Drive 


NEW YORK.—tThe first meeting 
of the recently elected board of 
directors of the Automobile Old 
Timers was held at the national 
headquarters here, with the largest 
attendance since the inception of 
the organization in 1939. 

Frederick H. Elliott, executive 
vice-president, said the organiza- 
tion’s enrollment is at an alltime 
high of 4,300. 

Ralph T. Horgan, chairman of 
the committee on admissions, sub- 
mitted a report listing 126 mem- 
bers, all of whom were elected 
unanimously. President J. E. Henry 
told the members that a vigorous 
campaign is being planned to in- 
crease the enrollment of the organ- 
ization by 1,000 before the 13th 
annual meeting and dinner to be 
held at the Waldorf-Astoria next 
October. 

Excellent results have been ob- 
tained from special membership 
campaigns conducted in_ several 
states, he said. 

A legislative committee was ap- 
pointed with Stanley H. Horner of 
Washington, D. C., as chairman. 
Four more members are to be 
added. 

A special committee consisting of 
Morton R. Cross as_ chairman, 
George Conrad Diehl and Martin 
J. Moore sr., was appointed to con- 
sider plans for additional vice- 
presidents to consolidate and 
strengthen the official roster of the 
organization. 


Texas Check Law 
Is Eased; Lots 
Drop Plan to Sue 


FORT WORTH, Tex.—The Fort 
Worth Used Car Dealers Assn. will 
not press its lawsuit challenging 
the constitutionality of the Texas 
motor vehicle inspection law, ac- 
cording to Al Wooten, association 
president. 

Recent modifications in the law, 
announced by Gov. Allen Shivers, 
removed many of its sharpest 
points which had caused a state- 
wide outburst of protest. 

In its original form the law con- 
sumed 20 typewritten pages. It has 
been reduced to two pages. 

Wooten said he was “very happy” 
over the governor’s action. He add- 
ed: “The results should provide 
adequate enforcement, and won’t 
be too much of a burden on any- 
one.” 

Gov. Shivers, commenting on the 
rivision, remarked: “If a car will 
roll, it should pass inspection.” 








For Safety Extras 


welfare,” be shifted from the gov- 
ernment’s general civilian-type 
product category to the more essen- 
tial automotive replacement parts 
class, for purposes of controlled- 
materials allotments. 

The list of accessories recom- 
mended for preferential allotment 
treatment includes: 

Controls and equipment for han- 
dicapped persons; directional sig- 
nals; clearance lamps (truck, bus 
and trailer); reflex reflectors; stop 
signals; flare pots and flares; trac- 
tor sanders (truck and bus); tire 
chains, straps and links; fender 
flaps (truck and bus); windshield 
scrapers and squeegees; windshield 
defrosters, fans, frost shields and 
washers; windshield glare shields; 
inside and_ outside windshield 
visors; rear view mirrors; wiring 
junction and fuse blocks; lamps— 
back-up lights, spotlights (except 
portable), emergency, load com- 
partment, right-hand tail lamps, fog 
lamps for trucks and buses; auxili- 
ary fuel tanks; fire extinguishers 
and brackets; air cleaners (heavy- 
duty oil bath type); oil filters. 

Also, radiator overflow condens- 
ers; motor heaters; heaters, venti- 
lators, blowers and air _ tubes; 
guards—bumper, grille, fender and 
trunk; fifth wheel (truck to trailer 
coupling); frame extension for 
trucks; overload or helper springs; 
hand brake signal; cigaret lighter 
and ash receiver; traffic light view- 
er; door arm rest; pedal extension; 
no-roll device (“hill holder’); insect 
screen; electrical connectors for 
trailers; winter fronts, and other 
safety devices required by law. 

The list was developed by an in- 
dustry advisory committee task 
force, which met in Detroit Jan. 28, 
under chairmanship of Richard L. 
Paulson, of NPA. 

In explanation, it was pointed out 
that: 

1. Second quarter allotments to 








Top Trucks 


New-truck registrations for 11 
months, plus 34 states for De- 
cember: 


1951 Pos. Make 1950 Pos. 
1—343,305 Chev. 404,947— 1 
2—245,254 Ford 307,661— 2 
38—104,110 Dodge 96,200— 3 
4— 98,232 GMC 94,141— 5 
5— 93,485 Inter’l 95,647— 4 
6— 31,992 Stude. 44,725— 6 
7— 23,727 Willys 23,714— 7 
8— 12,009 White 11,515— 8 
9— 9,670 Mack 9,512— 9 

10— 4,420 Diam.T 5,502—10 

1l— 3,714 Divco 4,201—11 

12— 3,375 Reo 3,695—12 

183— 2,143 Brockway 2,290—13 

14— 2,069 Autocar 2,002—14 

15— 992 Federal 1,417—15 

16— 885 Pontiac 1,334—16 

1j— 657 Kenworth 644—17 

18s— 484 FWD 306—20 

19— 425 Crosley 409—18 

20— 319 Sterling 339—19 

21— 290 Peterbilt 

Total All Makes 
982,950 1,111,915 


For further details see page 
38, today’s issue. 
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Plane Engines Go Through Paces at K-F— 


Pressure “lube"’ testing Wright R-1300 Cyclone engines is shown on the aircraft 
engine production line at the Kaiser-Frazer Detroit Engine division. The 800 horse- 
power airplane and helicopter engines, first built in Detroit since World War Il, are 
manufactured under one of K-F's five major defense contracts. 





manufacturers of most civilian- 

type products will be based gen- 

erally on 50 percent base-period 
use of steel; 30 percent, copper 
foundry and brass mill products; 

35 percent, copper wire mill prod- 

ucts, and 30 percent, aluminum. 

Base period use is average quar- 

terly consumption during the first 

half of 1950. 

2. Second quarter allotments to 
automotive replacement parts man- 
ufacturers will be at higher levels 
than to most civilian-type products 
manufacturers. Replacement part 
production in 1951 was 15 percent 
above the 1950 rate of output. 

First quarter 1952 allotments 
were generally at the same level. 
The industry’s stated requirements 
for the second quarter were more 
than 30 percent above the 1950 
level. NPA has announced that the 
industry’s second quarter  allot- 
ments will be about 90 percent of 
screened requirements on steel; 60 








Indiana Citation Honors 
Late Dealer Goodin 

INDIANAPOLIS. — In com- 
memoration of the late Herman 
R. Goodin, late Huntington, Ind., 
automobile dealer, the Automo- 
bile Dealers Assn. of Indiana has 
established a Herman Goodin 
Civic Service award to be made 
to a new-car or truck dealer in 
the state who has rendered the 
most outstanding service to his 
community, state or the nation. 

Goodin, who was also associ- 
ated with automobile dealerships 
in Bluffton and Wabash, served 
his community as an officer of 
his church, the Kiwanis club, the 
chamber of commerce, his politi- 
cal party and various organiza- 
tions which raise money for 
public benefit projects. He died 
while serving as a lieutenant- 
colonel in the Army, 












percent, copper, and 75 percent, 
aluminum. 
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Chrysler Conference— 


Latest group of Dodge dealers’ sons to graduate from Chrysler Corp.'s Conference 
of Business Management at Detroit included (from left, back row): Glen |. Gilman, 
Gilman Motor Co., Scottsbluff, Neb.; Howard A. Baily, Baily's Garage, Carmichaels, 
Pa.; Richard S. Dubyn, L. D. T. Group, Philadelphia; Donald M. Halsey, |. Y. Halsey 
Auto Co., East Hampton, N. Y.; and (seated, from left): Guy S. Gardner, Fred Gardner 
& Sons, Chicago; R. Allen Carpenter, Ed Carpenter Sales, Wayne, Mich., and Ray T. 
Stout, Bob Stout's Garage, Beaver, Pa. All were members of the 29th class of the 


Chrysler conferences. 





Mintz Heads Gotham Assn.; 
Deplores Negativism 


NEW YORK.—A more vigorous 
approach to the problems facing 
dealers today is promised by the 
Automobile Merchants Assn. of 
New York which has elected a new 
panel of officers for 1952. 

The new officers are: President, 
Nelson K. Mintz (DeSoto - Plym- 
outh), Staten Island; first vice- 
president, Edwin L. Sholz (Buick), 
White Plains; second vice-presi- 
dent, Ralph T. Horgan (Ford), 
Manhattan, and secretary-treasurer, 
Richard S. Ferris (Buick), Bronx. 

Mintz, who is the first dealer 
from Staten Island to be elected 
president of the association in its 
45-year history, believes that the 
dealer today needs a more “positive 
approach” to his problems, and less 
“negative thinking.” 

Mintz, who is an active member 
in at least 17 organizations, points 
out that interest in civic and social 
affairs has been the keynote of his 





Chicago Reports 
11 Fewer Dealers 


In Year’s Time 


CHICAGO.— During the third 
quarter of 1951 the number of Cook 
county new-car dealers declined by 
six, totaling 529 on Jan. 1, as com- 
pared with 535 on Oct. 1, the Chi- 
cago Automobile Trade Assn. 
reported in its quarterly survey. 

The 529 total at year-end com- 
pared with 540 a year earlier, a 
drop of 11, but was sharply higher 
than on Jan. 1 in previous years. 
There were 520 in 1950, 517 in 1949, 
502 in 1948, and 495 in 1947. 

Most makes of cars showed no 
changes in number of dealerships 
during the third quarter of last 
year. Exceptions were: Hudson, 
down from 32 to 31; Kaiser-Frazer, 
43 to 41; Oldsmobile, 32 to 31, and 
Packard, 20 to 18. 

Of the 529 new-car dealer outlets 
Jan. 1, there were 343 in Chicago 
and 186 in the county outside the 
city limits, 








good public relations acceptance. 
All other officers of the group are 
well known for their civic and com- 
munity projects. 


Chevrolet Chiefs 
Meeting Dealers 


DETROIT.—Dealers for Chevro- 
let in 16 localities are meeting with 
T. H. Keating, general manager, 
and W. E. Fish, general sales man- 
ager, to discuss market conditions. 

On an air trip that will cover 
9,200 miles, they started the first 
meetings in Boston, New York and 
Washington last week. The Detroit 
session is scheduled for today (Feb. 
11), Cincinnati, Feb. 13; Atlanta, 
Feb. 15, and Chicago, Feb. 20. 

From Chicago they take off for 
southern and _ western  parleys 
starting with Kansas City, Feb. 25; 
Memphis, Feb. 26; Houston, Feb. 
28; Dallas, Feb. 29. 

Remaining dates are Los Angeles, 
March 3; San Francisco, March 5; 
Portland, Ore., March 7; Denver, 
March 10, and Minneapolis, March 
12. 





ee 


Prepare for Trip— 


General Manager T. H. Keating and 
General Sales Manager W. E. Fish of 
Chevrolet are studying an itinerary of 


dealer meetings that will last until mid- 
March. 
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U.S. Scientists Laud 
Guayule Rubber 





By William Ullman 


Washington Correspondent 


: THE LIGHT of present progress, it appears that the 
U. S. soon will be growing much of its vast requirements 
of natural rubber right in its own backyard. 
Operating quietly in a modest little plant, U. S. scientists 
are gradually approaching a success which is bound to have 
>——--- ————— 


world-wide implications in a‘ 


years-long effort to break the 


nation’s dependence upon for- 
eign sources for supplies of that 
vital commodity. 

The key to this little known 
story is the word “guayule”—and 
there is reason 
to believe that 
it is on its way 
to becoming one 
of the most im- 
portant in the 
language to 
every American. 
Guayule is a 
semi - desert, pro- 
fusely branching 
shrub which at- 
tains a height of 
somewhat less 
than two feet. It is a native of 
Mexico and the spectacular Big 
Bend country of southwest Texas, 
and contains rubber in latex form. 
All parts of the shrub contain rub- 
ber, but the main concentration is 
in the bark and stems. 

+. a * 


Since World War Il 

HE U. S. GOVERNMENT'S in- 

terest in guayule (pronounce 
the “g” as though it were a “y”) 
became pronounced when Japanese 
conquests in Malaya cut off the 
nation’s supply of natural rubber 
and precipitated a strategic mate- 
rial crisis in the first years of 
World War II. 

There was some background of 
knowledge and activity on the 

of a handful of hardy 

pioneers in guayule which went 
back for a good many years be- 
fore Pearl Harbor. First, Mexi- 
can natives long ago discovered 
the qualities of resilience in the 
material which could be extract- 
ed from the wild plant, and na- 
tive children played with balls 
made from crude guayule rub- 
ber. 

For many years there has been 
substantial production of guayule 
rubber in Mexico and as much as 
21,000,000 pounds has been imported 
to U. S. rubber companies—mainly 
tire makers—in a single year. Most 
of this has been processed from the 
wild shrub, however. 

The largest commercial produc- 
er began conducting experiments in 
the cultivation of better strains of 
guayule back in 1912, and coop- 
eratively with the U. S. Department 
of Agriculture in the 1920s, at Sali- 
nas, Calif., a station which now is 
owned and operated entirely by the 
USDA. 

But it was not until the Japs 
bombed Pearl Harbor and overran 
southeast Asia with its great rub- 
ber plantations that things really 
began happening on a big scale for 
guayule. Congress promptly swung 
into action and made funds avail- 
able both for large experimental 
cultivation and for the discovery of 
better processing methods. 

After the war, Congress lost in- 





William Uliman 








. Perfect Circle Vet— 


Herm Teetor (left), advertising manager 
and a director of Perfect Circle, receives 
congratulations from PC President Ralph 
Teetor on completion of 25 years’ service 
with the piston ring firm. In addition to 
receiving a membership certificate in the 
25-Year club, he was presented a dia- 
mond lapel pin. 





terest, and did not maintain funds 
for experiments. However, appro- 
priations on a reduced scale were 
made again after the Navy took 
over for one year to avoid complete 
loss of existing facilities. 

During the past five years, de- 
spite handicaps and reduced ex- 
perimental plantings, immense 
progress has been made by the fed- 
eral researchers; so much, in fact, 
that it is not stretching the truth 
to say that if the possibilities were 
exploited, within the foreseeable 
future much of our needs for nat- 
ural rubber could be supplied from 
a crop grown right here in the U.S. 

* + + 


Progress in 2 Lines 
_— progress is along several 
lines, but principally two: crea- 

tion of new strains of the guayule 
shrub which produce as much as 
50 percent more rubber per acre, 
and discovery of new methods of 
extraction of rubber which make 
larger yields of a better product 
at less cost. 

Dr. Byron T. Shaw, Department 
of Agriculture deputy research 
administrator, says that “we have 
learned to produce plants and to 
grow the crop more economically. 

“As a matter of fact, deresinated 
rubber from the guayule shrub now 
compares favorably with imported 
rubber for tire carcasses. We have 
improved yield and quality by proc- 
essing the green shrub instead of 
letting it dry out after harvest. A 
continuous extraction process is 
working well on a small scale. Im- 
proved guayule rubber now is un- 
dergoing road tests.” 





Obituaries 





Harry Leiby 
ATLANTIC CITY, N. J.—Harry Leiby, 
65, pioneer automobile salesman and presi- 
dent of Eastern Motors Co. (Dodge-Plym- 
outh), died Feb. 3. Mr. Leiby made his 
first motor vehicle sale in 1908 as an 
employe of International Harvester, selling 
Harvester motor buggies. He came here 
in 1911 as a salesman for Eastern Motors 
and five years later became president of 
the firm. 
* * 
Joseph H. Grut 
LA JOLLA, Calif.—Joseph H. Grut, 63, 
secretary and treasurer of National Auto- 
motive Fibers, Inc., died here Feb. 5 after 
a lingering illness, Mr. Grut joined the 
firm in 1937. és i 


* 
V. E. Weir 

LITTLE ROCK, Ark.—V. E. Weir, 57, 
sales manager for Dutch O'Neal Motors, 
Inc. (DeSoto), North Little Rock, Ark., 
died at a Little Rock hospital Jan. 31. He 
was a veteran of World War I 

* 


* * 
Robert W. Bandy 
LIBERTY, Mo.—Robert W. Bandy, 42, 
owner of Bandy Motor Co. here, died of 
a heart ailment. He was a veteran of 
World War II. “ - 


* 
Arthur F. Wood 
BOSTON.—Arthur Field Wood, 60, of 66 
Grasmere St., Newton, former treasurer of 
Cadillac Motor Car Co. and the Packard 
Motor Car Co., both of Boston, and per- 
sonal accountant of former Gov. Alvan T. 
Fuller for over 33 years, died suddenly 
Feb. 1 at Hahnemann hospital, Brighton, 
Mass. Funeral services were held Feb. 4. 
* * 


T. W. Fugate 

ROANOKE, Va.—T. W. Fugate, 77, pres- 
ident of Fugate Motors, Inc., died Jan, 29 
at his home here, Before coming to Ro- 
anoke in 1920, Mr. Fugate was in the auto- 
mobile business in Denver, and also was 
engaged in the lumber business in south- 
west Virginia. 

* * 
Spencer Crane 

SYRACUSE.—Spencer Crane, 83, former 
auto designer, died suddenly Jan. 28. He 
designed the first all-metal Franklin auto 
chassis. 

* - * 
A. K. Turri 

MONONGAHELA, Pa.—A. K. Turri, 51, 
one of the oldest Chevrolet dealers in the 
Pittsburgh zone and a veteran of the auto- 
mobile business since 1918, died Jan. 14 in 
Monongahela general hospital of a cerebral 
hemorrhage. He operated Keenie’s Garage 
in Monongahela, and was secretary-treas- 
urer of the Monongahela Automobile Deal- 
ers Assn., and a member of Automobile 
Old Timers, Inc. 

+ * * 
George E. Guay 

DUNKIRK, N. Y.—George E. Guay, 63, 
owner of Guay’s Garage and one of Dun- 
kirk’s pioneer auto dealers, died Jan, 29 
after a year’s illness. 
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Reaching an estimated 100,000 readers engaged in all branches of the automotive industry from Maine to 
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ers. Count initials and groups of numbers as one word. Ads may be signed with your full name and address 
at regular rates, but if signed “Box No. ...... . in care of Automotive News, Detroit 26, Mich.’ add One Dol- 
lar ($1) per insertion for address and extra service as replies are forwarded, unopened, the same day 
received. Display Ads: $9.80 per inch, per insertion. 

WANT AD DEPT., AUTOMOTIVE NEWS, PENOBSCOT BUILDING, DETROIT 26, 





MICH. 











Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 











HELP WANTED 


SERVICE MANAGER — Lincoln-Mercury 
dealership, midwest city. Must be able 
to supervise 20 men. New modern build- 
ing, well equipped. Salary plus bonuses 
on total business profits paid monthly. 
We expect 80-90% service absorption. If 
you can qualify, reply with full informa- 
tion. Box 1089, c/o Automotive News, 
Detroit 26. 








SERVICE MANAGER 


Largest eastern foreign car distributor desires 
service manager capable full management 
mechanical and bodywork shops. Salary excel- 
lent. Only superior man considered. 


Box 1083, c/o Automotive News 
Detroit 26 





SERVICE MANAGER, capable of taking 
complete charge of Metropolitan New 
Jersey Oldsmobile dealer’s service de- 
partment, 400 cars, administrative abil- 
ity, aggressiveness and tact as well as 
knowledge of product is essential, Excel- 
lent salary plus incentive. Please state 
complete qualifications and references in 
reply. Box No. 1117, c/o Automotive 
News, Detroit 26. 





————=— $OSIHION WANTED "1 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 9 cents per word for each 
insertion. Cash in advance. (Half-rate 
does not apply to display ads in this 
section.) 











BUSINESS and OFFICE MANAGER-AC- 
COUNTANT, experienced in large volume 
operation with Ford and Chrysler deal- 
erships, seeks affiliation with aggressive 
organization who can use services of a 
hard working dependable man. Thorough 
knowledge of all phases of office proce- 
dure and operating controls. Married. 
Box 1132, c/o Automotive News, De- 
troit 26. 


FIELD SERVICE REPRESENTATIVE. 
Engineering background. Experience in 
technical observation, writeup and service 
in GM, Kaiser cars and military tanks. 
Prefer southwest or overseas assignment. 
For full particulars write Box 134, 
Dearborn, Mich. 


GENERAL MANAGER—25 years of retail 
and owner dealership experience in a 
large city and a suburban area. Have 
thorough knowledge of present and 
emergency period market conditions and 
capable of managing any size dealership. 
Employed at present, but would be inter- 
ested in a permanent affiliation with a 
medium size successful dealership in a 
suitable area; preferably eastern terri- 
tory. Well known in the industry. Box 
1092, c/o Automotive News, Detroit 26. 











ESTABLISHED PARTS MANAGER wishes 
connection with large GM or Ford dealer. 
Excellent returns guaranteed. Large fol- 
lowing of wholesale accounts in Detroit 
area. References. Box 1123, c/o Auto- 
motive News, Detroit 26. 





POSITION WANTED 


REPRESENTATIVES WANTED 





AVAILABLE—DEALERSHIP MANAGER. | 
23 years’ experience, including sales man- | 


| 
| 
| 





agement and sales promotion. Some ac- 
counting experience. Can develop volume 
sales, control expense and through sound 
incentive plans make parts service de- 
partments pay overhead. Extremely hon- 
est and aggressive. Prefer south or mid- 
west dealership with part commercial 


line. Salary and share of profits. Address to one of the ‘‘Big Three.’’ Box 1130, 
Box 1131, c/o Automotive News, De- c/o Automotive News, Detroit 26. 
troit 26. 





| NEED A 
REPRESENTATIVE 


Who is residing in Detroit and is now 
selling some accessories to MoPar Di- 
vision of Chrysler Motors and has been 
selling car manufacturers accessories for 
the past five years. We are now selling 














GENERAL MANAGER, sales manager or 
partner, experienced in sound sales pro- 
motions for all departments. Will pro- 
duce profitable volume operation through- 
out your dealership. Age 36, and love 
the game. Salary and profit sharing 
basis or working interest in the business. 


Now employed. Prefer General Motors 
setup in the south. All replies held in 
strict confidence. Box 1122, c/o Auto- 


motive News, Detroit 26. 


OFFER MY SERVICE as ‘‘General Man- 
ager’’ to a dealer who wants a large, 
fast, profitable operation with no head- 
aches. I have twenty-five years’ experi- 
ence in the automobile business and have 
built three of the largest dealerships in 
the country. My record speaks for itself. 
I am not interested in a small or medium 
sized dealership unless it has sales poten- 
tials that can be developed. Let’s make 
a deal. Harry Herzog, 2468 Downing 
Drive, Cincinnati 8, Ohio. Phone Popular 
2160. S. I can sell trucks, too—and 
make money. 


SALES-GENERAL MANAGER available. 
Dealer employer passed on. Exceptional 
background of experience and volume 
sales production over a period of years. 
Capable of training and developing sales 
force. Excellent closer and sharp ap- 
praiser of used cars. Supervise advertis- 
ing and sales promotion. Have pleasing 
personality with ability to carry out your 
policies and work harmoniously with all 
departments. Box 1103, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER or SALES MAN- 
AGER, 30 years old, married, clean cut, 
mature. Presently employed by large 
volume Ford dealership doing district’s 
number one job in city of over 500,000 
population. Proven outstanding record in 
sales management. Can accept full respon- 
sibility in all phases of the business. No 
future possible with present employer. 
Would like salary and profit sharing 
plan. Excellent references from present 
employer, factory, etc. Box 1121, c/o 
Automotive News, Detroit 26. 

BUSINESS MANAGER ACCOUNTANT, 
eight years GM dealer experience. Have 
supervised all accounting, credits, budg- 
ets, purchasing and company policies of a 
four million dollar volume dealer. Hard 
worker, honest, reliable. Available im- 
mediately. Box 1120, c/o Automotive 
News, Detroit 26. 


USED CAR BUYER, complete knowledge 
every phase of used car merchandising. 
Long experience, finest references. De- 
sires position as buyer with Los Angeles 
volume dealer. Box 1094, c/o Automotive 
News, Detroit 26. 


GENERAL OR SERVICE MANAGER, col- 
lege graduate, BS and ME degrees. Six 
years experience as automotive mechanics 
instructor, GM and Packard experience. 
Used car sales experience, married, 29 
years old. Box 1119, c/o Automotive 
News, Detroit 26. 


SALES MANAGER, aggressive, five years 
experience in automobile sales field, pres- 
ent time manager of Buick dealership, 
wish to locate in larger city, age 35, 
well educated, willing to locate in any 
state. Excellent references furnished. Box 
1118, c/o Automotive News, Detroit 26. 


GENERAL MANAGER, 35, thoroughly 
experienced in all phases of new and 
used car operations. Have been new car 
dealer. Prefer Texas, New Mexico or 
Oklahoma but would consider other loca- 
tions. Box 1107, c/o Automotive News, 
Detroit 26. 
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HELP WANTED 








direct-mail 


2241 S. INDIANA AVENUE 


WANTED 
DISTRICT MANAGERS 


Nationally known, well established company has limited number of territories 
available for salesmen experienced in selling to new car dealers. Our automatic 
service follow-up program and other 
approved by the automobile industry. If you have knowledge of dealer service 
operations and problems this is a solid proposition that will build your own 
profitable business with earnings of a least $12,000 yearly. For personal 
interview in your city, write stating experience and background. 


THE SOVEREIGN PLAN, INC. 


merchandising aids are 


CHICAGO 16, ILLINOIS 





DEALERSHIPS AVAILABLE 


“BIG THREE’ DEALERSHIP AVAIL 
ABLE in Florida, no trucks, located in 
a Gulf coast city of 43,000 and a county 
of 112,000 population with numerous 
Navy and Army installations and thriv 
ing industries. Modern air conditioned 
building and completely new equipped 
service department. A _ going business 
with over a million dollars gross sales 
Will require approximately $100,000 to 
close this building—partly on time. Owner 
desires to retire with smaller business 
Don’t miss this unusual offer. Box 1124 
c/o Automotive News, Detroit 26. 


DEALERSHIPS — Buyers — Sellers. We 
specialize in automobile dealerships and 
handle all matters confidentially. Have 
qualified buyers, experienced and finan- 
cially responsible. Interested in ‘Big 
Three,’’ located in midwest states only. 
McHugh, Inc., Realtors, Long Blidg., 
Kansas City, Mo. ‘‘Our Business is to 
sell your Business.’’ 


DEALERSHIP, SOUTHERN MINNESOTA, 
now handling Dodge-Plymouth. Sold 424 
new units in 1951. Volume $1,250,000. 
Leased property downtown. Price at in- 
ventory approximately $75,000. $55,000 
will handle. Write Box 1125, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP, now handling leading inde- 
pendent in town over 15,000. Upper 
Michigan peninsula. Available now. New 
building with 6,160 square feet, well lo- 
cated on main thoroughfare. Building 
directly across street with 5,280 square 
feet with gas pumps and station equip- 














ment also available, Principals only 
Box 1045, c/o Automotive News, De- 
troit 26. 





DEALERSHIP AVAILABLE, now handling 
DeSoto-Plymouth in fast growing New 
Mexico town. Excellent facilities with 
long term lease. Gross sales over $300,000 
yearly. Can be greatly increased. Entire 
deal $32,000 or if used cars not pur- 
chased, considerably less. Reason for sell- 
ing, buying a larger dealership. Box 1135 
c/o Automotive News, Detroit 26. 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 
LEO J. KLEM 


411 Curtis Bidg. Detroit 2, Mich. 





FLORIDA DEALERSHIP — One of “Big 
Three,’’ handling cars ana trucks. Doing 
million dollar yearly volume, Netting 
approximately $75,000. Wonderful place 
to live and excellent trade area. This 
is big deal and requires all cash. No 
brokers. Box 1100, c/o Automotive News, 
Detroit 26. 


DEALERSHIP, now handling one of the 
‘‘Big Three,’’ near New York city and 
Philadelphia. Have sold from 50 to 100 
new cars a year for 26 years. Sell or 
lease building. Plan to retire. Box 1134, 
c/o Automotive News, Detroit 26. 


DEALERSHIP, now handling Ford, located 
in LaGrange, Ga. Population about 30,- 
000, 175 to 200 new units per year. Will 
sell or lease building. Contact Loeb C. 
Ketzky or Horace E. Richter, Attorneys, 
LaGrange, Ga., for details. Factory ap- 
proval necessary. 


DEALERSHIP, now handling GM cars and 
trucks. Southwest Louisiana, oil, sugar 
and rice town of approximately 25,000 
and still growing. Well equipped and 
stocked. Doing excellent business, New 
building and plenty space to expand 
Reason for selling, other interests. Box 
1133, c/o Automotive News, Detroit 26. 


FOR SALE. Very exceptional buys in deal- 
erships, now handling Nash, Studebaker 
and Chrysler franchises in the midwest- 
ern states. Leonard J. Schrader, 509% 
East Green St., Champaign, Ill. Phone 
9094. 


AGENCY, now handling Chrysler-Plymouth. 
Sales $30,000 month; new modernistic 

















building 110’x57’; acre lot; modern 
equipped; opportunity—-expand valuable 
lease; price $30,000 plus inventory. Ap- 


ple Company, Brokers, Cleveland, Ohio. 











2666 Penobscot Bidg. 





An Ad in the Classified Section of 
AUTOMOTIVE NEWS 


Will get you quick action, and a satisfactory 
return for your investment. 


AUTOMOTIVE NEWS 


Detroit 26, Mich. 








FOR SALE. Very exceptional buy in deal- 
ership now handling independent line. 
Located in Texas Gulf’s biggest indus- 
trial area. Reason health. Box 1112, c/o 
Automotive News, Detroit 26. 





AUTO AGENCIES 


Large, medium and small "Big Three’ fran- 


chises located throughout the United States. 
Write for brochure. 


DAVID JARET CO. 


Established Over 28 Years 
150 Montague Street Brooklyn 2, N. Y. 
ULster 2-5600 
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CARS WANTED | USED CARS FOR SALE PARTS FOR SALE TRUCKS FOR SALE 


| 


DEALERSHIPS AVAILABLE 


HA VE FORD DEALERSHIP with two lines | WHOLESALE CONNECTIONS wanted for 
cf implements for sale. Half million an- buying used cars. Midwestern, western 





FOR SALE, two model F1500, 34” exhaust | FOR SALE—Immediate delivery. 25 model 
fans with three-phase 220/440 volt West- HDCR-752 GMC Diesel tractors. 153- 











| 
| 
| 




























































































rual potential. Will carry seventy per | sources. Year around volume. Write | inghouse motor, almost new Beasley inch ye an ah = an ao 
cent at low interest rate. Will lease or | Export Car Buyers, 407 E. Pike, Seattle. | renee A U T Oo ees Trucktown, 2400 E. Market Street, York, yf = es; 4 > " ; a ton cae 
sell building. » For detailed information | | Pa. aie 4° 4 wi r an on ventas oom 
nap | U . T | Oo N cussion; antec teake; 36-inch Fruehaut 
DEALERSHIP WANTED STUDEBAKER DEALER A 5th wheels, Completely equipped for 
go ee Wat our | BUICK PARTS | sehcrtes: owit"W, "Sine"'biva, "Bt 
wants to buy Florida dealership—Miami | aun yes es . . 
| UrMleintty, “Prefer Ford, Plymouth, Lin 1952 MODEL STUDEBAKERS | A ~—atiagare sichitiite iiadiin LM, ilies 
coln-Mercury, rysier, Dodge or Desoto. FOR SALE—1947 Dodge, % ton truck. 
Replies confidential. Box 1097, c/o Auto- WILL PAY OVER INVOICE PRICE HEADS, NEW YORK OF GENUINE BUICK PARTS" speed rear axle, 10 foot Watkins in- 
motive News, Detroit 26. “We guarantee that these cars will not be | HORSE . Wholesalers: We are Quantity sulated body with side and rear doors 
ar ee : re) hors: frigeration unit, Excellent 
GENERAL MOTORS or Lincoln-Mercury in sold above O.P.S. ceiling prices. | EVERY FRIDAY Shippers of All General Motors’ condition. 7.50x20 tires. 47,000 miles. 
} western Pennsylvania, Have factory ap- } Write or phone Arkport Motor Co., Ark- 
proval and available cash, Replies strict- BILL HERSHMAN Parts . . . Same Day Service port, New York. Phone 7951. ; 
ly confidential. Box 1109, c/o Automo- — On Mail Orders and Inquiries. : ; ~ ——— 
tive News, Detroit 26. STUDEBAKER Al Shi . €.0.5. beet TRUCKS WANTED a 
WANT “BIG THREE” Dealership, 100/200 "a ai ca aaah Patna a ee 
= ear. Prefer Pacific northwest but loca- one lower 9- . . 
tion secondary to opportunity. Will pay ROBERTSON BUICK Co. Ww N 
cash. Will consider Studebaker. Box 1110, EVERY WEDNESDAY a 4 E EED : 
— c/o Automotive News, Detroit 26. EDGE OF THE LOOP Used Jeeps and Used Willys 
FLORIDA AUTOMOBILE DEALERSHIP JOE NEWELL y mn et a ‘ 1000 S. Wabash Avenue Station Wagons 
wanted. Prefer Miami or vicinity. Strict- Ki # the Cadill ou will always find real action at CHICAGO 5, ILL. 
est confidence. Factory approval assured. ng © e va aes both these auctions. All Phones WAbash 2-1030 ALBRIGHT MOTORS 
. Box 1030, c/o Automotive News, De-/|needs $1,000,000 worth of 1951 Packards 
: troit_ 26. and Cadillacs 1948 to 1951. R. D. WEST, PROP. 119 Snow Street Providence, R. 1. 
: gt a a aaa on te ane 6145 Hollywood Bivd., Hollywood 9- 3607 Jos. €. Jobnese Tex Rickard 
wants Big Three dealership up to , —— 
5 population. Will consider others. All re- : WRECKER POWER CRANE, with or with- 
plies confidential. Box 1126, c/o Auto- Auctioneers GENUINE out truck chassis, Herman Davis Chev- 
motive News, Detroit 26. rolet, Ladoga, Ind. 























~ RIVIERAS NEW LINCOLN PARTS BUSES FOR SALE 


WILL BUY FORD OR GM NEW HEAVY DUTY CHEVROLET school 


































































































: coop handy lan Koy CATALINAS hic 6 —— os, eevee, ieee Seca 
s | can definitely secure franchise from the USED CAR BUYERS List on request. Will sel! entire lot at more Deluxe bodies, fully equipped. Dealers 
ioe factory. Strictest confidence guaranteed. ~ 50% —_— ro . a cost. Clark Chevrolet Sales, Cayuga, Ind. 
7 | am now an automobile dealer HOLIDAYS We carredtty have fer sale @ whee sitection an fo oO ealers’ cost. so some FOUR NEW CHEVROLET forty-eight pas- NEW CHEVROLET forty-eight pas- 
ed No objection to territory . P senger, Superior bodies. Immediate de- 
ed of low mileage 1950 and 1951 Chevrolets,| surplus equipment. li 4,250. Walt Jones, 1768 N. Glen- 
a Box 1116 ' ' Z very, $ a e 
- c/o Automotive News, Detroit 26 50 AND 5 | MODELS ag ae Plymouths in coupes, two and four stone, Springfield, Mo, 
, oor sedans. 
to ot ° RIGGS MOTOR CO., INC. SHOP EQUIPMENT FOR SALE 
a BUSINESS F America's Top Price These cars can be seen at— USED - REBUILT HARLEY - DAVIDSON 
= ESS FOR SALE ae servi-cars. More business, less cost, good 
4. ESTABLISHED AUTO PARTS BUSINESS, Have Export Order ROBINSON AUTO RENTAL, INC. | 402! Frankfort Ave. Louisville 7, Ky. advertising. | Serve customers with ints 
“a orida east coast. Goo nes, usy one man pick-up an elivery system. 
Ve shop, low overhead, real profit oppor- Nothin New Please note change of address Free bulletin. Knuth’s, 1753 Muskego, 
a tunity for aggressive man. Modest in- g Milwaukee, Wis. 
~ vestment. Serious illness forces immediate . " 229 S. HANSON ST., PHILADELPHIA 39, PA. DEALERSHIP bookkeeping machine and 
n- en oe 1127, c/o Automotive News, Write, Wire, Phone |. E. Spatig, Used Car Manager GENUINE complete setup for ail journals and 
ig “ Phone: Granite 2-3013 ledgers. Burroughs LAL og i. ae ao 
y. y . é O A inch platen. Reasonable. Box , c/o 
$ VENTORY ante oe Mel Jacobson Motors F R D P R T S Automotive News, Detroit 26. 
to | IN Y SERVICE for all auto deal- ié FOOT VERTICAL Hudson sign plus 
= caatnee same ae oy of Pang as in- 2405 CANAL STREET Delivered to Your Door complete assortment of neon window 

pg hg Lag a TULANE 8300 EVERY. TUESDAY 2NOON| signs, ‘Harper Auto, Sales, 2078 Harper 
24 GREATER NEW YORK CITY AREA rom— Detroit. Tuxedo 1-8 

used to buy or sell dealerships. We are FOR SALE—Multigraph No. 80, brand 
“ nationally recognized for fine workman- NEW ORLE ANS LA AUTO AUCTION McFAYDENS sow, comgiete po alg Will TR a 
00 bots yr oeel mag Re al y athe ncn Pa : ¥ A brisk market for clean ready cars Write— Walter Duckwall, Noblesville, Ind. 
o ice, 124 South Wood d, Birmingham, WESTCHESTER AUTO AUCTION 
os Michigan, ‘oe 4690 "Hewpert,  Dateelt. 831 Main St. (Boston Post aan 20TH and HOWARD MISCELLANEOUS 
.. Phone Midwest 4-5355. USED CARS FOR SALE New Rochelle, N. Y. E 6-3125 Coll... WANTED, 100 part 1A 18805A or E, 100 
“a —— located on U.S. Highway No. | part 1A 18813A or C, Ford 6-tube radio 
ay es drive from all through parkwaye ATLANTIC 7711 and antenna. Advise quantity 7 
o- ATTENTION AUTO AUCTION Wire and best price. Maxford, Inc., 492 Main 

Street, Fort Lee, N. J. 
re DEALERS TIM ANSPACH PARTS FOR SALE OMAHA ENGINE REBUILDING — Crankshaft 
a wiawey . Step ANY ITEM OR QUANTITY grinding and metalizing. John P. Hughes 
y . . Albany-Schenectady Road Motor Co., Inc., 800 Commerce St., 
e- |licensed Used Car Dealer in New ALBANY, N.Y. MRR a OM oe Lynchburg, Virginia. 
— | York will act as buyer for out of ous a, ao ~ sani en 
1g cee 4 
~ pstate dealers. Can also arrange || jjonber of N.U.CD.A. and NAAPA. Oldsmobile WANTED—Used, 1950 Studebaker Land AUTOMATIC BRAKING 
th for drive outs. Cruiser body. Warren Biggs Co., 101 TO BAR 
00 South LaBrea Ave., Los Angeles 36, 
~ Box 1128 jw nr nr ss eee —— Parts Calif. Complete with controlled steering 
9 P P | ACCESSORIES WANTED Guide Cabl d 
c/o Automotive News, Detroit 26 vide jes an 

5 ‘ WHOLESALE! WOES 24-HOUR DELIVERY SERVICE BRAKE HOOK-UP..........: 1.45 











BUD WARREN ey We Pay "Gan 0 ce oe 
Invites you to visit him in New York WRITE — PHONE — WIRE SPOT CASH oe $19.50 


¢ INVENTORY SERVICE 


Parts and Accessories Depts. 
Full- |-time sm. No _ Pickup, part-time help; 



































Also “special: “buy- sell . meter! He guarantees to sell you decent cars | for USED CARS 
apy Gapainget aperaiios rn e<eGh he te ie ALL TYPES TOWING EQUIPMENT 


on request. Call or write for service details. 


| WHOLESALE for surplas FOR AUTOMOBILES AND TRUCKS 


Shipments arranged WE STOCK PARTS 
h. I ae me Ay Soa we's 3.6449 All makes and models Late Models at Two Big CHRYSLER PARTS, ENGINES, Protecto Covers Safety Chains Carrying Bags 


g INVENTORY SERVICE Dealers throughout the U. S. have wpesemees & ACCESSORIES TOW BAR SALES CO. 




























































































& Parts A ries d | profits on Excl Factory Distributors 
: Large Tait shccgesories ! —. real profits Gage & Drummy, Inc. — Nite | MU 490 
e Inventories taken, price extended and sum- arren Cars 21710 WOODWARD AVENUE F OR Plymouth Dodge, DE 2-0700 DO 3-8373 
x marized within 24 hours. Expert partsmen | | DETROIT 20, MICHIGAN r 40 South Clinton St., Chicago 6, Iilinois 
io all t w . te, a ’ 
| conddential. "Inventories ‘accepted by ‘al |! SHERATON MOTORS | plies pecsion DeSoto & Chrysler Cars 
= accountants and by the government. | 
© | ALLIED INVENTORY CO., INC. ae eee eee ACT QUICKLY!! EXCESS SHOP EQUIPMENT? 
. eo "Raven 5-8300 nani 260 Wert 6 Sheet I Why not sel/l that extra equipment now 
ir 
, | (Between Broadway and 8th Ave.) | Genuine Studebaker Parts DEXTER MOTORS standing idle in your shop? 
— EVERY DEALER NEEDS NEW YORK CITY PAR 2 An advertisement in this section is the 
d | | WE SHIP ANYWHERE Ist A & 98th St N.Y.C..N.Y 
2 A modern Prospect and Owner follow-up |i... — oe Wire—Phone—Wrile s waar ‘<sane +S. N. 1. || answer! 
i —. = Frayed —_ help. Any Scarce Items—Body, Engine Parts ae & AUTOMOTIVE NEWS 
re ts results. Write for free brochure. NORTH SIDE MOTORS 
, ’ 
- CHISHOLM-SYSTEMS 78 eta one Gee Gt Gee Oe. |... on ne es on om senna enemas ananeenaeanan nea 
_ Box 1352 PALO ALTO, CALIF. AUTO AUCTION LU 4860 | : | 
u In Continuous Operation 7" 1943 @ & | 
r EVERY THURSDA | 
: CARS WANTED Dealers Meet at the Cross- Roads of America | Pw it scrip ion l 
: INDIANAPOLIS, INDIANA 
915 N iMlinofe a oy 5383 M u s T 
x ad ” . 
3 DeSOTOS SACRIFICE Send Automotive News to Address Below | 
s | 
WANTED ATTENTION DEALERS !! |setting out Nosh parts inventory, metal for One Year $8 [_] or Two Years $14 [| | 
} SPECIALIZING IN THE SALE OF | Parts bins, Nash neon roof and window for which check is attached [[] or send bill (_] | 
A New 1951-1952 EX-TAXIS signs and shop equipment. 
; Any Quantity Guestient Godies - Good Motors - Nesters Phone or Write AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. | 
” Upholstery Like New i 
, Will also buy late model used cars Buy Now at Low Prices BOB SWANSON UID. acascadicre sReasise ae heen ddateurenanan abe aianes ‘ik eeasereneenane | 
4 ns pe ges gen. coll 1948 , 1949 6951 N. Western Ave. SCOHESCSCSHOSEEHS SESE HSSHEHSSHEHSHSSHESHSHEHSHEHSHSHEHSSEHSHEHSHEHSHEHSSHHSHEHSHSESHEHSHHEHSHSHEHSHSHEHSHEHEHE | 
- PAY BONUS OVER INVOICE Plymouths — Fords — Chevrolets Chicago, Ill. | 
: “We guarantee that these cars will not Rogers Park 4-1485 bret ttt eeeeeeeeeeereeeseecsercrsreeterseeserssesccuessaeeseeseeeses 
. be resold above OPS coiling prices.” THE R. A AGENCY PTT TTETTTTTUTTTT TTT Serre : 
Replies confidential 54TH § Lieperney: ee $ | 
7 . PA. ee i, ae a tae eee PP ry. hike >. 0s cca keekaee eee 
BRENTWOOD Morris Freedman, Mgr. | 
MOTORS. INC SARATOGA 7-2300 SHERWOOD 7-170 Genuine Oldsmobile Ports anne Geciaiininns: 
. Largest Olds parts wholesalers in the middie Truck Dealer (1) Manufacturer [J | 
west. Shipments made promptly. Car Dealer () rue eater poten 
DeSoto-Plymouth AUTOMOTIVE NEWS Jobber [J Insurance (1) Financial [) Supplier O | 
2919 Sawmill Run Bivd., Pittsburgh, Pa. GREBE OLDS | 
Willard 1-9090 WANT ADS 3400 S. Kingshighway OE. EPEAT SE TOTO TET IT OP ik cans ca ben anebakecseeee | 
GET RESULTS Flanders 0800 St. Louis 9, Mo. 2-11-52 ! 


























Every car owner wants his automobile to operate at top efficiency ... 

but it must look smart as well. That's why more and more dealers from coast-to-coast 
are recommending periodic Blue Coral Treatments for their customers’ cars. 

They have learned that Blue Coral is the one treatment that 

not only dissolves grease and city grime, and burnishes 

the finish to a hard, mirror-like surface, but actually restores 

and preserves that ''fresh-from-the-factory" look — 


makes all colors appear deeper, truer, more lustrous. 

Keep your customers . . . contented customers! Recommend 
Blue Coral . . . the treatment that has been unsurpassed in 
excellence for almost a quarter of a century. 


H. D. T. COMPANY FACTORS, INC. 
CREATORS OF THE BLUE CORAL TREATMENT 


1952 H.D.T. Co. Factors, Inc. White Plains, N. Y. 








